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“'Cosmeticizing the Lumber Yard's “Face’ 


The idea of beautification of the face by the application of 
color seems to be spreading even to the lumber yard. 

““Wouldn’t it be interesting if this idea should sweep the 
country like miniature golf and in a short time all the lumber 
yards be dolled up like a Woolworth store?” asks S. Q. 
French, of the French Lumber Co., Hawarden, Iowa, in a 
letter to the AMERICAN LUMBERMAN. 

But just what is this “big idea,’’ and how is it worked? 
Briefly, the plan consists of painting the ends of all the lum- 








hose and go ahead. The work is done by our own employes. 

““We have our one shed painted now, and are arranging 
to take in all of our yard under this plan. The paint which 
we are using is a red lead mixture, which not only makes a 
very distinct color but is lasting, easy to apply, and adheres 
well. 

“Our reasons for doing this painting on such an extensive 
scale may be listed as follows: 

“*1—It keeps the ends of the lumber from checking. 











The ends of the lumber are painted red; the upright posts, green; and the edge of the platform, white 


ber in the yard, the method of application is by air pressure, 
and the purposes are preservation and publicity. It would 
be impossible to state the technique and the advantages of 
the plan more clearly and concisely than has been done by 
Mr. French in his letter, as follows: 

“It might be of interest to you to know that an idea which 


‘‘2_The lumber presents a better appearance than with 
the black ends formerly seen. Lumber stored in an open 
shed, such as we have, soon gets blackened ends. 

“*3__This year, for the first time, we have duplicate stocks, 
in dimension, of fir and pine. These stocks are used for def- 
nite purposes known only to our customers, and we wanted 
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= the writer several years ago tried out on a small scale has to prevent easy identification of species by looking at the ends. 

= __ since been applied at our yard on a more extensive arrange- When ends are painted fir and pine can not be distinguished 

S ment, which idea is the painting of the ends of the lumber. from each other without close scrutiny. 

: ““We have laid a pipe line for air from our shop, shown ‘*4—It gives our yard an individualized color and appear- 

= _at extreme right in the enclosed picture, which pipe is fastened ance, and when the entire yard is so arranged will make a 

= —_ just under the platform, right at the front. This pipe line has very attractive and distinctive showing. 

= _ connections at regular intervals so that all we need to do is “*5—It has inestimable value as an advertising feature. For 

& to mix our paint, start the machinery in the shop, connect the several weeks we have been advertising [Turn to page 4] | 
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The Oldest Utility 
Regains Its Youth 


This was the title of an article appearing some 
months ago. The gas industry was the utility re- 
ferred to. 


When will a similar article be written about the 
lumber industry The same opportunity exists for 
the application of better merchandising. 


If consumption of lumber should become stabil- 
ized at 30 billion feet annually it would still represent 
an enormous volume—1,500,000 carloads—with 
probably an equal volume of by-products—a major 
industry—its welfare vitally affects several million 
people 


People will continue to make universal use of 
wood in good times and bad. There cannot be much 
the matter with an industry representing such a 
broad market. Manufacturers must gauge their pro 
duction in relation to consumption and consump 
tion must be promoted in every possible manner. 


It is part of our specialized business to analyze 
and report on individual problems and conditions. 


James D. LA C E Yo Co. 


and subsidiaries 
Established 1880 
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Every home you build,—almost every 
building project for which you furnish 
material—has some portion that can be 
made more beautiful—of greater attrac- 
tion—through the use of plywood. 
Walls panelled with native woods are 
found in thousands of homes. Some of 
these are in your community. There 
easily can be many more. 


Show every home builder how he can 
make his home more comfortable— 
more attractive—and you are sure to 
make many panel installations. When 
you order American Plywood panels you 
are certain to get material of highest 
possible quality. 


AMERICAN PLYWOOD CORPORATION 
NEW LONDON 


WISCONSIN 





[Plywood of Recognized Qual 











U. S. Pat. (3-4-24,) (12-11-28.) (7-30-29.) 
Infringements will be prosecuted 


EASY TO SELL! 


The puttyless feature alone attracts builders and 
contractors. And this is only one of the exclusive 
features that makes Vento Steel Basement Win- 
dows a strong seller. 

Get your share of the profit dealers are collect- 
ing everywhere by selling Vento Steel Basement 
Windows. Write today. 


VENTO . Steel Sash CO. 


| ed on ee WINDOWS 
COAL CHUTES Windows for 


Barns. Factories. Gara ges.et« 





ADAMSTON 
Vertically Drawn 
Flat Glass— 


for 
RESIDENCES 
APARTMENTS 
Ni 055 £01035.) 
HOSPITALS 
OFFICE AND 
OTHER TYPES 
OF BUILDINGS 
GREENHOUSES 
AUTOMOBILES 
DISPLAY CASES 
TABLE TOPS 
SHELVING, ETC. 


LTPON 


ADAMSTON FLAT GLASS COMPANY 
Clarksburg, W. Va. 
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MONG the “questions to be 
answered” in a questionnaire 
sent to the school children of 

Wichita, Kan., were the following: 
“What is the material of the roof 
of your house? Is it in good condi- 
tion? (See ‘Facts’).” On another 
page of the questionnaire, under the 
heading, “Facts and Figures,” ap- 
pears the following paragraph: 
“Wood shingle roofs, ignited by 
sparks from chimneys, and by de- 
fective flues, and by burning brands 
and embers from exposure fires, 
caused a property loss of nearly 
$16,000,000 in this country in the 
year 1923.” 

This questionnaire was issued by 
the fire prevention department of 
the Western Actuarial Bureau and 
its distribution to the schools was 
sponsored by the Wichita Chamber 
of Commerce. Learning of this ac- 
tivity of the local chamber, W. A. 
Stippich, of the Stippich Lumber 
Co., asked the executive secretary of 
that organization about its sponsor- 
ing of the questionnaire and was 
told that the organization had been 
doing so for 10 years. Mr. Stippich 
said that the thing was wrong and 


Teaching the Young Idea to Knock Wood Shingles 


that the 10 years of precedent 
should not be thought to justify its 
continuance. 

With the evident purpose of the 
questionnaire, that is to inculcate 
the habit of being careful with fire 
and in all matters affecting fire haz- 
ards, everybody will be in sympathy. 
A careful reading of the questions, 
however, leaves the impression that 
they were prepared without proper 
consideration of all their implica- 
tions. For example, the question, 
“What is the material of the roof 
of your house?”, when followed by 
the statement about the tremendous 
fire loss due to wood shingles, makes 
their use seem little short of crim- 
inal. Their elimination is plainly 
suggested. There is not.the same im- 
plication with respect to lighted 
matches, cigars and _ cigarettes. 
Users are merely admonished to see 
that they are “cold,” notwithstand- 
ing the accompanying statement 
that “the twin causes ‘matches- 
smoking’ burned up _ $29,000,000 
worth of property in the United 
States in the year 1923.” “Wood 
shingles ignited by sparks from 
chimneys, and by defective flues, and 


LL 


by burning brands and embers from 
exposure fires caus a property 
loss of nearly $16,000,000” in the 
same year. If a defective flue sets 
fire to a wood shingle, is the flue or 
the shingle to be charged with the 
loss? 

There are many statements in this 
questionnaire about the hazards 
connected with the handling and use 
of devices and materials that are in. 
separable from modern everyday 
life. To teach children what these 
hazards are and how to reduce them 
is wise and humane. To advocate 
their elimination in such a question- 
naire would merely serve to make 
the whole thing ridiculous; and yet 
it is not less ridiculous to advocate 
the elimination of wood shingles be- 
cause they will burn when ignited 
by a defective chimney or a flying 
brand from a fire caused originally 
by carelessness with an electric 
smoothing iron, for example. When 
people have been taught to be care- 
ful with matches, with kerosene, 
with gasoline and with fire gener- 
ally, there will be still time to con- 
sider materials involving incompar- 
ably smaller hazards. 





An Adequate and 


URING several years past the 
lumber industry has been con- 
sidering the matter of financing 

home building. The fact is recog- 
nized by lumbermen generally that 
lack of loan money is the most com- 
mon obstacle in the way of home 
building. For reasons that some- 
times are and sometimes aré not 
clear, the home can not com- 
pete with either productive indus- 
try or speculative demand for bor- 
rowings. In view of the fact that 
the security is ample, the rate of 
interest adequate and the term of 
the loan reasonably long, the mort- 
gage on a home ought to appeal to 
lenders of money. At times, of 
course, the prospect of gain in spec- 
ulation may outweigh all other con- 
siderations, as it did a year or so 
ago, and draw money from produc- 
tive channels. Sometimes, also, 
houses may cost too much or may 
decline in value before the mort- 
gages are paid off, or misfortune 
may overtake the maker of the mort- 
gage. But it is believed that the haz- 
ards of home financing are not ab- 
normal. 

Perhaps members of the lumber 
industry are not in complete agree- 
ment with respect to the essentials 


—— 





of a home financing plan. It may 
be that conditions vary so widely 
in different communities and in dif- 
ferent sections that a plan that 
would be adequate and acceptable 
to one group would not be accept- 
able to another. Nevertheless, it 
would appear to be practicable to 
devise a plan uniform in its general 
features but that could be adapted 
to the varied needs of different com- 
munities and sections of the country. 

It is to be expected as a matter 
of course that any financing plan 
must pay its way. As to the amount 
of profit it shall pay opinions may 
differ. Inasmuch as the major pur- 
pose of any home financing plan, 
from the lumberman’s viewpoint, is 
to sell more lumber and other build- 
ing materials, the actual profits 
from the financing itself might con- 
ceivably be kept at the minimum. 
This would mean that the plan it- 
self would have to be sponsored by 
lumbermen, rather than by persons 
outside the industry, whose major 
concern would be profits on financ- 
ing. 

Nearly every financing plan that 
has thus far been proposed to the 
lumber industry has involved con- 
siderable responsibility on the part 


Equitable Home Financing Plan Needed 


of those who used it. The retailer 
who used the loan service and sold 
the building material would have to 
indorse the notes of the buyer and 
thus assume a contingent liability. 
No way has been found thus far to 
avoid this, since the loan is com- 
monly made on the recommendation 
or application of the dealer. To 
many dealers this liability has ap- 
peared to be an insuperable objec- 
tion to a plan. 

The needs of borrowers for home 
building ordinarily are so great as 
to necessitate the giving of second 
mortgages. In fact, the second mort- 
gage loan is the fly in the ointment, 
commonly. It is nearly always as- 
sumed that the second mortgage 
loan involves great risk; yet in the 
experience of several loan com- 
panies, it is understood, the second 
mortgages have akmost invariably 
been paid off in accordance with 
their terms. If this should prove 
generally true with respect to loans 
for home building, perhaps a differ- 
ent type of security is required. In 
fact, it is believed that some dealer- 
controlled loan companies have han- 
dled the loans as units or single 
mortgages. At any rate, the aim 


(Continued Third Column, page 29) 
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In the Lumber World 


Worst of Depression Is Over— 


Choosing as his title, ‘“We’ve 
Seen Practically the Worst,’ 
Alvan T. Simonds, president of 


Simonds Saw & Steel Co., Fitch- 
burg, Mass., writing in “Boston 
3usiness,’ says that though a 
combination of influences may 
bring the “cyclical low point into 
December, * * * we have seen 
practically the worst. The depres- 
sion is ended, or is very near its 
end.” Mr. Simonds writes that, 
“since the war, each cyclical peak 
in business has been followed 
about three years later by another 
cyclical peak higher than any 
which preceded it. It does not 
pay to sell the United States short 
if you mean * * * you are gam- 
bling that the next cyclical peak 
will be lower than the preceding 
one.” Page 55 


~ FF 


Lumber Problems in Their Na- 
tional Aspects—At the annual 
convention of the National Retail 
Lumber Dealers’ Association con- 
sideration was given to many 
matters of vital interest to all 
lumbermen. A method of home 
financing that would be within 
the control of retailers was ex- 
plained; group advertising was 
debated; modernization was con- 
sidered; methods of merchandis- 
ing were discussed; cost factors 
were dealt with. Interviews 
with those in attendance give a 
cross section of retail opinion on 
current conditions, needs and 
prospects. Pages 48-52 
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Service Bureau Promotes Sales 
—A southern retail lumber con- 
cern recently established a service 
bureau to prepare plans, provide 
financing service and to supervise 
the construction of homes for 
which it has supplied the mate- 
rials. A remarkable increase in 
demand showed that there is an 
actual shortage of residences of a 
popular type. The bureau per- 
forms some of the services of an 


architect in a class of building 
that ordinarily would be without 
services of this kind. Insistence 
upon the use of good materials, 
the application of insulation and 
the building in of modern con- 
veniences are features of the com- 
pany’s policy that evidently are 
building up good will and prestige 
that will increase in value as time 
passes. Page 38 


4 4 4 


Tax Relief Essential Forestry 
Measure—Addressing the annual 
convention of the Association of 
State Foresters the president of 
the organization declared that the 
annual tax forces cutting of tim- 
ber in excess of current needs. 
When the correct solution of the 
tax problem has been worked out, 
he said, tree growing will be ona 
crop basis. In future, aiso, given 
equitable taxation, much of the 
marginal land will be put to grow- 
ing trees, and will to that extent 
relieve agriculture of the burden 
of a surplus. In his opinion, there 
is no cause to fear a timber 
famine, if early tax relief permits 
reforestation on an _ adequate 
scale. Page 47 

yr 


Removing Confusion Regard- 
ing Timber Stresses—In response 
to a request made by the lumber 
industry to the National Commit- 
tee on Wood Utilization, Secre- 
tary of Commerce Lamont, chair- 
man of that committee, has ap- 
pointed a sub-committee on unit 
working stresses for lumber and 
timber. Members of the commit- 
tee are all nationally known en- 
gineering authorities. Its func- 
tion will be to pass upon proposed 
working stresses submitted to it 
by the various regional lumber 
manufacturers’ associations. The 
committee will not set up or rec- 
ommend working stresses nor 
does it possess or want the power 
to enforce its decisions. Its aim 
will be to facilitate the economical 
use of structural timber. It is be- 


lieved that when regional lumber 


manufacturers’ associations have 
reached agreement among them- 
selves regarding stresses for dif- 
ferent species, the approval of this 
impartial body of engineers will 
promote their acceptance among 
specifiers and consumers. Page 43 
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Wood for Motor Car Bodies— 
In a letter to sales representative 
the sales manager of a lumber 
concern gives many reasons why 
wood comprises a large part of 
the best automobile bodies. Steel 
as auto body material makes so 
much noise, both literally and fig- 
uratively, that quiet wood attracts 
relatively little notice. Lightness, 
beauty of finish, ease of repair 
and quietness in use are contribu- 
tions made by wood that can 
hardly be made by any other body 
material. The fact is that wood 
has held its place in the esteem of 
automobile body builders on its 
intrinsic values and it owes little 
to the efforts of lumbermen, while 
substitute materials are pushed 
with the utmost persistence and 
aggressiveness in the face of re- 
peated setbacks owing to objec- 
tionable qualities inherent in 
them. The sales manager re- 
ferred to has supplied material 
that can be and should be used by 
lumbermen at every opportunity 
in pushing the sale of wood. 


Page 57 





Home Financing Plan Needed 
(Continued from Page 28) 


should be to keep the costs of home 
financing as low as_ practicable. 
There can be no doubt that heavy 
charges for financing would have 
the same effect on home building 
that high prices of materials would 
have. This would mean that though 
the lumberman might keep his ma; 
terial prices low, home building 
would lag because of the high costs 
of financing. Though the financing 
and building of homes are not char- 
itable undertakings, there is never- 
theless something of a public inter- 
est and concern in the matter of 
home ownership that implies gener- 
osity in both the seller of materials 
and the lender of money for home 
building. 
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Finding and Following Up Prospects 


Do you have a printed form that can be 
used for getting information by applying at 
the door of a home owner or renter if the 


house is in need of repairs of any kind, re- 


newals and alterations? 
What we have in mind is to send a sales- 
man from door to door and get the informa- 


tion tabulated on a card that can be filed with 
all information concerning this property if 
renter or owner.—INQUIRY No, 2,528. 

[This inquiry is made by a retail concern in 
Michigan. In response a number of forms of 
this description that have appeared in the 
AMERICAN LUMBERMAN have been sent. For 
the convenience of readers who may be inter- 
ested in a similar proposition, the questions 
appearing on these forms are presented here- 
with. In some cases retail lumber concerns 
have sent their salesmen around to secure this 
information, in others they have sent Boy Scouts 
or other boys and in still others they have 
made some special arrangements. The plan 
appears to have worked excellently in every 
case that has come to the attention of the 
AMERICAN LUMBERMAN, Of course, the method 
of securing the information and the policy to 
be followed in pursuing the prospects will be 
determined by the circumstances in the partic- 
ular community. In all of its essentials, how- 
ever, this method of securing and following up 
prospects has been used by enterprising con- 
cerns in practically all lines of business.— 
EpiTor. } 

WARE-BUTLER, INC. 
Lumber and Building Materials 
North Street Telephone 175 
Waterville, Maine 
Street and Number 
COSUPERE coccocccccscsececccccccescccceceveseeees 

Owner ( ) 

Owner’s Name 


Condition of roof Good ( 

BO GERI MOOG TOMIMGIMET 2c cc ccccccccceccceceece 

Would you be interested in Built-In fixtures such as 

Medicine Cabinets Cement Cellar Bottom 

Kitchen Cabinets Glazed Porches 

Ironing Boards Garage 

Breakfast Nooks Flower Boxes 

Cedar Lined Closets Trellises 

Do you plan any repairing other than painting and 

Would you care to rec eive each month a free copy 
of our Home Improvement News?........ 

THANK YOU 
Signature of —— interviewed 
DUNE SR GENGS Cb P60 6004b6b6d60 5 004 KE KedeS eS Oe KS 


Reproduction (much reduced) of the form used 
by the canvassers for recording information 


obtained in house-to-house calls. 
PROSPECT CARD 
boned éeedieeeees tanh tawesneoeeereks Owner-Renter 
(Last Name) (First Name or Initials) (Strike 
Out One) 
DT ccc atahenheovnde db kath onset eaeeneneeeeees 
i Mi ve teak etna ck shaw why math ae ed nt ne dees 
ee ES eer a eee 
Did you talk with RR ee 
If not, who told 
you about CO rrr Scetovccsceeseeeccoeore 
If no one, why do you 
eee ee Oe MOOR. Wis dwes ccanssesccess 
Your "Name Deel s ouneeee oe oneness ed Group No...... 
i ihe a? ss ccee oben ee.baie eees Pe ar brim d 
Amount of sales $....... Pee: DUG i + 6.66685 0 60% 
Points Awarded in Months as Indicated 
Jan. Feb, Mar. Apr. May June July Aug. Sep. 
Oct. Nov. Dec. Total 


Reduced reproduction of prospect card used in 

employees’ business finding contest. Actual size 

of cards 4 by 6 inches. Used by the McPhee 
& McGinnity Co., Denver, Colo. 


If you will tell us what you are going to do we 
will give you valuable information, send you sam- 
ples, mail plans of the things you want to build, 
an@ show you the Money Saving part of the deal. 
ALL FREE TO YOU! Please check with an “X” 
the things you are interested in and mail to us 
or we will call if you will phone us. 

New Residence..... Remodeling -Repairing..... 
New Roof...... Cement. .- ses Chicken House 
Fences..... Garages..... Posts... 
Ladders.. . Built-in Ironing 


-Oak Filooring.... 
Boards,..... Break- 





fast Nooks..... FPergolas..... Garden Lattice..... 12345 678 9 10 11 12 13 14 15 16 17 18 
19 20 
Picket Fences....Bird Houses... ./ Anything Else.... 21 22 23 24 25 26 27 28 29 30 31 
— —* Coo eer serescreneseessecetencceereses Prospect and Follow Up Card 
ane ike beunurede Vernkeens been Mbeehaeesakews a aA ie Oh a 
ete Mabie cos ke We ccs, ee ee BA once tcc nvsnecec se 
Thank you! We show you how to save money. pa pe eeeees Work viens sens «<a 
—. o eeeee pape DU I. ok oo co e.ce ve svc Piane.........- 
DIFFENBAUGH LUMBER & COAL CO. NO ec 5:6 a. 6 00a 0 0s Same 0 othe meee ania eee 
Phones 6 and 7—Monmouth, Illinois ~~ Estimate ane" saves —— hwo es ~ tase Ape: 
. ad °° >} 2 Ff eee TOE: | ORT, 
N. B.—A “Handy Man” hangs around our office. a eS # SRS RES EEE MOSS SSC OE Wig ee 
He says he can do anything. Call in if you need Dates we follOW UP.......-..eeeeeeeceesecneveens, 


a “Handy Man.” 


Prospect card used by the Diffenbaugh Lumber 


& Coal Co., Monmouth, Ill. 


Cc. R. SNELL & SONS CO. 
Albany Street 


301 East 


Phone 142 Herkimer, N. Y. 
Name 
Address 
Do you own your Home?...../ 
SS >: a ine 


Address of owner 


What is the condition of the roof? Good...... . inch, 

a rr aera 

What type of roof? Wood panes. eer Asphalt 

shingles....Asbestos....Roll Roofing. ek acon aay set ft iad 
Are you interested in building?.......... About Two-inch lumber which 
when?. inner Ss «me's a0 GRAPES. ccccee Remodeling 


Lawn 
Solicitor's name 


Follow-up card of C. 
Herkimer, N. Y. 


Please answer all questions fully. 


Snell & Sons Co., 


pressed decimally 2 centimeters are 
25/32 of an inch is expressed by 


These facts 


Follow-up card used by 


Springman Lumber 


Co., Alton, Ill. 





Inch and Metric Equivalents 
EDITOR AMERICAN LUMBERMAN: 
the metric system of measurements for lumber, 
which may some time be adopted, it 
terest to note that 25/32 
so generally used on lumber worked from one 
is almost exactly 2 


deferring to 


is of in- 
of an inch, which is 
centimeters. oX- 
-787, and 
.781. 


is generally worked 


to 1% inches comes very close to 4 centimeters, 
Expressed decimally 1% 
centimeters are 1.575. 
about 1/20 of an inch. 


inches 
The 


is 1.625, 
difference is 


Four 
only 


might make the 


change seem 


easier when the time comes for the adoption 
of metric measurements in the lumber business, 
—H. K. Loup SALEs Co., 


Detroit, Mich. 
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From 
Mr. Vanden Boom, of the 
firm of Moller & Vanden 


Boom, Quincy, 
city this week. 
+ + . 

Logging on the Skagit River, 
Washington Territory, is be- 
coming a very important indus- 
try. There are a half dozen or 
more camps in operation, one 
of which lately turned out 
207,000 feet of logs in 51/, days 
with a gang of 13 men. 

»- © @ 


Ill., was in the 


Perley Lowe, of the well and 
widely known lumber firm of 
Kelley, Lowe & Co., of Chi- 
‘ago, is a gentleman whose 
versatile talents should not be 
permitted to hide themselves 
under a bushel, or in a pile of 
lumber. He has quite recently 
developed a talent for inven- 
tion that is little short of posi- 
tive genius, yet it would never 
be discovered from the bland 
and smiling countenance that 
never gives anything away— 
particularly the whereabouts of 
a nice lot of logs in the Lake 
Superior country that would 
run well to thick uppers. Had 
it not been for a chance stroll 
through the yard by a Lum- 
BERMAN representative, Mr. 
lowe might never have ac- 
quired the fame this paragraph 
is about to thrust upon him. 
* * * He was found seated on 
a piece of plank, placidly sur- 
veying the action of three men 
and a horse, jointly engaged in 
hoisting lumber to the top of 
an exceedingly high pile. A 





sort of tripod with iron legs 
and a pulley at the apex was 
attached to the top of the pile. 
A rope with what seemed to 
be a pair of ice tongs at one 
end and a horse collar at the 
other, passed over this pulley 
and under one at the foot of 
the pile. A man at the bottom 
clapped the tongs onto a heavy 
piece of plank, when presto! 
before you could think again it 
was in place at the top and the 
tongs descending for another 
bite. Mr. Lowe was busy ci- 
phering on an automatic con- 
trivance to make the tongs “let 
go,” when the piece reaches the 
top, of their own accord and 
evidently had settled it to his 
own satisfaction. Mr. Lowe’s 
excessive modesty prevents him 
from seeking a patent on this 
ingenious device and we shall 
expect soon to see one at work 
on every lumber pile in the 
city. 
* *#* 

A couple of Canadians in the 
employ of the Kanawha Boom 
Co. finished a voyage by canoe 
down the roughest part of the 
Gauley River, West Virginia, 
from the mouth of the Cherry, 
a distance of about 65 miles. 
This is the first trip of the kind 
on record. They report the 
stream practical for log run- 
ning. The Stockton  estate’s 
water power at Kanawha Falls 
has just been sold to Cheney 
Bros., of Massachusetts. It 


will be used to run a sawmill 





and make paper pulp. 


F. Weyerhaeuser, Rock 
Island, Ill., has purchased a 
large tract of pine from Fran- 


cis Palms, of Detroit, Mich. 
* * o 


Broderick & Bascom, St. 
Louis, have been working 50 
hands overtime on wire rope 
and cordage during August 
and September. 

* * . 


A new lumber yard has been 
started at Ridgeway, Mo., a 
station on the extension of the 
Chicago, Burlington & Quincy 
Railroad, by Cadle & Van Der- 
veer, the senior member of the 
new firm being Henry Cadle, 
of Princeton, Mo., president of 
the National Association of 
Lumber Dealers. 


7 * * 


Bigelow Bros.’ dock at Mus- 
kegon, Mich., gave way Oct. 6, 
tumbling 600,000 feet of lum- 
ber into the lake. The dock 
is a total loss and will have to 
be fully rebuilt. The damage 
to dock and lumber is thought 
to be about $10,000. 


* * *# 


The Mill Owners’ Associa- 
tion of Muskegon, Mich., was 
organized on Sept. 28, by 
nearly two-thirds of the mill 
owners signing the articles of 
association and electing the 
following officers: President, 
Thomas D. Stimson; vice presi- 
dent, John Torrant; secretary, 
Thomas Munroe; treasurer, W. 
S. Gerrish. 
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Southern Pine Sales Exceed Low Output by 4 Percent 


Southern pine sales in the week ended Oct. 4 again 
exceeded the cut, by 4 percent. The preceding week’s out- 
put was 28 percent less than in the corresponding week 
last year, as reported by identical mills, so trade can not 
be considered good for this season. The firm list policy 
is giving some stability to prices, but they are not much 
stronger. Distributers seem to be buying even more 
closely, and their present purchases are probably well 
under sales. Sept. 1 stocks of retailers in southern pine 
territory were low compared with their level of the same 
date last year, outstanding decreases being: Northeast 
Arkansas, 17 percent; Oklahoma, 15 percent; Texas, 13 
percent, and Louisiana, 18 percent. The mills may there- 
fore expect some good business when the yards begin 
re-stocking. 


Inland Empire Pine Sales 35 Percent Above Output 


Big bookings were reported by Inland Empire pine mills 
in the week ended Oct. 4. Identical mills sold nearly 30 
percent more than in the corresponding week last year, 
and total bookings were 35 percent larger than the cut, 
which was 45 percent of capacity, compared with 46 per- 
cent the preceding week. There is little in current reports 
to indicate the source of the orders, but although yard 
demand has remained rather quiet, millwork plants have 
been getting in on current levels and may be placing some 
forward business. Pondosa inch prices on the whole were 
lower, though No. 1 recovered part of its decided loss the 
preceding week. Idaho inch selects were slow, and the 
Nos. 2 and 3 common weakened further. Pondosa shop 
is draggy and just a little lower than it has been recently. 
-California pine sales in the week ended Oct. 4 were 1% 
percent ahead of the cut. Output the preceding week had 
been 27 percent lower than that for the corresponding 
week last year. Lower grades have sold better than 
uppers, in which there has been accumulation. 


Coast Mills Book 11 Percent More Than Present Cut 


The report of West Coast mills for the week ended 
Oct. 4 shows that they are continuing to follow a policy 
that is putting the market on a firmer basis. Their pro- 
duction was down to 45% percent of capacity compared 
with 48 percent the preceding week. Bookings exceeded 
the cut by 11 percent, and those of identical mills were 
about equal to the previous week’s. In the last fortnight, 
identical mills booked a good deal better volume than in 
the preceding three weeks. 

The present policy of maintaining balance between pro- 
duction and orders, and for a while reducing stocks and 
building up unfilled order files, with firm quotations, has 
not been followed long enough to enable the trade to judge 
its effect on the market. No. 1 boards and dimension and 
flooring were stronger in the period ended Sept. 29 than 
during the preceding week, but in the period ended Oct. 6 
No. 1 dimension lost practically all its gain and No. 1 
boards most of their gain, only flooring continuing to 
advance. Rail trade in the week ended Oct. 4 did not 
keep up to its average of recent weeks, probably because 
of the seasonal downward trend in construction. 

Intercoastal steamship lines are not eager to provide 
space at the present rate, while there is a rather heavy 
demand for it, because of the expansion in back-haul ter- 
titory. The fact that shipments are restricted is helping 
the Atlantic coast market, but demand there is not brisk. 
Larger shipments to California have increased unsold 


Lumber Statistics Appear on Pages 42 to 43; 





stocks, perhaps because they move at $3.50 from Oregon 
instead of the recent $4.50, and demand in California has 
shown no further gains. 

Foreign demand in the week ended Oct. 4 was larger 
than for months, a low ocean rate to Japan having en- 
couraged purchases by that country, but demand from 
other offshore markets has been on the quiet side. 


Arkansas Mills Refuse Orders for Future Shipment 


Arkansas soft pine shipments, it is reported, are as large 
as in the corresponding period of last year, and prospects 
for fall trade are quite encouraging. While competition 
of small mills has been greatly reduced by fall rains, the 
market on items they supply is still on so low a level that 
larger mills are declining orders, and some of them have 
advanced their selling prices. Dimension does seem to be 
in better demand, for several straight cars have been sold, 
and there have been some attractive orders for timbers. 
The best of recent sales have been of flooring, however, 
and there has been a fair call for other shed items. Large 
line-yard buyers are said to be offering orders at present 
levels for shipment later in the year, and thus indicate 
that they believe quotations will strengthen. 


Carolina Pine Market Stable; Roofer Demand Dull 


That the North Carolina pine market has reached 
stability on a rather low level is shown by the report of 
prices received during September. Eighteen items of 
rough inch stock, from B&better to No. 2 box, in August 
averaged $35.16 and in September, $35.19; eight items of 
flooring averaged $34.51 in August and $34.36 in Septem- 
ber, while No. 2 kiln dried roofers declined from an average 
of $26.10 to $25.06, for roofers, in competition with the air 
dried product, are the weakest items on the list. There is 
some hope of a strengthening of prices in the lowness of 
mill stocks, for shipments in the first 39 weeks of the year 
exceeded the cut by 1 percent, and bookings are running 
a little ahead of the cut, but West Coast mills are offering 
severe competition on many items even in inland markets, 
because low water rates permit a long back-haul. Carolina 
dimension and boards are harder to sell than uppers of 
shed items, for which there has recently been a fair call. 
Box trade has been light, and Pacific coast mills are cut- 
ting in on this, as well as Canadian Maritime producers. 

Demand for Georgia air dried roofers has improved only 
slightly, the best sales being to the South, so practically 
all large mills are inactive or nearly so. But a few small 
operators have been bearing the market, sales of 6-inch 
being reported at $12, Macon. July average for the four 
widths was $15.82, and September, $15.24. 


Hardwood Bookings Greatly in Excess of Production 


Hardwood sales in the week ended Oct. 4 ran heavily 
ahead of the small production. Output in the South is 
little more than half what it was last year, and northern 
output is less than a third of last year’s. The week’s sales 
by southern mills exceeded their cut by 25 percent, and 
northern sales were two and half times the cut. Demand 
from the building trades, through millwork and flooring 
plants, remains dull, as does that from the automotive in- 
dustry. But there has been an increasing amount of busi- 
ness from furniture and radio factories, and there is some 
coming from the railroads. Low grades have been mov- 
ing in good volume to box factories and to builders of large 
public works. The foreign movement is fair, and orders 
are being received for shipment late this year. 


Market Prices and Reports on Pages 67 to 70 
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Proving Up Wood's Merits 


Investigation Shows Domestic Woods Predominantly Used for American Furniture— 
Secretary Lamont Outlines Hopes of Planning Committee on Home Building 


A Profitable Idea 


Wicuita, Kan., Oct. 6.—The Stippich Lum- 
ber Co., of Wichita and Oklahoma City, has 
some advertising ideas from which lumbermen 
in general may well profit. Here is one of 
recent vintage: 

New York Girl Sells Kisses for $1 Each 
e and she had no trouble at all finding 
plenty of customers. Her display was attrac- 
tive, her merchandise was fresh and clean 
and right up to the minute in style. When a 
customer called she gave him what he wanted, 
right out of stock and proved she had a wide 
range to select from. 

Just think of the trade this Manhattan maid 
would have let get away from her, if she had 
had to tell a prospective purchaser: “I'll have 
to send to the factory for yours; haven't it 
in stock.” There’s a lesson from the lips of 
the girl who sells kisses for the modern mer- 
chant selling lumber. 


*‘Mouth-to-mouth” selling may be all right. 

“Hand-to-mouth” buying is all wrong. 

You can watch your buying so closely you'll 
lose sight of the customer. And the moment 
you lose sight of the customer he’ll lose sight 
of you and your yard. If there were no such 
thing as competition you might be safe in 
telling a customer: “I'll send to the mill and 
get it for you.” But in this day and time he'll 


tell you: “Never mind, I'll get my lumber 
somewhere else.” And he will. 

Don't over-buy, but buy enough. Stock 
sufficient lumber to satisfy your trade. A re- 


duced inventory is fine for tax purposes but 
bad for building a business of satisfied lum- 
ber buyers, 

*_ * * 


Wood for New Bridge Supports 


PorTtLAND, Me., Oct. 6.—Borings recently 
made in piling under an old stone pier bridge 
at Bath, erected 70 years ago, showed that the 
wood was in such splendid condition that the 
Maine Central Railroad has selected wood piles 
for additional new supports. 

Bottled samples of the borings were on ex- 
hibition at the office of the bridge engineer here 
and it was judged that the species was Norway 
pine or white pine. 

A representative of the National Lumber 
Manufacturers’ Association found that this pil- 
ing was subjected to severe usage during all 
the years of its useful life but that it was as 
sound as the day the bridge was built. 

The present project involves the putting in 
of two additional bearing piers. It was neces- 
sary to ascertain the condition of the piling 
under the old stone piers. Hence the borings. 

ie SS 


Against Unfair Competition 


WasHIncrTon, D. C., Oct. 6.—The Joint Con- 
ference on Unfair Russian Competition was 
preliminarily formed in New York City last 
week at a meeting of representatives of Ameri- 
can industries and labor groups that are ad- 
versely affected by unfair imports from Russia 
under the Soviet 5-year industrialization pro- 
gram. 

This organization will serve as a clearing 
house for information concerning Russian com- 
petition in the American market and will dis- 
seminate this information and endeavor to obtain 
the co-operation of public authorities in the 
adoption and enforcement of policies that will 
protect American industry and labor against 
unfair competition from the nationalized indus- 
tries of Soviet Russia. 

The lumber, match, glue, coal, manganese and 
other industries were represented at the New 
York meeting. Lumber was represented by 
Wilson Compton, C. W. Bahr and J. W. Sim- 


coe, of the National 
Association. 

_ Others who attended the preliminary meet- 
ings of the conference included Robert F. 
Dwyer, vice president of the Anaconda Copper 
Mining Co.; Ned G. Begle, president of the 
Berst-lorster-Dixfield Co.; Walter G. Merritt 
and William P. Bentz, of the Anthracite In- 
stitute; A. J. Seligman, president of the Butte 
Copper & Zinc Co.; H. B. Sweatt, secretary- 
treasurer of the National Association of Glue 
Manufacturers; James W. Gerard, J. Carson 
Adkerson and Harold A. Pumpelly. 

Mr. Adkerson is president of the American 
Manganese Producers’ Association and chair- 
man of the conference. 

“Sa 


Woods Used for Furniture 


Wasuineton, D. C., Oct. 6—At the request 
of the office of the chief codrdinator of the 
United States, the trade extension department 
of the National Lumber Manufacturers’ Asso- 
ciation has supplied that official with a state- 
ment estimating the value, quantity and species 
of wood used for furniture in this country an- 
nually. 

An intensive investigation of the relative use 
of domestic and foreign woods in household 
and office furniture disclosed that present-day 
furniture is predominantly of domestic wood, 
either with a domestic wood or with a mahog- 
any finish, and that the present vogue and 
future trend in furniture manufacture are favor- 
able to domestic woods and American design. 

Prominent among the sources of authorita- 
tive data are the experience and views of Dr. 
A. P. Haake, executive secretary of the Na- 
tional Association of Furniture Manufactrrers, 
whose opinions are highly regarded in the fur- 
niture field. Other sources of authentic infor- 
mation likewise support the following estimates 
of the proportionate use of domestic and for- 
eign woods in household and office furniture, 
chairs and fixtures, and the relative value of 
such products from each sroup of woods: 

Percent of Total 
Production in the 
United States 
In Mahogany 


Lumber Manufacturers’ 


and 
Philippine 
In Island 
Parts or Character Domestic Cabinet 
of Purniture Woods Woods 


Unexposed parts 98% 2% 
Woods actually used, 

regardless of charac- 

ter of finish 90% 10% 





Character of finish *60% 
130% 
Relative value of 
completed product Predomi- Subordi- 
nantly nately 


*Domestic Wood Finish. 
*Mahogany Finish. 


The old cry for American styles from Ameri- 
can products is probably more satisfactorily 
appeased in the present trend in wood furniture 
than in any other industry. Evidence of the 
present vogue in woods for furniture, both 
household and office, is the relative showing 
since Jan. 1, 1921, in suites and individual pieces 
in domestic and foreign woods, compared with 
similar relative showings prior to that date at 
the great furniture marts of the country, held 
in Chicago, Grand Rapids, New York, High 
Point and Jamestown. This predominance of 


use of domestic woods applies to domestic 
woods in their own finishes and to domestic 
woods finished in walnut and mahogany. 


Knotty Pine Room Attracts 160,000 


St. Paut, Minn., Oct. 6.—An exhibit at the 
Minnesota State Fair which is attracting yn. 
usual attention was installed by the New Eng- 
land Furniture & Carpet Co., of Minneapolis, 
The exhibit carried out in detail the knotty 
pine paneled room shown in the September 
issue of “Good Housekeeping” and was one of 
the display rooms in the permanent building 
maintained at the fair grounds by the com- 
pany. 

kntering through the front door, the visitor 
found a corridor 12 feet wide, with open rooms 
on both sides. The pine panel idea was carried 
out in the living room, 15x28 feet, Idaho pine 
being used. Maple furniture was an added 
attraction. 

Two young men from the Winton Lumber 
Co., manufacturer of the species, distributed 
booklets. The wood panels were furnished by 
the Melone-Bovey Lumber Co., retailer. The 
New England company put the exhibit together 
and its advertising department reports that the 
actual attendance “clocked” at this particular 
exhibit was more than 160,000. 


*- * *& 


Want Your Woods in New Lab? 


WasHINGTON, D. C., Oct. 6—The contract 
has been assigned for the architectural work on 
the new Forest Products Laboratory building 
in Madison, Wis. Funds available for this 
structure will not permit of the use of expen- 
sive wood paneling such as the architects would 
like to specify and such as Director C. P. Wins- 
low doubtless prefers. 

It has been intimated in this connection that 
the laboratory authorities would welcome any 
co-operation from the lumber industry in the 
way of suggested decorations or the furnishing 
of wood products free or at a nominal price. 
It is thought that some lumber manufacturers 
might be interested in making concessions in 
price in order to have their materials used, for 
example, in the visitors’ room or other con- 
spicuous parts of the building. 

Plans for the new building are scheduled for 
completion by Jan. 1, next. 


*_ * * 


Work of Planning Committee 


Wasuincton, D. C., Oct. 6.—Speaking re- 
cently of the work of the planning committee 
for the President’s conference on home building 
and home ownership, Secretary of Commerce 
Lamont, its joint chairman, said: 


Although months of committee work will 
precede the main conference on home building 
and home ownership, and although it will deal, 
in large measure, with the long view of things, 
we believe that as the work develops, it will 
help in solving the immediate problems of 
the home building industry and of families 
that are trying to improve their homes. 
Through the press, and through such organiza- 
tions as Better Homes in America, with its 
7,000 local committees, important findings can 
be relayed quickly to the general public. 

Estimates presented to the very recent 
meeting of the planning committee in the com- 
merce department indicated that at least 
$50,000,000,000 will be spent on new residen- 
tial construction in this country during the 
next 20 years, and that in addition upward of 
$500,000,000 a year is being spent currently 
on household repairs and maintenance. 

A compilation of the most recent vacancy 
surveys made throughout the country indi- 
cates that in many centers the number of de- 
sirable vacant houses and apartments is not 
excessive, and that, with the present low rate 
of residential building activity, a resumption 
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—— 
of more active building will soon be required 
py the needs of our steadily growing popula- 


tion, and the razing of old structures. 

Also it was brought out at the meeting that 
with recent drops in prices of important build- 
ing materials, an ample number of highly 
skilled building trades workers available, con- 
tractors anxious to obtain work, and first 
mortgage money generally available at reason- 
able terms, conditions are now favorable for 
home builders who have the resources and 
intend to build, to go ahead. In general, con- 
ditions are also good for going ahead with 
repairs, alterations and improvements to ex- 
isting houses. 

The intense interest shown by all present 
at the meeting of the planning committee 
gives the best possible assurance of practical 
results from the work. Representatives of or- 
ganizations embracing millions of families in 
their membership soon found grounds of com- 
mon understanding with leading business, pro- 
fessional and civic groups. The scope of work 
of the conference was interpreted broadly to 
extend over a wide range of problems con- 
nected with home making, family financing, 
and housekeeping, as well as the provision and 
financing of new homes. Home financing came 
up again and again as an outstanding prob- 
lem that had a bearing on numerous other 
questions. 

Home building was interpreted to include 
not only the construction of houses, but the 
layout of subdivisions and the relationships 
between home neighborhoods, the location of 
business and industrial centers and the whole 
problem of industrial decentralization. 

Ample opportunities were developed for co- 
operation of a wide variety of groups whose 
interests touch upon the home and which will 
be invited, as the work goes on, to take part 
in the work of the conference. It appeared 
that many existing constructive movements 
should be greatly strengthened by gaining 
support from other groups during the course 
of the work. It was clearly brought out, for 
example, that assured quality of new con- 
struction, so important to home buyers and 
home builders, is a goal that interests financ- 
ing agencies who want the best possible se- 
curities behind their loans. Reputable build- 
ers want assured quality because they suffer 
when an unscrupulous or ignorant competitor 
puts improperly built houses on the market, 
or bases a low bid on the expectation of doing 
inferior work. It appears that there is a 
fruitful field for joint efforts on the part of 
lenders, builders, architects, real estate men, 
material manufacturers and dealers, and sev- 
eral other groups in solving this problem. 


* * * 


Home-Made Salesmanship 


New York City, Oct. 6—He who runs might 
not be able to read readily the following letter 
which recently reached the purchasing depart- 
ment of an eastern railroad, but for home-made 
salesmanship it has its points : 

dere company i am writing you Replying 
to cypress cross ties i has got a great Deal 
of cypress ties and i wont to no what will 
you all allou me to load them and ship them 
to youlll what are you all paying by the 
wholesale for cypress ties and let me no 
what kind are regected as may have as 
manny as No. 45 are No. 50,000 for sale and 
i thought that you all could use some ties 
kindly send me listies and prises if you all 
can use eny ties. 

* * * 


$1,000 a Thousand Feet 


SPRINGFIELD, On10, Oct. 7—The vogue for 
home interiors and reproductions of early 
American architecture has caught the popular 
fancy here, as elsewhere. Pine paneled rooms 
are the rage. After a lapse of a little more 
than a century, pine has again become the thing 
of the moment for fashionable wall covering, its 
rich tones providing a most attractive back- 
ground for both modern and antique furniture. 

Stains have been developed which impregnate 
new pine with the same beautiful, mellow colors 
and the aged appearance which in the past have 
been found only in ancient boards. 

Secondhand white pine lumber, taken from 
homes built in the 1800's, is selling in Spring- 
held and vicinity for as much as $1,000 per 
1,000 feet—and, according to the Springfield 
“News-Sun,” not enough of it can be obtained 
to supply the demand. 
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By the Way 
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Hearings being held in Chicago by an 
examiner for the Interstate Commerce Com- 
mission are dealing with a rather fine point 

of law and it looks as though 
Reciprocity 
Or Rebates 


The Problem 


both sides to the controversy 
may find themselves in deep 
The hearing is for 
the purpose of determining 


water. 


whether or not the railroads are really giv- 
ing rebates to large shippers through the 
roundabout method of purchasing supplies 
from them, often at higher prices than they 
would have to pay in the open market. Rail- 
roads claim that shippers hold a club over 
them by threatening withdrawal of patronage 
unless supplies are purchased from these 
shippers or from concerns in which they are 
interested. Some of the roads claim that 
they would like to return to old-time meth- 
ods of buying, getting their supplies in a 
competitive market on the basis of cost and 
service, rather than on the basis of “‘you 
scratch my back and I'll scratch yours.” 
One railroad official said: ‘This demand by 
big shippers that railroads buy from them 
has been growing very acute within the last 
six years. We would like to see it stopped, 
but we are forced into it by other railroads.” 
Reciprocity has been a cardinal principle in 
business for a long time. It has its faults 
and it can be used as a potent weapon. It 
will be a wise body, indeed, that can de- 
termine with exact fairness where its virtues 
end and its evils begin. 


+ * * 


The story was told to a representative of 


the AMERICAN LUMBERMAN about like 
this: “I had a visit today with an old friend 
who has been in the lumber 


Happiness, business for more than a 
Business, quarter of a century and has 
Foresight accumulated a nice little sur- 


plus. Every year he and his 
wife take a trip and as they have no children 
they usually take some one with them who 
otherwise would have no opportunity to take 
a vacation trip. They have recently returned 
from China, having been away since the first 
of May. With them on this trip they took a 
widow and a newspaper woman who always 
has had to work hard. The widow had 
never been away from home. He said he 
was sure that these two women had had the 
time of their lives and he knew that he and 
his wife had found a lot of pleasure in see- 
ing these other folks have such a good time. 
Doesn't that prove that real happiness comes 
only when we make somebody happy? I said 
to him: ‘Bill, how is it that you always make 
money?’ He replied: “Well, | am always 
thinking about what the other fellow is go- 
ing to do. For example, before Coolidge’s 
election I made all my preparations to go 
out to the Pacific coast and lay in my stock 
of lumber provided the election went all 
right. I made my reservations to leave just 
as soon as the returns were all in. As soon 
as the election results were received, | went 
to the Coast and bought a couple of million 
feet of lumber at prices from $5 to $10 a 
thousand less than the lumber could have 
been purchased for 60 days later. If | was 


real anxious to make some more money, | 
would go out to the Coast and buy some 
more lumber right now, but I am letting the 
junior partners run the business and it is 
for them to decide on the purchasing policy. 
We're going to see whether they will make 
Conclud- 
ing this story, this friend said: “You would 
He has such 


a merry twinkle in his eye and there is a 


as much money as | did or more.’ 
enjoy visiting with this man. 


springiness in his step, just like a youth's.” 
* - - 

A statement recently made by a prominent 

while not addressed 


particularly to lumbermen, may well be ap- 
plied to all branches of the 


business publication, 


Dimes, lumber industry. This state- 
Dollars, ment was to this effect: “‘Busi- 
Vision ness of the United States at 


85 percent of normal is still 
greater than that of all the rest of the world 
together. The way to get your share of it 
is to call in the squad of asthmatic depres- 
sion dimes and replace them with battalions 
of advertising dollars. The time to step out 
for sales is when business seems all in.”” Of 
course it takes courage and vision to adopt 
that sort of advice, but lumbermen who are 
complaining least of business conditions are 
those who are working along those lines. 
. . . Steel is a prosaic sort of thing and 
many people may think it would not lend it- 
self to modern merchandising methods. Ex- 
ecutives of the United States Steel Co., how- 
ever, have a different view and they recently 
have adopted a trade-mark that will be 
placed on all the products of that corpora- 
tion and its auxiliaries and a strong adver- 
tising campaign will be inaugurated in which 
the “‘U. S. Steel” trade-mark will be stressed. 
There are some people, though, who will 
tell you that a trade-mark for lumber is not 


desirable. 
* * &* 


Perhaps no one thing encountered by the 
average traveling man is more trying or 
disconcerting than the necessity of cooling 

t his heels in the outer office 
Lessening or waiting room of the 
Heel-Cooling man he is endeavoring to 
Irritation see, especially if he is 

pretty certain that he is 
being kept waiting much longer than really 
is necessary. And to the occasional traveler 
the strain on nerves and temper resulting 
from this heel-cooling is even worse. That 
a well known lumber concern in Canada 
realizes this and sympathizes with the travel- 
ing man or other business man who may be 
waiting is indicated on a card recently ob- 
served in the waiting room of that company, 
which reads: ‘Please do not hesitate to ask 
how long it will be before you can see your 
man, or to ask a second time when neces- 
sary. This information desk is meant to 
help you. We do not like to be kept wait- 
ing ourselves and we do not want you to 
wait any longer than is necessary.” Read- 
ing that card reconciles the caller to what 
otherwise might be an impatient wait and 
creates a friendly feeling that no doubt is 
reflected in the subsequent negotiations. 
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October Lumber Sales 
Estimated by National 


Wasuineoton, D. C., Oct. 6—A survey of 
what actually took place in the lumber market 
during September, as compared with August, 
and a forecast of what may be expected in Octo- 
ber, as compared with September, have been 
made by the National Lumber Manufacturers’ 
Association. The forecast of October demand 
is incorporated in the accompanying map. 

There has also been prepared by the associa- 





Retail Stocks as of Sept. 1 


Wasuinocton, D. C., Oct. 6.—Stocks of re- 
tail dealers as of Sept. 1, 1930, have been com- 
pared by them with their stocks of Jan. 1, 1930, 
and those of Sept. 1, 1929, in reports they have 
made to the National Lumber Manufacturers’ 
Association, which are summarized in the fol- 
lowing table: 

Change from 





District Jan. 1 Sept. 1 
No. 1930 1929 
1 New England— 

i tea a ok i — 4 — 3 
New Hampshire ...... +10 = 
Massachusetts ......... —14 —17 
TemOGe TSUOME ccicccwes —10 —15 
TEE iccesece ves — 8 —14 
2 Metropolitan New York— 
Northern New Jersey. — 9 —16 
3 Up-State New York...... — 4 — 8 
4 Middle Atlantic— 
Eastern Pennsylvania.. — 3 — 7 
Southern New Jersey.. = — 7 
DE werner cwseness +10 +12 
a oe om ea eae ds —10 — 
J a ee —10 —16 
5 Pittsburgh— 
Western Pennsylvania... + 3 — 2 
WOMe -VUPMEE cccccces — 6 — 8 
 sieratenc ah eiee se —10 —16 
po Rae — 2 —10 
6 Southern Michigan ...... — 9 —13 
7 C os 
Northern Illinois ..... — 7 —10 
DE ¢éucvesseveddes — 5 — 6 
DI. bncéenceweendsnes = — 3 
HDastern and Southern 
WREPONIEE cccccccces — 4 — 5 
8 Central Northwest— 
Minnesota .........++. + 1 — 4 
North Dakota ......... + 2 — 7 
South Dakota ......... + 7 — 1 
Northwest Wisconsin.. = — 7 
9 St. Louis— 
Southern Illinois ..... — 2 — 3 
Eastern Missouri ..... + 3 + 1 
Northwestern Arkansas —15 —17 

10 Kansas City— 

Western Missouri .....« — 1 
EE. Be cdedtetetcees — 1 — 3 
SE. sb eececeecces — 8 —15 
DE dghescheseeues + 3 : 

Se UE aeectiecneveosenses — 6 —13 
12 New Orleans— 

ON EE TET — 8 —18 
Western and Southern 

BO Rerrerrr ire +12 +25 
Eastern and South- 

ern Mississippi ..... — 5 — 5 

13 Southeastern— 

North Carolina ....... - 2 — 9 
South Carolina ....... +17 —12 
ra a Mae o 4:8 haa a —10 —10 
DEE deeddecdeveeswe —13 —11 
Pre Ter + § + 7 
Eastern Tennessee .... - —10 

14 Worth Rocky Mountains— 

DE sb vd euct eve vee + 9 — 4 
DD titan aude nanitaee bs — 5 — 7 
i ta ee wee + 1 = 
15 South Rocky Mountains— 
DN c+ éreeeae¥e 006% 3 — § 
SE: steeds oe 0es anv awts — 2 —10 
SEED hana baa eee wees — 1 — 4 
PP ccawecssenedvwes + 2 — 2 
New Mexico .........-- — 3 — 9 

16 Pacific Northwest— 

DE ‘centers orcas ots + 9 + 3 
Washington ........... + 6 + 5 
i I — 1 — 5 

UNITED STATES ........... —2.6 —7.2 


NOTE: The equal sign (=) indicates that 
there has been no change. 


tion two supplementary 
reports. One is of re- 
tail stocks of Sept. 1, 
and is summarized on 
this page. The second 
gives an estimate of the 
proportion of present 
lumber purchases that is 
for repairing and mod- 
ernizing work, and is 
also summarized on this 
page. The districts men- 
tioned in these two sup- 
plementary reports are 
shown under corre- 
sponding numbers in the 
forecast map. 

Residential vacancies 
are found to be normal 
or slightly above in all districts. Factory va- 
cancies are normal or above in most districts, 
the greatest surplus of space being in the East, 
and below normal only in the Chicago district. 
September building activities indicated a slight 
improvement in demand for public construction 
and farm building, while there has been a slight 
decline in residential building, and industrial 
continued as in August. The forecast for Octo- 
ber is: Residential building, no change, for al- 
though there will be slight increases in the 
eastern States and in Texas, they will be offset 
by declines in the middle West and Mountain 
States. Industrial, a slight decline; most dis- 
tricts expect no change, but the middle West 
and the East predict a falling off, only New 
England forecasting an improvement. Public 
building, no change, parts of the East predicting 
a gain, and parts of the middle West a decline. 
Farm building was expected to increase slightly, 
but reports were very mixed, some sections 
looking for gains and others fearing losses. 
Practically all districts reported yard collec- 
tions slow and building money tight. As the 
supplementary report, already referred to, shows 
that 58 percent of present demand is for use on 
old buildings, it is hoped that as money becomes 
easier there will be a larger amount of new 
residential work undertaken. 







IN OCTOBER 


Predicted Larger Volume, Lower Prices 


Retail dealers in practically all districts were 
optimistic in regard to October business. Only 
St. Louis district yards foresaw a decline, and 
a few districts believed volume would continue 
as in September, but most of the dealers 
throughout the country believed October would 
be slightly better than September. They were 
almost unanimous in reporting September 
prices lower than August, and most of them ex- 
pected further declines in October, only parts 
of the East foreseeing a strengthening. 


Industrial users reported that, with Septem- 
ber consumption remaining the same as August, 
there was a slight decline in stocks during Sep- 
tember, and they expected an increase in con- 
sumption during October, but not to add to their 
stocks. Of the 17 districts reporting, 9 pre- 
dicted gains in industrial consumption, only 
St. Louis foreseeing a decline, and the others 
believing October consumption would be equal 
to September. Salesmen were quite optimistic 
in regard to October sales to industrials, and 
especially the salesmen for softwoods, the only 
decline expected being in hardwood sales in the 
St. Louis district. Prices of industrial items 


were not expected to change, as a whole, and 
the majority of districts believed they would 
keep even with those of September, but there 
were declines expected in Pittsburgh district, 
and gains in the Northeast and in the Chicago 
district. 









EXPECTED LUMBER DEMAND 


COMPARED WITH SEPTEMBER 
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This forecast map of probable lumber demand in October, as compared 
with September, is based on retail and industrial purchases, and sales 
or consumption, and city and farm construction. 
sions are those referred to in two supplementary statistical tables 


The numbered divi- 
on this page 


Most Purchases for Old Buildings 


Wasuinoton, D. C., Oct. 6.—The percentage 
of present demand for lumber which is to be 
used for repairing, remodeling or modernizing, 
rather than for new construction, is shown as 
follows in a special report compiled by the Na- 


tional Lumber Manufacturers’ Association, 
based on retail dealer experience: 
District 
No. Average 
1 New England— 
hk oat el sein. ih ele kd aoe ee 50 
TPG DEOMMORIRD 6060.4. ee ke eekedae 50 
NS PEPE COT PO 57 
ap er = - 45 
CEE co asacno geass edanweenee 52 
2 Metropolitan New York— 
Northern New Jersey. ...sccccccses 43 
BS Wertiate Mew Weeks... ic ccccccevsccccs 53 
4 Middle Atlantic— 
Bastern Pennsylvania ............. 53 
Southern New Jersey «vcs ccvccces 51 
DE ver cke banded sbeeeeeeeone 60 
CE os oc ie 260 bise bee bee oe eee 40 
5 Pittsburgh— 
Western Pennsylvania .........+6:; 62 
. eee 56 
Ns ie cilia pe 34a ale ary bua renee 50 
DE rea meme ewes ven oe Silene 48 
6 Southern Michigan ............+00.:. 55 
7 ago— 
aa rere re 51 
OE POE SS er ree 61 
EE Scawancdee kar ee hae eae ee 67 


Eastern and Southern Wisconsin... 63 
8 Central Northwest— 


DERE, doecccteeserertevestevas 63 
ee ee ee 70 
CE SU nd de a a ep wow edn eae 65 
Northwest Wisconsin ........++.+. 54 
9 St. Louis— 
ee ee ere re ee 54 
Eastern Missouri ......cccccccscns 66 
Northeast Arkansas .......-++ee0% 40 
10 Kansas City— P 
Western Missouri ...........eee%0% 53 
OE Se ee eee 64 
Ce =. ve cbecseendeenes Kenan 4 
oe a oan @ aae ware ho ee 60 
Oe EE ns cats ced but as aca awe ees seen 66 
12 New Orleans— 5 
De ed. sp wees a adin eeu 6 


Western and Southern’ Arkansas... 70 
Eastern and Southern Mississippi.. 15 


13 Southeastern— 


Meet COPGEIBE. 6 occccccccevecesses 40 
ee errr re rey er 4 
 aigle dines eon eeee ee haeeven S 
See ery eee ; 
DN ia 5 etn aeeiiae ame ts tee 5 
14 North Rocky Mountains— 62 
DEEL. cd 4 ose e060 Geese w 4 e400 wees : 
crs ca teeth see iee nee seme 32 
15 South Rocky Mountains— 57 
en PE er ee UL 36 
et ak hela de dite a maiden em aren = > eee 36 
CEE ccc ens enneveereaeens tomy 44 
SE whv.as Chew ee Csa Saves s+ OOF rH 
New Mexico .....ccccccccesccccees® 
16 Pacific Northwest— 44 
Rees ee ee 38 
pO rrr - 
ey I es an ccde savcdwcdmpeegeess4 32 
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Western Lumbering From 


Give Views on Russian Importations 


PorTLAND, ORE., Oct. 4-—United States 
Senator Charles McNary and Congressman 
Franklin Korell were called to testify here to- 
day at a hearing before the interim congres- 
sional committee which is making an investi- 
gation into communistic propaganda in this 
country. They gave their views on the im- 
portation of Russian lumber, pulp wood and 
other commodities in competition with home 
industries. 

Senator McNary urged that the burden of 
proof that Russian lumber is not manufactured 
by convict or forced labor should be placed 
upon the importers. 

Congressman Korell submitted a_ written 
statement contending that the Bolsheviks of 
Russia are wedging the lumber, pulp and wheat 
into the American markets more for the pur- 
pose of overthrowing this Government's indus- 
trial system than to extend their markets. 

Immigration officials, detectives and_police- 
men were called to testify as to the workings 
of communistic organizations throughout the 
Northwest. 

The committee is headed by Hamilton Fish, 
jr. of New York, and includes Robert H. Hall, 
Mississippi; Carl G. Bachmann, West Vir- 
ginia; Edward E. Eslick, Tennessee, and J. E. 
Nelson, Maine. 





Appointed Sales Manager 


OtympPIA, WASH., Oct. 4.—M. G. Fairchild, 
formerly with the Tidewater Lumber Co., at 
Tacoma, has recently been appointed sales 
manager for the Springer Mill Co. here. 





Tax Measures Bear Watching 


SEATTLE, WASH., Oct. 6.—The busy lumber- 
man, logger, manufacturer, wholesaler or re- 
tailer, who in these strenuous times must keep 
his eye on cost, curtailment or overproduction, 
and on markets, and redoubles his sales pro- 
motion efforts and enters the competition for 
his share of the consumer’s dollar, must also 
give intelligent consideration to the great mass 
of proposed legislation ever arising at recurrent 
intervals. 

At present, the lumbermen particularly, as 
well as all classes of citizens who are not actu- 
ally on national, State or municipal payrolls, 
are, or should be, greatly concerned regarding 
tax legislation. In Oregon and Washington 
there are two principal measures, that in Wash- 
ington being known as Initiative No. 1; and 
in Oregon as an Amendment to Article XI of 
the constitution of the State. 


These are not known as tax measures, but 
are more generally spoken of as utility meas- 
ures, in that they provide for establishment 
of power and water districts. The measure in 
cs is known as the district power 
ill. 


Both bills propose to make it possible to 
create public utility districts, wherein the dis- 
trict would go into the public utility business. 
From the standpoint of the taxpayer, of which 
the lumbermen are certainly the largest outside 
of the cities, and that is, of course, where these 
districts are to be established, Edwin Selvin in 
Business Chronicle, Seattle, comments in part 
as follows: 


In both Washington and Oregon the elec- 
torate will vote Nov. 4 on the astounding 
proposition to create an unnamed number of 
commissions clothed with arbitrary and ex- 
traordinary powers—from which there is no 
appeal to any court—to levy new and addi- 
tional taxes, and under some circumstances, 
the amount of such additional taxes could be 
Practically unlimited; and to issue general 
Obligation bonds, which would become a 


Prior lien on the homes and other property 


of residents, and on such property as inves- 
tors living without the State may own 
therein. 

In Washington three men, and in Oregon 
five men, could do this monstrous thing with- 
out vote of the people, who are to be made 
to suffer double taxation, and whose prop- 
erty is to be encumbered by bond issues, 
principal and interest of which, under such 
a ridiculously fantastic law, could be paid 
from still other fresh tax levies—if these 
vicious and revolutionary measures removing 
constitutional and statutory limitations, re- 
strictions and safeguards are not killed at 
the Nov. 4 election! 

The caption of the Washington Initiative 
Measure is: 


“An act relating to and authorizing the 
establishment of public utility districts, and 
the consolidation thereof and annexation 
thereto, providing for the construction, pur- 
chase and condemnation and purchase, ac- 
quisition, maintenance, conducting operation, 
development and regulation by such districts 
of certain kinds of public utilities; providing 
methods of payment therefor, and providing 
for the creation of local assessment districts 
by, and defining, prescribing and regulating 
the powers, duties and government of such 
utility districts. 


There is another phase of this bill, which 
would probably become interesting to the tim- 
berland owner, particularly, and that is the 
power of these commissioners to condemn and 
take over any kind of private or public prop- 
erty. In many places in the bill details of this 
phase of the bill are brought out very strongly, 
giving seemingly unlimited power in that di- 
rection. A part of one paragraph, for instance, 
reads as follows: 

And for the purposes of aforesaid it shall 
be lawful for any public utility district so 
organized to take, condemn and purchase, 
purchase and acquire any and all public and 
private property, franchises and property 
rights, including State, county and _ school 
lands, and property and littoral and water 
rights, for any of the purposes aforesaid, and 
for railroads, tunnels, pipe lines, aqueducts, 


transmission lines, and any and all other 
facilities necessary or convenient, and, in 
connection with the construction, mainte- 


nance or operation, of any such utility or 
utilities, to acquire by purchase or condem- 
nation and purchase the right to divert, take, 
retain and impound and use water from or 
in any lake or watercourse, regardless of 
whether such lake or watercourse, or the 
water therein be public or private, navigable 
or non-navigable, or held, owned or used by 
the State, or any subdivision thereof, or by 
any person or corporation for any public or 
private use, proprietary or governmental, or 


any underflowing water within the State; 
and such public utility district is hereby 
authorized and empowered to erect, build, 


within or without its limits, dams or other 
works across any river or water-course, or 
across or at the outlet of any lake, up to 
and above high water mark; and, for the 
purpose of constructing or laying aqueducts 
or pipe lines, dams or waterworks or other 
necessary structures in storing, retaining and 
distributing water as above provided etc. 


Every lumberman or timber owner, with in- 
terests in Oregon or Washington, should secure 
copies of the text of these bills and study them 
carefully. 





Visits Central American Markets 


Vancouver, B. C., Oct. 4.—George E. 
Herrmann, vice president Vancouver Creo- 
soting Co. (Ltd.), left here last night on a 
four to five months tour of the British In- 
dies, Central America, Panama and the 
northern part of South America. The com- 
pany has been shipping creosoted piling and 
Douglas fir timber to various parts of this 
area, and Mr. Herrmann’s object is to ascer- 
tain how this material is meeting the re- 
quirements of its customers. 


any Angles 


Opportunities in California Production 

WeEstwoop, CA.ir., Oct. 4.—“Opportunities 
for Lumber Production in California” is: the 
theme of a letter from Willis J. Walker, prési- 
dent of the Red River Lumber Co., which he 
made public a few days ago. Beginning of con- 
struction on the Great Northern-Western Pa- 
cific railroad line that will connect Oregon and 
California and which will open up some large 
timber tracts for development by comparatively 
small mills, was the occasion of Mr. Walker’s 
letter, which reads as follows: 

The new Great Northern-Western Pacific 
line connecting Oregon and California, now 
under active construction, will open up sev- 
eral stands of California pine, belonging to 
the Red River Lumber Co., which offer very 
favorable opportunities for the installation of 
several one- and two-band milling operations. 

This line will be completed in the fall of 
1931, and we believe that now is the oppor- 
tune time to make preliminary arrangements 
to have these mills in operation by the time 
the line is completed. 

While the present market conditions are un- 
favorable for immediate sales, we believe, 
from experience, that the lumber market goes 
in cycles and that we are now feeling the 
beginning of an improvement in conditions 
that will give us a satisfactory market by the 
time these new mills are in production. 

We have in the past, both in Minnesota and 
California, sold logs and timber to other man- 
ufacturers where we had timber developed 
that we were not prepared to mill ourselves 
at the time. 

We believe that a purchase of standing 
timber under contract for delivery of logs 
over a period of time will enable the manu- 
facturer to get an operation started with 
minimum initial investment, and enable him 
to manufacture high class California pine 
lumber at minimum cost. 

We are prepared to supply electric curren. 
for power if the manufacturer does not care 
to put in his own power plant. 

We will be glad to have anyone interested 
in such a development correspond with us at 
our San Francisco office, 307 Monadnoch 


Building. 
ee 


New Kilns at White River Mill 


Enumciaw, Wasu., Oct. 4.—As a major step 
in the construction of a new planing mill at 
the plant of the White River Lumber Co. at 
Camp Ellenson, near Enumclaw, which has re- 
cently become a unit of the extensive Weyer- 
haeuser organization, contracts have been let 
for the construction of a battery of ten reversi- 
ble cross circulation kilns of the latest and most 
improved type. 

The new kilns will be of tile and concrete, 
12 feet wide and 104 feet long, inside measure- 
ments. The fans will be carried on a single 
longitudinal shaft below rail level and the kilns 
will be automatically controlled by Foxboro 
dual-bulb recorder-controllers. According to 
officials of the Moore Dry Kiln Co., of North 
Portland, Ore., these kilns incorporate recently 
perfected control methods which afford sub- 
stantial savings in power and steam consump- 
tion in the drying of Douglas fir and West 
Coast hemlock. 

The sawmill of the White River Lumber Co. 
was rebuilt about two years ago and is mod- 
ern in every detail. Up to the present time 
the lumber has been flumed from the mill over 
a distance of five miles to the planing mill, 
which has been located in Enumclaw. Recon- 
struction of the planing mill at the mill site 
at Camp Ellenson will effect economies of an 
important nature, and upon the completion of 
the dry kilns the White River company will be 
in position to furnish kiln dried common as 
well as clear lumber. The retail yard and gen- 
eral offices of the company will remain at 
Enumclaw. Officers of the White River com- 
pany include Louis Olson, president, and A. G. 
Hanson, vice president. 
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Office of 
Johnson 
Lumber Co., 
Erie, Pa. 


HE Johnson Lumber Co., Erie, Pa., is another yard in the 
city with fine office and sales room equipment. The office 
and show rooms have been finished and occupied for 

several years; but more recently the building has been extended 
down the block, and the rooms thus created are occupied by inde- 
pendent companies in allied lines. Plumbing, heating, roofing and 
floor-covering concerns are included. There is no formal and or- 
ganized connection between these concerns and the Johnson com- 
pany, but they all work in informal harmony. Rows of connect- 
ing doors make it possible to walk from the Johnson office into 
and through all these adjoining display rooms. When they can 
do so the Johnson people send customers to these neighboring 
shops, and doubtless they reciprocate. The building is located on 
a main business street, and this makes quite a building and house 
finishing center. That this grouping draws business to all the 
companies can hardly be doubted. 

















An Executive Who Meets Customers 


G. W. Belden, secretary of the Johnson Lumber Co., is one of 
the well known lumbermen of western Pennsylvania. He has his 
desk out in the lobby, in the midst of the building display. Evi- 
dently he is an accomplished salesman and wants to be where sales 
are made. During the Realm’s call there was a steady stream of 
customers; and as has been mentioned a number of times in these 
columns recently most of these customers bought what they came 
for and paid cash for it. 

This company naturally expects quite a bit of this kind of trade. 
It is a logical result of the careful display and advertising of house- 
hold accessories. People know these things are on sale there, that 
they can see what they’re getting and that they can take a look 
at other things in which they’re interested even if the time isn’t 
ripe to buy anything else. While we sat by a man and his wife 
came in and asked about a combination screen and storm door. 
Two steps took Mr. Belden to a door rack, a couple of flips of 
other doors and there was the article they wanted. We were in- 
terested in this sale. Evidently the man knew wood; something 
a little unusual in the average customer. Mr. Belden, seeing that 
here was a man who would want to know facts, mentioned the 
kind of wood; good old Pinus strobus. He named the manufac- 
turer, gave thickness and size of the panel, explained the locking 
screws that held the panels in place and stated it was the best door 
he could buy. Measurements, examination of the screen, counting 
of the panes of glass and general inspection followed. The sale 
resulted. While Mr. Belden was getting change from the cashier 
the man and his wife made the same detailed inspection of a fire- 
place on display. They asked the price and many other questions. 
They went away without buying the fireplace, but a person could 
see with a half an eye that they had stored away some ideas and 
information that are likely to bear fruit at a later date. 


Educational Displays 


This big sales room has interesting and educational displays of 
millwork, trellises and screens. The big display windows have 
show platforms behind them that serve as places of arrangement 
for the articles shown. This raised platform keeps people in the 
store-from walking through the displays and disarranging them, 
but these articles are as easily seen from inside the store as from 
the outside. There is a big collection of unpainted furniture, done 
in the attractive new designs that make them useful as occasional 
pieces for the porch or lawn or breakfast room. They are mod- 


ee 


ealm of the Retailer 
Companies Form a Building Center 


Building Displays Make Direct and Indirect Sales—Showing Lum. 
ber Grades in the Office—Use of Plywood 


Is on the Increase 


erately priced, and the company of course sells the lacquers with 
which they can be finished. The spring of the year sees many 
people inspired to equip themselves for summer living, and the 
moderate prices of these articles and the interest of giving them 
individual finishes produce many a sale. These articles in turn 
often inspire the painting of the house or the addition of a new 
porch. The connection is not so direct nor is the following gale 
so invariable as to make it a sure-fire builder of additional busi- 
ness; but these articles carry their own reasonable profit, and they 
do now and then sow the seeds of a job of considerable size. 


Mingled Business Quarters and Displays 


Along the back of this big and splendidly lighted room are the 
order counter, the cashier’s desk and the accounting department. 
Adjoining are the display cases for lock sets and other building 
hardware, and behind these is the paint department arranged like 
the alcoves of a library. The big room is beautifully finished in 
hardwoods, and the place is kept neat as a pin; a most attractive 
display and working arrangement. We noticed a rack cabinet, made 
to match the counter, near the cashier’s desk. This was filled with 
a judicious selection of folders and booklets furnished by manufac- 
turers, containing information of the sort in which householders 
are interested and which make for the sales of the articles carried. 
Paying customers can hardly avoid seeing it; and in this way each 
customer is silently invited to select those in which he happens to 
be most interested. 

Hanging back of the order counter was the certificate of mem- 
bership in the Associated Leaders. Mr. Belden told us that he uses 
this financing plan quite extensively; both in financing houses and 
in taking care of smaller jobs; garages and repairs and the like. 
It seems to suit the needs of a good many of his customers who 
like the neatness and dispatch of the service and the comparatively 
simple method of using it. 

Mr. Belden tells me his yard is selling a large amount of western 
hemlock in dimension. This wood seems quite popular in Penn- 
sylvania, or at least in the western part of the State. Pennsylvania 
not so many years ago was famous for its native hemlock. Some 
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Articles shown in the display windows are placed on raised platforms 
which keep the public from disarranging the displays when walking 
through them 
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tO 
jg still produced, but the cream of the crop was skimmed years 


ago. Probably the western cousin was helped in getting its start 
here by the name and the reputation of its eastern relative. The 
western stock comes around by the canal and makes the back haul 
py rail; a long trip from tree to trade. This company handles quite 
a bit of California redwood, which has proved popular with the 
local builders. 

Retailing and Contracting 


E. E. Austin & Son is a firm which combines the retailing of 
jumber and building materials with the contracting business. This 
concern takes buildings of all sorts. It has recently installed an 
elaborate plant for mixing concrete at the yard. It was so big and 
had such an array of massive machinery that at first glance the 
Realm thought it was a coal elevator; but a second glance indi- 
cated its real function. Wet mix is prepared here, dumped into 
special trucks with a drum-like body and a special pouring mech- 
anism and is hauled to whatever part of the city the material is 
needed and is immediately poured into place. 

While the construction part of the enterprise doubtless somewhat 
overshadows the sales of building materials, the stock of lumber 
and building materials is quite large. We were interested in the 
main warehouse, constructed with a laminated second floor resting 
on massive I-beams. Mr. Austin stated that much heavy material 
is carried; and if he wishes to put a carload of oak in one spot 
he doesn’t want to worry about the weight damaging the building. 
We'd say at a guess that he could safely put the freight car up 
there, too, and add the locomotive for good measure without having 
to fear much for his building. 

Trade, so Mr. Austin assured me, is going along- satisfactorily. 
Most of these Erie dealers could bear to see sales increase or to see 
the number of yards diminish by a few; but they seem no end 











Warehouse and plant of the Deming Lumber Co., of Erie, Pa. A rail- 
road siding permits unloading directly from car to bin 


proud of the record the city has made in maintaining general 
business activity. 

The Deming Lumber Co. has a big warehouse that was built some 
years ago. It was a great advance on current design at the time 
it was built and was much visited by dealers seeking ideas for new 
plants of their own. It is still a very efficient plant. Geo. W. 
Baushard called attention to the point that some factor of architec- 
tural balance or something of the sort made it look less sizable 
from the outside than it really is. It is built with a siding run- 
ning into the building, and unloading is from the car directly to 
the storage bin. 

This warehouse has one factor of design that might give a dyed- 
in-the-wool lumberman pause. It is entirely of steel framing, and 
part of the exterior is of corrugated iron. One must admit that it 
has served its purpose through the years and looks to be good for 
further long usefulness. It was built, I take it, in that period when 
there was quite a little drift in lumber sheds toward steel framing. 
Not so much was known in those days about wood frames in mill- 
constructed buildings; long self-supporting arches and trusses. If 
our observation is correct, the notable advances in wood framing 
have turned most lumbermen and many other industrialists to wood 
construction. Our steel friends have made an extensive study of 
such things of late, with the idea of capturing or fecapturing this 
trade. We shall not scold them for this.. It is evidence of enter- 
prise and all that; but we’re glad the TX engineers are. on the 
job, showing what can be done with our own material. But in the 
meantime Mr. Baushard’s warehouse is giving him faithful service. 
He mentioned but one feature he did not like. The engineers who 
designed it apparently did not appreciate headroom, or they did 
not know how to make a self supporting roof except with a lot of 
truss. So in handling lumber the men have to watch those trusses. 
It doesn’t do lumber any good to bang against an I-beam, and it 
doesn’t do the man any good who is holding the stick. What it 
does to his temper and his disposition also goes down in the debit 
column against low trusses. 














The Johnson Lumber Co. handles a large variety of unpainted furniture 
at moderate prices. Lacquer is also sold so that purchasers can finish 
their articles themselves 


In his office Mr. Baushard has a display that has been much 
written about and commented upon. He cleared a big wall space 
and put up samples of every kind of molding and every kind and 
grade of lumber which he handles. He said his men laughed at 
him when he asked the mill to cut samples of common grades of 
lumber, each containing the sound knot or other allowable defects 
of that grade. They told him it wouldn’t mean anything to the 
customer; that this buyer would look at a sound knot in a short 
piece and take it for granted that there’d be a knot like that every 
six inches. He said people wouldn’t be looking at the samples with 
much interest until he pointed out the grade they were buying and 
that he could then explain the matter to them. To show them .the 
worst they could expect in a given grade really made the lumber 
itself look better; and in any event it’s better to be honest and to 
have an understanding before the load goes out than to have a 
misunderstanding after it arrives. 


A Famous Panel of Samples 


As a matter of fact these samples have been a real aid in sell- 
ing and in making clear the real meaning of grades. It has hap- 
pened several times that foreign-born citizens have come in and 
asked for clear lumber of a certain size. Then they’d object.to the 
price. Mr. Baushard would take them to the display panel, and 
they’d point to a piece of No. 2 common and say that was what 
they wanted. It would then become apparent, what Mr. Baushard 
had suspected from the first, that what they wanted was not clear 
lumber but planed lumber; surfaced four sides. 

The company has a specialty mill for getting out articles not 
carried in stock patterns. There is quite a large stock of shop 
lumber, much of it California sugar pine. We noted considerable 
amounts of plywood, used in making cupboard doors and the like. 
This material is growing in popularity and is finding many new 
uses, especially now that it is put out in larger panels. All sorts 
of special articles are’made here. I noticed a frame of aromatic 
cedar. Mr. Baushard said a’ customer. wanted to frame a mirror 
and looked around until he saw some of this cedar and picked out 
the désired pieces. It was run through the molding machine and 














Office of the Laman Felheim Go. at- Erie,-Pa., one of the large and 
important lumber concerns of that city 
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finished up; a beautiful and very unusual piece of cabinet work. 

This department was unlucky in missing several people it 
wished to see in Erie. Among these was H. F. Jacobs, vice president 
of the Lyman Felheim Co. This is a large and important concern 
located on Holland Street. Glenn D. Walbridge, of the Stow Lum- 
ber & Coal Co., was away from his office, as was A. B. McKane, of 
the Rock Lumber Co. 


Reduction of Modernizing Costs 


In the Cleveland Plain Dealer, published in Erie’s neighboring 
city to the westward, we notice several statements of importance. 
One is to the effect that home modernizing costs have been much 
reduced and that this type of building offers unusual opportunities 
to the not-so-new home. The author of this statement probably 
puts his finger upon the central reason when he says that contrac- 
tors and builders have discovered an interest in modernizing and 
a willingness to undertake it. Modernizing in a real sense was a 
new and untried idea six or eight years ago. Repair wasn’t; but 
there’s as much difference between fixing up the old porch and 
making a thorough job of altering the whole building as there is 


Builders didn’t think they’d like modernizing. Sawing through 
old plaster and prying out old studs was beneath their dignity, 
They didn’t want to do it, didn’t know how, didn’t want to learn 
and, in short, to hek with it. The sure-fire way of escaping an 
undesired job is to put a prohibitive price on it. 


But large blocks of unoccupied time do much for a man’s edy. 
cation. Builders began taking these jobs, lacking those more to 
their liking, and found they were not so bad after all. Experience 
developed skill, both in the mechanical work and in making the 
labor estimate. It’s pretty safe to say that most of the reduceq 
cost of modernizing has been accomplished in these angles; know. 
ing how to estimate the work and knowing how to apply labor to 
it efficiently. 

These same fields offer a somewhat similar opportunity for 
reducing the cost of new houses. Building efficiency, like any 
other skill, doesn’t make steady progress. A craftsman when all is 
going along satisfactorily doesn’t feel much urge to improve his 
methods. With less to do there is more time and more urge to 
plan out new ways of working. From what we hear, the late de. 
pression has made at least a few contributions to new efficiencies 


between frying an egg and getting up a banquet. 


in building. 


Service Bureau Functions Efficiently 


New Orveans, La., Oct. 6.— 
Repeated offers to lease or pur- 
chase homes built with the aid of 
the service bureau of the Madison 
Lumber Co. emphasize the fact that 
well built, desirable residences in 
suitable sections are hard to find 
and that there is an actual shortage 
in this class, according to P. A. 
Blanchard, of the Madison com- 
pany. Principal vacancies exist- 
ing are either among the most ex- 
pensive apartments and residences, 
or else among those structures 
which are undesirable because of 
obsolescence or lack of comforts. 

The service bureau of the Madi- 
son Lumber Co., established three 
months ago, has 25 single and 
two family residences under way, 
for owners. These owners in 
many instances have been given 
opportunities to sell, and in the 
cases where space is for rental 
purposes it could be leased many 
times over. The residences being 
built are not of the “model” clas- 
sification but are substantial, prac- 
tical homes built to meet the ideas 
and the pocketbook of the prospect. 

“A number of instances are 
known to us,” said Mr. Blanchard, 
“where persons seeking a suitable 
residence in a good neighborhood 
have spent weeks in so doing.” 
What must be done today, he said, 
is to offer people more comfort 
features in their homes than for- 
merly were incorporated. One of 
these features is insulation, and 
there has been a great increase in 
this. Insulation adds but very lit- 
tle to the cost of a home and makes 
a valuable comfort feature. 

After considerable preliminary 
planning on the program, the 
Madison Lumber. Co. opened its 
“service bureau” about three 
months ago. The function of the 
bureau, which is headed by Horace 
P. Rickey as manager, and has 
R. P. Karrigan as salesman, is to 
locate owners who are interested 
in building. The bureau goes 
over floor plans with the prospect 
to determine what his ideas are. 
Then it prepares plans and specifi- 
cations for the structure and gets 
bids under competitive conditions 
from reliable contractors. During 
the course of construction the work 
is supervised to see that specifica- 


tions are followed. The bureau 
serves to arrange the most advan- 
tageous financing terms for the 
owner, both as regards first and 
second mortgages, where the latter 
are resorted to. In original build- 
ing, where a second and a first 
are applied, a deferred first is ob- 
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many ways. Most people want a 
house like another they have seen. 
One way of “skimping” is to omit 
screens from the specifications, or 
fail to include finishing the floor, 
or any number of other items that 
may be overlooked by the prospect. 
When the time comes, the pros- 








A typical two-family residence built under supervision of the service 
bureau of the Madison Lumber Co., New Orleans, La. 


tained. Second mortgages are 
placed by the bureau at reasonable 
terms where extensive remodeling 
or the replacement of an old roof 
with a good one is effected by the 
owner. 

The bureau, it was explained, af- 
fords a service equivalent to that 
of an architect for that class of 
home builders whose projected 
residences are not of the cost gen- 
erally taken to an architect. It 
is not the purpose to displace the 
architect, but to extend the safe- 
guards of their function to those 
not now so served. 

The majority of prospective 
owners have little idea of house 
construction and specifications, it 
was said. When they fall into the 
hands of an unscrupulous contrac- 
tor he takes advantage of them in 


pect asks for the item and, not 
being in the specification, it goes 
in as an extra and increases the 
cost of the house. Or the proper 
materials may not be used. 

The bureau specifies the proper 
grades of lumber and incorporates 
the storm-resistant, strength-giving 
features required by good con- 
struction. All materials on the 
bill except plumbing and electrical 
items come from the Madison 
company. The owner is safe- 
guarded in every way. The oper- 
ation of the bureau is warranted 
because of the aid it gives owners 
in getting a house to meet their 
requirements and the company is 
able to extend the services with- 
out an extra fee because of the 
advantages. obtained through sale 
of the entire bill, from sand up. 


An illustration of the complete- 
ness of the service rendered was 
in the changing of a lot for a pros- 
pect. The prospective customer 
had selected a floor plan, the speci- 
fications and drawings were being 
prepared, and the salesman went 
out to look at the lot. When he 
got back he telephoned the pros- 
pect, telling him he didn’t like the 
lot. It has some buildings across 
the street that will be a detriment 
in financing, he advised, and told 
the prospect he should be in the 
next block. “Well, fix it up for 
me,” replied the prospect. So the 
salesman arranged through the 
land company for an exchange of 
the lot for another in the next 
block and the house went ahead. 
After work was already under 
way, the prospect went out with 
the salesman to see how much 
progress had been made—and 
where his house was. 

While the bureau has shown 
considerable progress since its es- 
tablishment, it is stated that its 
work would be doubled with 
easier financial conditions. The be- 
lief is held that there ‘is a demand 
for desirable residence quarters 
for the average class which can be 
met advantageously. The inclu- 
sion of comfort features in accord- 
ance with modern demands, it is 
felt, will throw the burden of va- 
cancy, on properties that are obso- 
lescent and that should be either 
drastically remodeled or replaced. 


—_—_—_—_““— 


SPEAKING at the recent quarterly 
meeting of the New England Coun- 
cil, convened in Middlebury, Vt. 
President Edward S. French, of 
the Boston & Maine Railroad, de- 
clared actual figures show that 
business in New England the last 
few weeks has been in better shape 
than at any previous time this year. 
“We have found fairly definite in- 
dication in recent weeks,” said 
President French, “that our freight 
tonnage, and I believe New Eng- 
land’s business in general, has be- 
gun to return to the 1929 levels. 
This is not in any great propor- 
tion as yet, but is more than the 
seasonal improvement. We will be 
gaining from now on instead of 
losing, I am confident.” 
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‘|s Anybody Buildin 
This Fall’? 


Construction More Than Doubles 


MAMARONECK, N. Y.—More than twice the 
building that was under construction in the 
three municipalities within the Township of 
Mamaroneck during August was started in the 
same three communities in September, accord- 
ing to figures furnished by the building inspec- 
tors. The total of permits issued during the 
month was $683,315 and included ten new resi- 
dences, a new school, one store, one office, one 
gasoline filling station, a building to house an 
in-door golf course and numerous garages and 
remodeling enterprises. It is interesting to note 
that six of the new residences are to have two- 
car garages. 


Erects 22 Silos in Six Weeks 


GREENCASTLE, Pa.—There’s a tiny community 
near here rejoicing in the name of Welsh Run, 
which can boast of having no unemployment 
troubles. Also of having a wide-awake con- 
tractor who is not bothering much about hard 
times. Emmert Stevens has during the six 
weeks ended Sept. 15 built 22 silos, one large 
frame barn and one farm home, besides roofing 
a barn and filling silos, on nearby farms, giving 
employment to a number of men in this section 
who had been suffering from drouth conditions. 


No Business Depression in Baraboo 


BarAsoo, Wis.—“The so-called business de- 
pression is not evident in Baraboo,” says the 
local newspaper, reporting erection of seven new 
homes, a number of modernization projects, 
some painting, repairing and re-roofing, re- 
modeling of the Parish house, laying the corner 
stone of a new church, and a new porch, all on 
the same day. 


North Dakota Farmers Not Broke 


GraFrton, N. D.—The weekly summary of the 
surrounding country shows five new barns, a 
granary and an ice house on near-by farms. A 
new elevator has just been conspleted at Her- 
riott with a capacity of 40,000 bushels, and three 
new houses, one new district school-house, and 
many improvements such as new porches, ma- 
chinery sheds, and in one case a new kitchen 
with built-in conveniences. Pretty good for a 
“depression year.” 


Lumberman Does His Bit 


_ Ewart, Micu.—Teams have started excavat- 
ing the basement for a new building on Main 
Street to be cecupied by B. F. Shore, lumber 
dealer. The building is to be 33 by 60 feet, 
one story in height. “The lot,” says the local 
paper, “has long been an eyesore to our Main 
Street, and we are glad to hear that this live- 
wire business man will pull down the sign- 
boards and place something else there. The 
Review is likely to use a portion of the build- 
ing.” 


Kitchen Sinks Herald Prosperity 


Lancaster, Pa.—September building totals in 
this city of about 54,000 population were $56,- 
908, or more than one dollar per capita. A 
peculiar feature which is certainly indicative of 
rising standards of living is reported by the 
city plumbing inspector. There was an increase 
of more than 100 percent in the number of 
plumbing fixtures installed in September in 
comparison with the same month in 1929. In 
fact the report for the entire first nine months 
of 1930 shows that 25 percent more fixtures 
were installed in homes of this city as com- 


pared with the corresponding period last year. 
“There is a decided tendency towards brighten- 
ing up the kitchens,” the inspector said. “For 
instance, during the month 53 modern sinks 
were installed in Lancaster homes, most of them 
in homes already built.” 


Six Times More Building 


WHEELING, W. Va.—Building operations in 
Wheeling rose sharply in September as com- 
pared with the previous month, and the month’s 
total is SIX TIMES as great as that of the 
same month last year. Permits totaled 68, of 
which 27 were for new structures and the 
others mostly for remodeling. The total cost 
is $301,819. The two largest structures to be 
erected are the new office building for the 
Hazel-Atlas Glass Co. at 15th and Jacobs 
streets and a new service station by the Stand- 
ard Oil Co. 


Building Depression Passes 


ALBUQUERQUE, N. M.—A gain of $55,000 in 
Albuquerque building permits for September 
over the same month last year indicates that 
the lowest point of the building depression may 
have passed. 


New Modernistic Building 


MILWAUKEE, Wis.—Construction of a new 
$150,000 modernistic four-story building at 
407-11 Wisconsin Avenue to be occupied by the 
Palmer Apparel Shop (Inc.), of Chicago, which 
plans opening a branch here. The company 
has taken a 99-year lease on the site and ex- 
pects to have the new store in operation in four 
months. 


Build Handsome Home 


WicmetteE, I_tt.—One large and handsome 
house is going up in this Chicago suburb, the 
owner being Stanley H. Hershan, while Dr. 
O. B. Yeatman is building a $3,000 addition to 
his building on Lake Avenue. Permits for 
several new garages were taken out in one day 
this week and one home owner, Frank R. 
Eager, announces remodeling plans for his 
home on Washington Avenue. 


Permits Show an Increase 


BuFFaLo, N. Y.—The number of local build- 
ing permits showed an increase in September 
and the costs were the largest of any month so 
far this year. Permits numbered 415, and the 
costs totaled $2,678,213. For the first nine 
months of this year the total building costs 
were $11,079,857. 


This Suburb is Busy 


ALBAny, N. Y.—-Construction of several new 
homes in the Westland Hills section is being 
planned by Albany contractors, while some resi- 
dences begun several months ago already are 
nearing completion. Building activity in this 
section has shown a decided increase this year. 
Theodore Andrassy, builder, has erected and 
sold three homes this summer in Manning 
Boulevard and is planning construction of two 
more houses. Fren Keller is building three 
more houses in Manning Boulevard near Wood- 
lawn. In Marion Avenue the homes of Ben- 
jamin K. Boyce and C. O. Hasselbarth are 
nearing completion and work soon will be. be- 
gun on a new residence for E, P. Finn at 
Marion and Mercur. A new colonial home for 
Dr. J. F. Mulcahy, in Brookline Avenue, is 
being completed and a new one being planned 
for Edward Jantz in Euclid Avenue. 


A Handful of Press 
Clippings Answers 
the Question 


Fifty New Homes 


MILWAUKEE, Wis.—The little suburb of New 
3utler is about to be absorbed by this city if 
the motion for annexation goes through. The 
North Western Realty Co. has promised to 
build fifty new homes in this section provided 
the city takes it in and gives it city water and 
sewer service. 


A Six-Story Hospital 


Aurora, ILL.—A six-story hospital is to be 
erected here by the Copley Memorial Hospital 
Association, a permit having been taken out 
last week giving the estimated cost at $315,000. 


Fargo Forgets Depression 


Farco, N. D.—Building during September 
this year amounted to $1,534 more than in Sep- 
tember of last year. Permits taken out include 
one business place, one power house, seven 
dwellings, four private garages and a number 
of repair jobs, plumbing and electric installa- 
tions etc. 


Two New Residences 


SAUGANASH, ILL.—Two new residences of 
more than ordinary pretension are going up here. 
One is a two-story, seven-room house to cost 
$25,000, the other a two-story, six-room house 
to cost $16,000. 


Four Attractive Homes 


PARKERSBURG, W. Va.—Four new residences 
are being built in Fairgrounds Park, all of 
them of the better class with all modern con- 
veniences and of an attractive style. There 
have been 80 new homes erected in the park 
within the last few years. 


Remodeling for Woolworth 


VINCENNES, Inp.—A. W. Schnuck, local con- 
tractor, has begun work remodeling the building 
at 313-15 Main street, to be occupied by the 
Woolworth Five and Ten Cent Store. The 
entire interior will be reconstructed and an ex- 
tension built at the rear. The store will be 
ready for occupancy by the first of the year. 


A Five-Room House 


MascoutaH, ILLt.—A five-room house, modern 
in all respects, with up-to-date plumbing etc.; 
will be erected here on North Jefferson street 
by Robert Klingel. 


Forty Acres for Pumping Station 


Rosinson, Itt.—The Gulf Pipe Line Co., 
which has just completed laying a pipe line 
across the north oak of the county, has pur- 
chased forty acres on the Stanfield farm west 
of West York and will install a pumping 
station. 


New Home in Parnassus 


Parnassus, Pa.—This little town is to see 
a new modern six-room-and-bath go up at 
once, H. W. Miller, formerly of Kittanning, 
having purchased three lots here on which to 
build a home for his family. 


Two Homes Announced ~ 


Sioux. City, Iowa.—Two new small homes 
announced here on the same day. Fred J. Gib- 
son, a mail carrier, will put up a six-room 
bungalow in the Meadow Lawn section. H. I. 
Otis has begun erection of his new home at 
No. 1 Riverview Boulevard. 
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Retailers’ Idea Exchange 














Winter Construction Is in Favor 


New York, Oct. 6.—There are indications 
that winter building will be more in favor this 
year than ever before. The first gun in this 
direction has just been fired in an optimistic 
statement by Herbert H. Tinkham, president 
Nassau-Suffolk Lumber & Supply Corporation, 
who said: 


“Of recent years people have come to realize 
that for all practical purposes the winter 
months are ideal for home building projects. 
There is only one possible deterrent to initiat- 
ing such a program during this period, and 
that concerns the weather. But building con- 
tractors have long realized the fact, and the 
general public largely is now cognizant, that 
modern construction methods have eliminated 
all major difficulties along this line. 

“Simple safety precautions, well known to 
the contractor and builder in constructing his 
foundation work and interior plastering, now 


assure the home owner of a successful job. Of 
direct advantage to the owner in building dur- 
ing the winter months is the fact that he as- 
sures himself of a considerable saving in ma- 
terial costs and in labor charges, as compared 
with similar charges during the rush spring and 
summer months. 

“This year the comparative saving in these 
two major building items will be greater than 
ever before, and the public apparently is realiz- 
ing this fact. In addition to materials and 
labor being plentiful, building contractors are 
keen to keep their building organizations intact 
and this is likewise resulting in a situation 
which the prospective home builder is finding 
to his advantage. 

“All of these are factors which, in their 
cumulative effect, forecast a continuance of 
present building activities, and even a possible 
increase during the next six months preceding 
the spring rush.” 
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Season for Selling Kindling Is Here 


A system for turning waste products of a lumber yard and plan- 
ing mill into cash, and at the same time increasing the list of pros- 
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advertise the kits occasionally, and sometimes orders come in so fast 
that we have to pick up kindling from outside sources to meet the de- 


Timely Tip 


pective customers by means 
of personal contact, has been 
in operation for two years 
by the John Schroeder Lum- 
ber Co., of Milwaukee, Wis., 
and is meeting with excel- 
lent success. On a carton 
24 inches long, 14 inches 
wide and 12 inches deep are 
printed these words: “Kit 
O’ Kindling from John 
Schroeder Lumber Com- 
pany. Minimum net weight 
30 pounds.” As shown in 
the accompanying illustra- 
tion, three of these kits are 
kept on display in the com- 
pany’s office, where custom- 
ers may see that in lots of 
ten or more the boxes sell for 
fifty cents apiece delivered, 
or cash and carry, any quan- 
tity, at forty cents a box. 
“We fill the kits with what- 
ever sort of waste mater- 
ial is handy, whether hard- 
wood or softwood, and 
seal them,” said John E. 
Schroeder, son of the com- 
pany’s founder and vice- 
president of the firm. “We 








Must Use Modern Sales Methods 


William F. Connor, secretary of the River- 
side (Calif.) Lumbermen’s Club, in an interest. 
ing letter to the AMERICAN LUMBERMAN dis- 
cusses modern retailing methods as follows jn 
part: 

“For many years the retailer, at conventions 
and different gatherings where sales promotion 
work was brought up, felt that the whole cost 








HOW WOULD YOU ADVISE THIS 
BOY who wants to learn the retail lum- 
ber business? 


Have you written that letter yet? 


If not, turn back to last week’s issue 
(page 34), read the complete announce- 
ment, and get your letter off right away. 
Prizes of $15, $10 and $5 will be 
awarded for first, second and third best 
letters received before Nov. 1, 1930. 


The prize-winning letters, and some of 
the best of the others, will be printed in 
the AMERICAN LUMBERMAN 
the close of the contest. 


after 





of promotion of lumber fell upon his shoulders, 
feeling that the mills, loggers and timbermen 
sat back and grabbed off the cream, which in 
years gone by was undoubtedly the case. 

“Now, quite a few lumberman are sitting 
around waiting for the predictions of increased 
business to materialize, but they must realize 
that if they are to get their share of this bust- 
ness they will have to help. In this connection, 
I want to call their attention to the help offered 
them by the National Lumber Manufacturers 
Association in furnishing pamphlets of different 
kinds, especially those on the modern methods 
of selling lumber, and those on modernizing of 
homes. 

“You progressive lumbermen who are g0- 
ing right after the business, equip your sales- 
men or contractors with some of this literature. 
Divide your territory into sections, going from 
home to home and finding out, and in cases rec- 
ommending certain improvements. . 

“One thing is certain, and that is that it 
takes more than mere order-takers to sell lum- 
ber now. The day has gone when the lumber- 
man could sit in a dusky office and let the con- 
tractor go out and get the business for him. 
Modern yards are beginning to carry hardware, 
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radios, electric iceboxes, built-in features for 
the kitchen, sweepers, washers, wall beds, alu- 
minum pots and kettles, paints, furniture enam- 
els, furniture, electric fixtures, and plumbing 
fixtures, in fact practically everything for the 
home. Now a lumber dealer with such a varied 
stock has to get out and solicit, as he certainly 
has a lot of things to talk about, and he could 
not have a better way to meet building pros- 
pects. This is a golden opportunity for the re- 
tail lumberman to get right in on the ground 
floor and make his lumber store the center for 
building prospects, to the advantage of the 
owner, contractor, mechanic and himself.” 





Will Play in Tournament 


The accompanying illustration gives a 
glimpse of the billiard room in the new home 
of John A. Wheeler, manager W. P. Wheeler 
& Son, Newton, Ill. Mr. Wheeler, whose skill 
with the cue is widely known, has been selected 
by the National Billiard Association as one of 
the ten pocket-billiard players to compete in 
the Southern Sectional Tournament to be held 
at the Aratas Billiard Room, Grand and Olive 
streets, St. Louis, Mo., beginning Oct. 20. The 
Southern Sectional 


Madison Dealers Educate Public 


Mansion, Wis., Oct. 7.—The Madison re- 
tail lumber dealers, in a co-operative advertise- 
ment, show that the common mistake of build- 
ing a modest dwelling on an expensive lot, or 
an expensive home on a lot not well located, 
represents an unwise course. 

The advertisement points out that the lum- 
ber dealer can help from the moment the in- 
dividual starts to think about building, and 
that the dealer who knows local conditions can 
help most with these problems. 

“Your Madison Retail Lumber Dealer can 
be helpful to you in many ways; by giving 
you the benefit of his many years of practical 
experience; by providing you with hundreds of 
home plans from which to make your selection; 
by securing cost estimates from several de- 
pendable sources for your comparison; by rec- 
ommending the services of contractors whose 
work he knows is thoroughly reliable. These 
are just a few of the extra aids he offers.” 

It was further stated that “Whenever you 
see a pile of lumber exposed to the rain near 
any construction project, you may know that 
unsatisfactory results are very liable to occur 
when that lumber becomes a part of the build- 





Tournament, which 
comprises 18 States, is 
one of the four major 
tournaments held annu- 
ally to select players 
for the National Tour- 
nament. 

That Mr. Wheeler is 
no “dub” at the game 
is evidenced by an arti- 
cle appearing in the 
July (1930) issue of 
Billiards Magazine, 
from which the follow- 
ing paragraph is 
quoted : 

“John A. Wheeler, 
who is in the building 
material business at 
Newton, IIl., is a clever 
amateur pocket player. 
In planning his - new 
home he set apart an 
upstairs room for a bil- 
liard room for the use 
of his family and 
friends. Recently he en- 
tertained members of 

















th Newton Rotary 
Club and members of 
the Newton High 
School faculty with exhibitions at 14-1, and 
fancy and trick shots. For the past six or seven 
years Mr. Wheeler has played in the Illinois 
State Amateur pocket championship, and dur- 
ing the season plays many amateur games 
throughout southern Illinois and Indiana. He 
is a good booster. Since Oct. 10, 1929, Mr. 
Wheeler has made 30 runs, ranging from 36 to 
65 balls. Seven of these were between 50 and 
60.” 

The AMERICAN LUMBERMAN, of which W. P. 
Wheeler & Son have been regular readers for 
more than 30 years, is “boosting” for the suc- 
cess of the “son” at the coming tournament. 
No doubt his lumbermen friends in St. Louis 
will be glad to witness some of the tournament 
games. 

—_—_— 

Tue JouHn A, JANvrRiN Co., operating a retail 
lumber yard at Hampton, N. H., has been stim- 
ulating business this fall with regular radio 
broadcasts, and Mr. Janvrin reports that re- 
sults already achieved are most encouraging. 
Among the points emphasized in the brief, in- 
teresting chats through the air to prospective 
Customers throughout the territory served are 
built-in conveniences such as ironing boards, 
breakfast nooks, hardwood floors and similar 
attractions calculated to kindle a desire to mod- 
ernize and to bring people into the company’s 
showroom to see for themselves. 


John A. Wheeler in billiard room of his new home 


ing,” while the local dealer stores his lumber 
under cover, and delivers it to the job on the 
day it is needed. 





Specialty Serves as “Opening Wedge” 

S. J. Hathaway, secretary and manager of 
the Sunkist Lumber Co., Monrovia, Calif., be- 
lieves that sales result from the interest the 
salesman arouses in the prospect and that this 
interest may be aroused by showing the pros- 
pect some unusual quality specialty. In other 
words, “sell the specialty and the lumber will 
take care of itself.” 

As an interest arousing specialty, a peculiar 
type of door lock has been found by Mr. Hatha- 
way particularly valuable because he has ob- 
tained exclusive distribution of it in his terri- 
tory. 

“When a building is under construction with 
materials purchased from one of our competi- 
tors,” Mr. Hathaway explained, “it is quite pos- 
sible that the hardware has not been purchased. 
Hence we have an opportunity to sell the locks 
if we have something to offer that is different 
from what competitors may have. Through 
the hardware, we form a contact with contrac- 
tors and builders which may result in an op- 
portunity to sell the lumber on some future job. 

“Another good point, and one which appeals 
to the builders, is the interest the locks may 
arouse in the purchase of the building. If the 





house is equipped with these locks, the builder 
has a strong sales point when he shows the 
place, for attached to each lock is a tag bear- 
ing our guaranty, which is for the lifetime of 
the structure. Incidentally the fact that the tag 
bears our firm name, address and telephone 
number, gives us a lead to sell the purchaser of 
the house any building material he may desire 
in the future. 

“This little plan has not only increased the 
volume of sales in our hardware department, 
but it has had an influence upon sales of build- 
ing materials.” 

Armed with one of the locks the salesman 
calls upon a contractor or builder and talks 
locks instead of lumber. The construction of 
the lock and the simplicity with which it may 
be installed, coupled with the guaranty that 
goes with it, wins attention.. It is not unusual, 
when the salesman pulls the lock out of his 
pocket, places it before the contractor and be- 
gins his explanation, for some of the workmen 
to gather around and listen in. They remember 
the lock and what firm handles it, and perhaps 
on some future job these workmen may have an 
opportunity to speak of it to the builder. 

_—_——o_—_— 


Holds Meeting for Contractors 


PAINESVILLE, Onto, Oct. 6.—The Equity 
Lumber Co. recently tendered a dinner-meet- 
ing to the carpenters and contractors of this 
community, about 80 guests being in attendance. 
This was the third of a series of similar meet- 
ings sponsored by the Equity company, at which 
it seeks to educate local members of the build- 
ing industry as to developments in that line, 
and especially to explain and demonstrate the 
uses of the new products coming on the mar- 
ket from time to time. 

A feature of the recent meeting was the 
showing, through the courtesy of Weyerhaeuser 
Forest Products, of a film showing lumbering 
operations on the West Coast. Comments by 
the spectators indicated that many of them 
never dreamed of the gigantic scale on which 
logging and saw mill operations in that part 
of the country are carried out. The meeting 
was highly educative, and will have good re- 
sults. 

The Weyerhaeuser company’s representative, 
Ralph S. Smith, gave an interesting talk and 
demonstrated the uses of Balsam-Wool, an in- 
sulating material manufactured by the Wood 
Conversion Co., Cloquet, Minn., one of the 
Weyerhaeuser affiliated companies. 

_—_—_—_——— 


THE Cottonwood Lumber Co., Cottonwood, 
Ariz., is building a modern auto tourist camp, 
with 25 modern apartments supplied with hot 
and cold running water, shower baths and steam 
heat. 





“Cosmeticizing”’ the Lumber Yard 
(Continued from Front Page) 


in our ‘Fir Cuts’ column and in the locals in 
the local newspaper ‘Watch for the red end 
lumber from French’s. Farmers and others 
have seen the ‘red end’ lumber go by on the 
road, they have seen it in farmers’ yards and 
on jobs and the minute they read the adver- 
tisements, or when they go by or come into 
our yard, this connecting thought will be driven 
home to them, that here is the place to get the 
‘red end’ lumber that will keep from checking 
etc. 

“6—By altering the shade just a little we 
can easily determine where our common lum- 
ber is—our so called ‘barn finish,’ which is the 
name we give to our stock boards, and also 
to the finish. 

“We paint shiplap, drop siding, flooring and 
all of our lumber without in any way defacing 
the boards or causing them to stick together. 

“The upright posts in our big shed are 
painted green, and the edge of the platform 
painted white—where the air line runs. 

“Traveling salesmen who have seen our 
arrangement marvel at the sight, and report 
that others, told of the plan, are considering 
doing the same thing.” 
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National Production, Shipments and Orders 


WASHINGTON, D. C., Oct. is 





the National Lumber Manufacturers’ 








LL , 


Association report for the week ended Sept. 27, 1930, and for 
thirty-nine weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison w 


ith statistics of 





identical mills for the corresponding period of 1929: 
ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association.................+.. 128 42,563,000 72 45,003,000 79 44,919,000 88 
West Coast Lumbermen’s Association........ 183 113,565,000 67 129,865,000 84 119,811,000 76 
Western Pine Manufacturers’ Association..... 66 34,117,000 73 35,237,000 79 36,901,000 92 
California White & Sugar Pine Mfrs.’ Assn... 19 17,069,000 73 13, 725, 000 69 15,654,000 88 
Northern Pine Manufacturers’ Association... 7 5,142,000 62 3,221,00 69 2,723,000 71 
Northern Hemlock & Hardwood Mfrs.’ Assn... 19 801,000 23 1,191,000 58 1,311,000 74 
North Carolina Pine Association............. 50 5,155, ,000 62 50,000 110 6,715,000 66 
California Redwood Association.............. 12 5, 985, 000 79 78,000 102 6,289,000 75 
—— - — _—— OO —_—_ tT —— 
Ee en ee a ee 484 224,397,000 69 242,170,000 82 234,323,000 80 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 188 21,530,000 54 22,988,000 63 22,039,000 58 
Northern Hemlock & Hardwood Mfrs.’ Assn... 19 1,162,000 31 2,494,000 55 1,567,000 43 
RE fa oon aula We wiaid be wtie apie 207 22,692,000 52 25,482,000 62 23,606,000 57 
I i 672 247,089,000 67 267,65 2'000 79 257,929,000 77 
THIRTY-NINE WEEKS Mills 
Softwoods: Reporting* 
Southern Pine Association.................. 27 1,978,060,000 85 1,858,815,000 82 1,824,228,000 81 
West Coast Lumbermen’s Association........ 183 5,277,440,000 80 5,270,674,000 79 5,025,161,000 76 
Western Pine Manufacturers’ Association.... 63 1,503,713,000 88 1,267,408,000 76 1,280,044,000 80 
California White & Sugar Pine Mfrs.’ Assn... 25 758,055,000 75 781,453,000 78 784,315,000 77 
Northern Pine Manufacturers’ Association... 8 187,213,000 78 154,351,000 73 147,799,000 69 
Northern Hemlock & Hardwood Mfrs.’ Assn. 25 108,822,000 78 80,746,000 65 73,219,000 65 
North Carolina Pine Association............. 46 199,058,000 77 183,211,000 81 162,857,000 74 
California Redwood Association.............. 13 249,380,000 91 230,023,000 84 229,610,000 80 
i Pe cvcscdeeehetecnaksuene aan 490 10,261,741,000 82 9,826,681,000 79 9,527,233,000 77 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 191 1,050,834,000 77 960,451,000 70 914,676,000 66 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 220,506,000 77 140,897,000 61 114,287,000 53 
Pt Pe 6ccceseeveve baa seabaewces 216 1,27 1,340,000 77 1,101,348,000 69 1,028,963,000 64 
EE cee woe adeen nkvednab wae owteenat 681 1,53 3,081,000 81 10,928,029,000 78 10,556,196,000 76 


*Average weekly number. 





Relation of Unfilled Orders to Stocks 


WasHincTon, D. C., Oct. ¢ is a 
footage Sept. 27, and the percentage relationsh 





Association— 
Southern Pine Association... .......ccecccee08 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ 
Northern Pine Manufacturers’ 
Hardwood Manufacturers’ 


Association.... 
Association... 
Institute 


statement for five associations of the gross stock 
ip of unfilled orders to stocks: 


Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 
aoe ae 933,891,000 106,659,000 11 
now! Se 1,345,440,000 296,132,000 22 
wale 79 1,359,007,000 128,804,000 9 
es 7 286,300,000 18,963,000 7 
soe ao 1,166,603,000 181,272,000 16 





North Carolina Pine 


NorFoLtk, Va., Oct. 6—The North Carolina 
Pine Association makes the following analysis 
of figures from 97 mills for the week ended 


Sept. 27: 
Per- 
Percent Percent cent 
Aver.* Actual Ship- 
Production— Feet Output Output ments 
Average* ..16,620,000 “v a 
. oO eae 6,645,000 40 - 
Shipments 9,565,000 58 144 nit 
OrGerey .cccs 8,133,000 49 122 85 
Unfilled 
orders 59,296,000 ss an or 
*“Average” is of production for the last 
three years. 
tAverage of orders per mill this week 


amounted to 83,845 feet; 


preceding week's 
average was 68,080 feet. 





Hemlock and Hardwood 


West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., Oct. 8—The West Coast 
Lumbermen’s Association reports that 229 mills 
—all those giving production, shipments and 
orders—during the week ended Oct. 4 gave 
these figures: 
Production 116,863,000 
+ monapaad 120,650,000 
Orders .129'559,000 10.86% 


3.24% production 


production 


over 
over 


A group of 350 mills, whose production re- 
ports of 1930 to date are complete, reported as 
follows: 

Average weekly operating- capacity . 304,155,000 
Average weekly cut for forty weeks— 

OD eco nt ciara dansarrks os netes 209,519,000 

SP Kath cea ee Saeneneswnsaece News 168,595,000 
Actual cut week ended Oct. 4...... 138,369,000 


A group of 228 mills, whose production for 
the week ended Oct. 4 was 116,557,000 feet, re- 
ported distribution as follows: 








Unfilled 
OsHkosH, Wis., Oct. 6—The Northern Shipments Orders Orders 

Hemlock & Hardwood Manufacturers’ Asso- — tah 45,569,000 . 44,806,000 103,195,000 
. ° . Jomestic 
ciation makes the following report for the week tt 37,929,000 42,010,000 211,554,000 
ended Sept. 27: Export |. . 2154525000 26,987,000 85,671,000 

Percent Local 15,415,000 15,415,000 .......... 

o - 
Hardwoods— Total Per Unit* pacity 120,365,000 129,218,000 400,420,000 
Capacity, 46 units.. 9,726,000 210,000 100 . * 
ieleel Ueedactions 2'012'000 44.000 21 A group of 183 mills, whose reports of pro- 
Shipmentsf ........ out 000 82,000 a8 duction, shipments and orders are complete for 
ye ne ee oe st +44 48,000 = 22 1929 and 1930 to date, reported as follows: 

Week 
Memlock— Oct. Average first 40 weeks 
Capacity, 65 units*..13,736,000 210,000 100 a. a ee 
: f z 

ned cee He Production 106,258,000 134,592,000 169,298,000 
Ore ers received "sas: 1:7 10,000 26.000 12 Shipments 110,213,000 134,522,000 170,617,000 
Orders on hand.....10,458,000 = ..... : Orders -118,670,000 128,544,000 169,238,000 


*Daily 10-hour productive capacity of 35, 000 
feet is considered one unit. The production 
is based on lumber scale. 


Lumber fabricated at mill and used in 


construction work is included in total orders 
and shipments. 





Harvarp Economic Society’s weekly com- 
modity price index dropped to 78.5 for the week 
ended Oct. 1, 1930, from 79.3 for the week 
ended Sept. 24, 1930. 








Southern Pine Barometer 


New Orveans, La., Oct. 6.—For the week 
ended Sept. 27, Saturday, 140 mills of total 
capacity of 15934 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31, 1929), 
report as follows to the Southern Pine Asso- 
ciation : 

Percent Percent 
3-Year Actual 


Production— eet Feet Ave. Prod. oa 
Aver. 3 yrs.. 67,293, 083. 
eee —- 45, 510, 877 67.63 

Shipments* ....2,295 48,195,000 71.62 105.90 

Orders 
Received* ....2,308 48,468,000 72.03 106.50 
On hand end 

weekt 5,346 112,266,000 


*Orders were "100.57 percent of ahipenents, 
tOrders on hand at above 140 mills showed 


an increase of 0.24 percent, or 273,000 feet, 
during the week. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PortLanp, Ore., Oct. 8.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Oct. 4: 


Total number of mills reporting, 91: 


Actual production for week....... 34,628,000 
ES EOS SAO Ee 38,698,000 
Orders received .......ccccecsces 46,888,000 
Report of 65 mills: 

Operating capacity .............. 72,581,000 
Average for 3 previous years..... 43,428,000 
Actual production for week...... 32,752,000 
Beport for 80 mills: 

Average production ............. 41,110,000 
ee ee Perea ree 133,406,000 
Stocks on hand—Oct. 4.......... 1,325,876,000 


Identical mills reporting, 65: 

Production 

Gperatitea CAmmCIty ...cccccices 

Average for 3 previous years... 
Weeek ended 





72,581,000 
43,428,000 
Week ended 


Oct. 4,1930 Oct. 5, 1929 
Actual for week.. 32,752,000 43,375,000 
Shipments ......... 36,421,000 40,467,000 
Orders received 44,949,000 34,751,000 
Identical mills reporting, 36: 
Production— = 
Average for 3 previous years.... 31,071,000 


Week ended 
Oct. 5, 1929 
100,490,000 
$55,622,000 


Wieek ended 
Oct. 4, 1930 
Unfilled 117,156,000 


orders 


Gross stocks on hand.1,035,925,000 
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California Redwood 


San Francisco, Catir., Oct. 6.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for the week ended Sept. 27 











Redwood. White- 
Percentof wood 
Feet production Feet 
production ..... 5,985,000 100 1,415,000 
Shipments ..... 6,778,000 113 1,670,000 
Orders-— x 
Received ..... 6,289,000 105 1,771,000 
On hand ..... 20,994,000 ite 6,535,000 
Detailed Distribution of Redwood 
Shipments Orders 
Northern California*® ...... 2,095,000 2,429,000 
Southern California* ...... 2,779,000 2,032,000 
ND ina ai ed Die eee 42,000 92,000 
Minsterng ..ccccccsecccvcces 1,607,000 1,201,000 
DUNE cesctecasssvcccavs 255,000 535,000 
6,778,000 6,289,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





West Coast Analysis 


SEATTLE, WaASH., Oct. 4.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended Sept. 20: 











Washington British 
and Oregon Columbia 
98 mills 15 mills 
Orders on hand first of 
week— 
CRMEORTES. coe ccss 57,929,360 2,709,564 
Atlantic Coast ....119,750,241 12,799,018 
Miscellaneous 2,469,858 943,500 
y as eee ers 180,149,459 16,452,082 
Orders received— 
California ........ 20,608,976 1,217,000 
Atlantic Coast .... 24,125,315 1,092,700 
Miscellaneous 521,324 1,678,700 
EE se disc9 dole me 45,255,615 3,988,400 
Cancellations— 
ree ny. MR ee 
Atlantie Coast 1,580,222 266,000 
Miscellaneous an 8 «—\cmeinaria 
MOND 6 isivcctaves 2,068,187 266,000 
Shipments— 


a 17,417,819 1,650,959 
Atlantic Coast .... 17,822,719 1,861,3 








Miscellaneous rr 

BOGE . ia enae wires 35,424,685 3,512,326 

Orders on hand end of 
week— 

COMIOPN TR i664 0s0 60,675,517 2,275,605 
Atlantic Coast ....124,472,615 11,764,351 
Miscellaneous 2,764,070 2,622,200 

| ee eyes 187,912,202 16,662,156 


.Following amounts were reported by mills 
Siving totals only, and not distribution: 


Wash. & Ore. B.C. 
9 mills 3 mills 
Orders on end first 
FT Saar 5,877,700 1,335,426 
Orders received ........ 2. *  ) re 
Cancellations .......... Ew Gagia ie ats 
nage agp agg, EE ee 2) ae rere 
Unfilled end of week... 6,256,635 1,335,426 
TOTAL DoMEsTIC CARGo— 
125 mills 
Orders on hand first 
_ 2. ee , - 203,814,667 
Orders received ......... 1,081,486 
Cancellations BS a 2,359,187 
on eg Eee 40,370,547 
Unfilled end of week..... 212,166,419 





Southern Pine Costs 


New Orteans, La., Oct. 6.—The Southern 
Pine Association cost statement for July gives 
average cost per thousand feet, board measure, 
of producing and shipping southern pine lum- 
her, not including interest on loans or invested 
capital. This report—covering 81 mills operat- 
ing 111% units that produced 171,939,584 feet— 
shows that the average total cost per thousand 
feet for that months was $24.67. This is a de- 
Crease of 52 cents from the average cost for 
June, which on a production of 164,347,872 feet 





was $25.19, and a decrease of 92 cents from 
July last year. The average cost for the first 
seven months of 1930 was $25.21 on a total 
production of 1,314,376,994 feet, compared with 
$25.35 on a production of 1,597,597,268 feet for 
1929. Of the 64 concerns whose mills are in- 
cluded in this report, 30 showed costs less than 
the average. The figures for the entire number 
show a spread from a low of $19.70 to a high 
of $32.85. 





California Pine Monthly 


San Francisco, Cauir., Oct. 4.—The fol- 
lowing is a summary of August production and 
shipments and Sept. 1 inventories and unfilled 
orders, as prepared by the California White & 
Sugar Pine Manufacturers’ Association: 


August Reports for 26 Mills 








Production Shipments 
Calif. white pine....... 86,867,952 52,004,641 
DUMEE OER 4c cnceseks 19,600,177 7,497,628 
BETHOG PINON 2... cccssss 5,998,040 3,683,091 
Total PWMGG .6.ccecves 112,466,169 63,185,360 
pi a ee re 9,862,862 4,249,899 
Red (Douglas) fir..... 2,700,459 1,249,893 
All other woods....... 1,387,363 2,565,757 
SRGNPORRENE cecseccce§ cesaksics 11,120,337 
Total other woods... 13,950,684 19,185,886 
Grand COG o6cccecece 126,416,853 82,371,246 
Sept. 1 Inventories and Unfilled Orders 
Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white pine....139,665,864 17,511,582 
BUSES WANG. 6c<.cincidcs 85,101,100 7,921,240 
No. 3 shop, mixed pine. 30,074,186 8,520,507 
No. 3 shop and better, 2 
white and sugar pine 788,000 608,000 





Total uppers 


Common— 
California white and 


(avsdas 255,629,150 34,561,329 





sugar pine* ...... 365,759,632 140,890,391 
All other woods..... 91,615,468 21,066,683 
Total lowers .....+.. 457,375,100 161,957,074 
Grand totala .....5.. 713,004,250 196,518,403 

Box shook and cut stock 19,100,932 39,555,258 


*Includes pine box lumber. 
Comparative Reports on 22 Operations 


The following comparative statistics from 22 
operations for August, 1929, and August, 1930, 
represent 65.9 percent of the total pine industry : 

Percent 

1930 Decrease 

97,385,777 22.2 


108,595,461 23.3 


1929 
Aug. Production— 
Pine only...... 125,064,398 
All species in- 
cluding pine..141,440,965 
Aug. Shipments— 
iy fe. ere 87,615,162 
All species in- 
cluding pine..112,725,377 
Inventories Sept. 1— 
No. 3 shop and 


57,489,283 34.4 
74,875,169 33.6 


a eee 192,306,275 227,844,077 *18.4 
All species and 
a 572,938,361 657,257,048 *14.7 


Unfilled Orders Sept. 1— 
No. 3 shop and 


ee 31,540,702 28,806,365 8.7 
All species and 

| 181,919,525 173,764,970 4.5 
*Increase. 





Committee to Establish Stresses 


Wasuincton, D. C., Oct. 6—The appoint- 
ment of a subcommittee on unit working stresses 
for lumber and timber has been announced by 
Robert P. Lamont, secretary of commerce and 
chairman of the National Committee on Wood 
Utilization. The establishment of this board 
is a result of a request made by the lumber 
industry to the National Committee to meet the 
demand of engineers, architects, builders and 
others for reliable working stresses. 

Members of the subcommittee, all nationally 
known engineering authorities, as announced 
by Secretary Lamont, are as follows: Chair- 
man, F. O. Dufour, consulting engineer, United 
Engineers and Constructors (Inc.), Philadel- 
phia; Morris Brooks, chief, bureau of building 
inspection, department of public safety, Phila- 
delphia; Clement E. Chase, consulting engi- 
neer, Philadelphia; C. C. Cook, maintenance 
engineer, Baltimore & Ohio Railroad Co., Bal- 
timore; John Foley, assistant purchasing agent, 
Pennsylvania Railroad, Philadelphia; J. N. 
Pease, a director of Lockwood Greene Engi- 
neers (Inc.), New York City; G. J. Ray, 
chief engineer, Delaware, Lackawanna & West- 
ern Railroad Co., Hoboken, N. J.; W. A. 
Slater, director, Fritz Engineering Laboratory, 
Lehigh University, Bethlehem, Pa., and Morton 
O. Withey, professor of mechanics, University 
of Wisconsin, Madison. 

According to Axel H. Oxholm, director of 
the National Committee on Wood Utilization, 
this action will afford lumber producers an 
opportunity to submit to a group representing 
all branches of the engineering profession for 
review and approval such working stresses as 
are advocated for the different structural 
grades. Upon presentation of stress recom- 
mendations, the subcommittee will examine the 
supporting data available and will either ap- 
prove or disapprove the proposed working 
stresses. Only in cases of approval will its de- 
cision be publicly announced. 

It was pointed out that it was not to be 
a function of the subcommittee to set up or 
recommend working stresses, nor does it have 
or desire any power to enforce its decisions. 
It has been established by the National Com- 
mittee on Wood Utilization for the benefit of 
the producer and consumer in order to facilitate 
the economical use of structural lumber and 
timber, it was explained. 

It is the committee’s belief that when the 
various regional lumber manufacturers’ asso- 
ciations reach an agreement among themselves 
on the subject of stresses covering the different 
species, if they can in addition obtain the ap- 
proval of an impartial body, the chance for 
general acceptance of their working stresses 
among specifiers and consumers will thereby 
be much greater and react to the benefit of all 
concerned. Through this proposed arrangement 
it is hoped much of the present confusion in 
regard to timber stresses will be cleared up. 
It is interesting to note that the steel industry 
for some time past has had the benefits of such 
a stress committee. 





Sales Exceed Output by 12 Percent 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuinecton, D. C., Oct. 9.—Six hundred and twenty softwood mills of eight associations 
for the week ended Oct. 4 reported to the National Lumber Manufacturers’ Association pro- 
duction aggregating 229,066,000 feet, shipments, 244,267,000 feet, and orders, 257,341,000 feet. 
The week’s figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association.......cccccceceess ‘ 


West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association..... 
California White & Sugar Pine Mfrs.’ Assn.... 
Northern Pine Manufacturers’ Association..... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 
North Carolina Pine Association............. 
California Redwood Association.............. 


Totale, GOCtWOOES. ..occcccccce Sine eankihe one 


Hardwoods— 


Totals, 


PS Uses ewe vsbeee ses evtwbdeve 





No. of 

Mills Production Shipments Orders 
o® 142 46,498,000 50,358,000 48,426,000 
ei 229 116,863,000 120,650,000 129,559,000 
as 91 34,628,000 38,698,000 46,888,000 
oe 18 13,767,000 15,814,000 14,055,000 
7 3,498,000 3,460,000 3,886,000 
24 1,955,000 1,798,000 1,395,000 
oe 98 6,337,000 9,047,000 7,951,000 
+. 11 5,520,000 4,442,000 5,181,000 
620 229,066,000 244,267,000 257,341,000 
26 25,188,000 29,945,000 31,812,000 
24 937,000 2,556,000 2,411,000 








285 26,125,000 32,501,000 34,223,000 
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Hire Protection in Lumber and Wood- 


working Plants — 


The proximity of “Fire Prevention Week” 
and the publicity given the subject of fire pro- 
tection during that period should bring the 
thought of protection of his own plant to the 
mind of each executive. A discussion of fire 
protection in lumber and woodworking might 
include the standing timber and go through to 
the finished product, and its storage. The in- 
dustry is so varied, however, that only the more 
general processes and hazards found in nearly 
all woodworking plants will be touched on. 

The lumber yard or millwork plant must be 
assured first of an adequate water supply, a 
complete system of hydrants and hose houses 
with necessary equipment, and take precautions 
against freezing of the water supply. Cleanli- 
ness and orderliness in operations are of prime 
importance. 

Interior fire protection is of great impor- 
tance. This must be selected to fit the type of 
hazard. Right here it might be well to touch 
on the various types of fire fighting equipment, 
and their adaptability to different kinds of fire. 

Extinguishing devices can be divided into 
three general classes. Briefly these are: 

First—The Quenching or Cooling Type. This 
type is designed to extinguish fires in free burn- 














Foam type extin- 
guisher for oil and 
varnish fires 


Soda and acid type 
extinguisher 


ing materials, such as wood, fabrics, rubbish 
ete. Extinguishers of this class include the 
ordinary chemical (soda and acid) tip-over type, 
hose lines, water pails, pump tanks, and ap- 
pliances using water as the principal extinguish- 
ing agent. They extinguish fire by cooling the 
burning material below the kindling or combus- 
tion point. 


Second—Blanketing or Smothering Type. Ex- 
tinguishers of foam type, Pyrene, or carbon- 
tetrachloride, and CO, (compressed carbon 
dioxide) are designed to fight fires in highly 
flammable materials, and are particularly effec- 
tive on fires originating in oils, greases, gaso- 
line, varnishes, and similar materials, which are 
not easily extinguished by water. 

* Third—Non-conductor Type, such as Pyrene 
(carbon-tetrachloride) and CO, (compressed 
carbon dioxide). These extinguishers can be 
used with safety on electrical equipment, such 
as motors, generators, panel or switch boards, 
and high tension wires. 


Note: The soda and acid or foam extinguish- 
ers, or any extinguishing device using a water 
content should not be used on electrical equip- 
ment. Danger to the operator, plus possibility 
of damage to the equipment makes it imperative 
to use a non-conductor type. 


All of the above types are made in many 


different sizes, and in several different forms. 

It is obvious that no one type of extinguish- 
ment will take care of all risks in the lumber 
industry. The record of the National Fire Pro- 
tection Association divide fires in woodworking 
establishments into six classes, namely : 

1. Interior woodwork, builders and veneer. 

2. Box factories. 

3. Miscellaneous and tenant occupancies. 

4. Sash, door and blind. 


5. Hardwood turning, bobbin, spools, wood 
heels etc. 


6. Plates, pails, tubs and similar products. 


By following this classification we can arrive 
at the best type of fire protection for the gen- 
eral industry, and the specific form for hazards 
peculiar to each branch of the industry. It has 
been found that woodworking hazards are in- 
fluenced by the kind of wood used, that is, 
whether hard or soft. Some plants use both, 
but the majority are limited to one kind. Soft 
woodwork usually gives more waste material, 
and stock is more inflammable. Usually this 
industry is more hazardous than the other. For 
the lumber producer or lumber yard, where soft 
wood is worked in the wet or damp state, the 
condition of the wood is such that it is less 
combustible. 

Since the sawmill and lumber yard have 
many operations and hazards in common, we 
can classify them together, and cover most 
other hazards with the same type of protection. 
Around either of these plants the care of waste 
is of the greatest importance. As a general 
rule such waste is conveyed to the boiler 
room and burned. In the case of large mills 
where there is an accumulation beyond ordi- 
nary consumption the surplus refuse is usually 
burned in an incinerator, and this of course 
must be at a safe distance from the plant. 

The fire hazard in lumber piles is very well 
known. Precautions are usually observed for 
fire protection and proper fire stops are often 
built. Some plants go to the expense of havy- 
ing a sprinkler system to help as a fire stop. 
It is essential to keep the grounds around the 
piles free from grass and brush. In dry weather 
such material, if set afire, can be easily com- 
municated to your property. 

In addition to the hydrant 
hose line mentioned in 
preceding paragraphs, it 
is advisable to have 
a plentiful supply of 
water casks or water 
extinguishers available 
throughout the yards. 
For this protection 
there are available 5- 
gallon pump tanks of 
excellent construction, 
which are designed so 
that the contents will 
not freeze down to 40° 
below. zero F. Pump 
tanks similar to the one 
illustrated have fre- 
quently been the means 
of extinguishing a fire 
that might easily have 
become a conflagration, 
If facilities for protect- 
ing them from freezing 
are available the 40- 
gallon wheeled chemical Pump tank — suitable 
engines are good pro- for low temperatures 
tection for a lumber yard. 

The soda and acid type on wheels is generally 
used for the lumber yard, particularly if the 
plant is located at some distance from the city 


systeni and 

















By R. B. Dickson, Assistant General Sales 
Manager, Pyrene Manufacturing Co. 


or town fire department. It will control a fair 
sized blaze, and can be brought into action 
quickly. As mentioned above, care must be 
taken to see that such a machine is protected 
from freezing, as the solutions freeze at the 
ordinary water freezing temperature. 

If painting or spray processes are carried on 
in the plant, the hazard should be protected by 
foam type extinguishers. The 2%-gallon foam 
extinguisher is designed to com- 
bat fires originating in oils, 
greases, varnish, shellacs, and 
other highly flammable materials, 
and if handled properly will 
prove very effective on such 
risks. This size extinguishers 
should not be counted on to cover 
a fire area of more than 12 square 
feet. In the case of hazards em- 
ploying volatile liquids or flam- 
mable materials in large quanti- 
ties, the 40-gallon foam extin- 
guishers on wheels or devices 
like the foam accumulators shou!d 
be used. If the plant is equipped 
with electrical motors the Pyrene 
(carbon-tetrachloride) type 
should be installed at readily ac- 
Non-conduc- cessible points. If these are lo- 

tor type cated where there is consider- 
extinguisher able dust, it is wise to enclose 

the extinguishers in metal boxes 
with glass fronts. This prolongs the life of the 
equipment, and yet leaves it instantly available. 
The advantages of this type are that it is a 
non-conductor of electricity, and therefore safe 
to use on electrical equipment; it will not freeze 
in temperatures as low as 50° below zero; it 
requires a minimum of-attention. Many incipi- 
ent fires, which might easily have meant heavy 
loss, have been quenched by this efficient type. 
If individual motors are used there should be 
available extinguishers of the 1-quart or 1%- 
quart Pyrene (carbon-tetrachloride) type. 

In the finishing of woodwork such as furni- 
ture, radio cabinets, or in the manufacture of 
toys and carriages, there are likely to be con- 
siderable storage of paints and oils, of gasoline 
or other volatile liquids, and various hazards 
through the plant at the varnish dip tanks, paint 
or japaning rooms, drying rooms or spray rooms. 
There are many small hazards such as those 
about the glue pots and around embossing and 
etching operations. These particular hazards 
should be protected by the foam type extin- 
guisher, quantity and size of which would be 
determined by the plant area and size of haz- 
ardous operations. For the paint, japan or var- 
nish dip tanks there are available automatic 
foam accumulators, arranged so that the sys- 
tem functions immediately at the source of the 
fire. The water is turned on automatically and 
foam delivered to the fire in a quantity sufh- 
cient to extinguish the blaze. The automatic 
type will shut itself off after the foam produc- 
ing materials have been consumed. By pre- 
determining the area, and allowing for a proper 
factor of safety these foam systems can be in- 
stalled so that one is assured of adequate pro- 
tection should a fire occur while the plant 1s 
shut down. 

Storage of paints, oils, varnishes and spray 
materials is of great importance. These should 
be kept in rooms particularly designed for that 
purpose, properly metal lined, and with an auto- 
matic fire door, if the storage room is open 
during the day. The accumulation of oily waste 
or grease rags must be avoided. Records show 
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a 
many fires have occurred through neglect of 
this comparatively small matter. 

Since manufacturing processes in the indus- 
try are very varied and include the hazards 
from the boiler or heating apparatus, the kiln 
and caul boxes, blower systems, and the haz- 
ards of rapidly moving machinery and bear- 
ings, it is essential that thought be given to the 
protection of these special hazards. Sprinkler 
systems or stand pipe systems must be aug- 
mented by a sufficient quantity of first aid ap- 
pliances, such as the 2/2-gallon foam and 2%- 
gallon soda and acid type, or the 1-quart car- 
bon tetrachloride (Pyrene) extinguishers. 


In many of the plants producing cheaper 
grades of varnish or household utilities, var- 
nish dip tanks of all sizes are used, the varnish 
being thinned with light volatile oil or some- 
times with gasoline. This is particularly haz- 
ardous. A tank of this sort should be covered 
with the automatic foam system if possible. If 
the owner will not go to this expense, metal 
automatic closing covers should be installed, 
and a live steam line run into the tank. This 
makes for cheaper, but not as effective fire pro- 
tection as the foam system. 

For the spraying booths that are so frequent 
in some furniture or woodworking plants today 
foam or compressed carbon dioxide extinguish- 
ers should be available. These are to cover the 
immediate risk only, and must not be consid- 
ered as protection for the entire structure. In 
case of emergency, sawdust mixed 
with soda may be used as an ex- 
tinguishing medium on varnish or 
shellac. Since there are so many 
better devices sold at reasonable 
prices which will give many years 
of service it is far better to avoid 
this makeshift extinguishing device 
and put your dependence on proper 
equipment. 

Manufacturers of fire fighting 
equipment are constantly striving 
to produce devices which will keep 
pace with the hazards brought 
about by the changes and advance- 
ment in industries. Fortunately 
mechanical and chemical experi- 
ments carried on by fire equipment 
manufacturers of good reputation 
have enabled them to give the in- 
dustrial field equipment properly 
designed to protect even the most 
difficult risks. It behooves the 
plant manager when confronted 
with some particular problem to 
consult his insuring agency, and 
advise with representatives of 
manufacturers sufficiently familiar 
with the fire problems to give 
sound engineering advice. 

In the purchase of fire equip- 
ment it is important to buy for 
quality rather than price. Fire 
Protection equipment is an investment, and 
should be looked on as something which will 
last for many years. It will do this provided 
periodical attention and proper care are given it. 





Suits to Collect Accident Insurance 


St. Paut, Minn., Oct. 6.—Death aboard ship 
near Bombay Feb. 15, 1930, of Charles A. 
W eyerhaeuser, St. Paul, nationally known fig- 
ure in the lumber industry, was caused by vio- 
lent bodily injury which caused a lethal in‘ec- 
tion, it is alleged in three suits filed in Ram- 
sey County district court in St. Paul to collect 
$70,000 in accident insurance policies. held by 
Mr. Weyerhaeuser, The suits were filed for 
Mrs. Maud Moon Weyerhaeuser, the widow, 
by C. W. Briggs, attorney. 

Notice of a fourth suit asking an additional 
$20,000 also was filed, but this action has heen 
transferred to Federal district court, where the 
complaint has not yet been filed. 





‘Do you like these endurance contests ?” 
Not as between radios.” 


Demonstrating Fire-Resisting Doors 


WIwnipec, Man., Oct. 6—To counteract the 
agitation developed in Winnipeg and various 
western Canada centers to have all apartment 
blocks and public buildings constructed in the 
future equipped with steel-clad doors and to 
show that a well constructed flush or slab type 
door would be sufficiently fire-retardant to give 
ample time for the occupants to make their 
escape or to be rescued, some interesting dem- 
onstrations recently were made by D. Ack- 
land & Son (Ltd.). This demonstration was 
viewed with enthusiasm by a large number of 
persons identified with the building industry. 















Foam making accumulator showing quick recharging method 


For demonstration purposes three doors were 
used—one an ordinary oak panel door with a 
5-ply 3%-inch panel; the second, a 5-ply 13%4- 
inch birch slab door, and the third a 1%-inch, 
5-ply Roddis Protext door. This last named 
door is built on the same principle as the ordi- 
nary slab doors but has a layer of asbestos on 
each side underneath the face veneer. No claim 
was made that these doors were fireproof, but 
it was claimed that they were fire-resisting and 
the test was carried out to show to what extent 
this claim was justified. 

All three doors were built up with asbestos 
wings which were approximately 18 inches 
higher than the doors. The three doors were 
set up near one another and securely braced. 
Shavings saturated with crank-case oil were 
piled between the asbestos wings and in con- 
tact with the doors. All of these three piles 
were ignited simultaneously. During the course 
of the test, all of the fires were fed with more 
shavings and every effort made to subject the 
doors to equal heat. 

Three and one-half minutes after the com- 
bustible material had been ignited, the panel 
door was burned through and the door was in 


flames. At that time neither of the Roddis 
doors was affected and the side away from the 
fire was cold. About one minute later a slight 
explosion occurred and the veneer and asbestos 
lining on the Roddis Protext door fell off. The 
intensity of the fire was maintained with shav- 
ings and oil. 

According to the National Testing Labora- 
tories (Ltd.), which compiled data on the test, 
15 minutes after the fires had been lighted there 
was no indication of flames coming through 
either of the remaining doors and the sides 
away from the fire were warm to the touch. 
Twenty minutes after the fires had been lighted, 
flames came through the space between the as- 
bestos wings and the doors and also were creep- 
ing underneath the bottom of the doors, this 
being due to faulty construction for the test. 
On the fire side the doors were well charred 
but were not burning with intensity. Thirty 
minutes after the fires were lighted, neither of 
the Roddis doors was ignited except where 
the flames were charring the sides and _ bot- 
toms. The outside of the doors was warm, but 
the hand could be held against them without 
any discomfort. 

The test was discontinued after 47 minutes, 
at which time the doors were charred from the 
sides and bottom for about 8 inches but, despite 
this condition and an intense fire against the 
other side, the hand still could be held against 
the front of the doors. Commenting on the test, 
officials of the National Testing Laboratories 
said: 

Our opinion is that all three doors were ex- 
posed to a temperature of approximately 2,000 
degrees F., that this temperature was reached 
rapidly after lighting the fires, that the tem- 
perature was maintained throughout the test 
and all three doors were exposed to similar 
conditions. We are satisfied that both t) pes 
of the Roddis doors under test could be 
classed as fire-resisting. 

The test indicated that either of these doors 
would defy penetration by flames for practically 
50 minutes and there is no doubt that in any 
locality rescue would be at hand long before the 
expiration of this time. 

D. Ackland & Son, who were responsible 
for this test, believe that nothing will prevent 
fires better than a metal clad door used in con- 
junction with a fireproof wall and used as a 
sliding door on one side of the wall. However, 
the company does contend that where a metal 
door is used in the same manner as an ordi- 
nary door that is fitted into a casing, it is quite 
likely to be a detriment rather than a help. The 
company says that when subjected to heat, the 
metal would expand and jam the door. As a 
result, the occupants would be trapped in an 
apartment or public building where the fire 
raged along the corridor. 





Shows Worst of Slump Is Past 


New York, Oct. 6.—The annual trade sur- 
vey of the National Association of Manufac- 
turers, presented at its meeting here today 
by J. Lewis Benton, general secretary, while 
it showed that the country is passing through 
a business depression, revealed significant 
facts which indicate that the worst of the 
slump has passed. Principal among these is 
that the wage scale generally is holding, that 
with a great decrease in production there is 
no considerable overstock of goods on hand, 
that while sales quantities have fallen off 
largely, the decrease of sales prices has not 
been in anything like the same ratio, that 
the outlook for winter is preponderantly 
favorable in varying degrees of excellent, 
good and fair, and that a condition of com- 
plete labor tranquility prevails. The survey 
was made by means of a questionnaire sent 
to members embracing all industries having 
membership in the association. 
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Hardwood 


Furniture and Box Plants Buying 


Mempuis, TENN., Oct. 6.—A slight improve- 
ment in demand for southern hardwoods was 
noted last week, but prices remain low. 
Some rather large orders have been placed 
by furniture and box and crate manufac- 
turers. The new business has sent sales up 
to 57 percent of normal, or ten points higher 
than production. Shipments have jumped to 
55 percent of normal. It is the first time for 
many weeks that sales have passed the 50 
percent mark, and they have done so despite 
the fact that there is no demand from auto- 
mobile manufacturers, and little from retailers 
and flooring factories, though some flooring 
factories are buying sparingly of hardwoods 
offered at low prices. The demand from 
the other groups is practically unchanged. 
Foreign trade is still exceptionally good and 
it is thought that shipments for export will 
continue rather heavy throughout the _ re- 
mainder of the year. Shipments for Septem- 
ber were exceptionally heavy, and shipments 
for October are fairly good. Orders now 
being received from English buyers are for 
shipment during November and December. 

Weather has been ideal for heavy produc- 
tion, but few manufacturers want to operate 
until stocks are reduced. Some mills are 
running part time on special orders. Logs 
are exceptiona!ly cheap for this time of year. 


Sales Increasing Slowly 


Boston, Mass., Oct. 7.—Demand for hard- 
woods is increasing, somewhat slowly but 
surely, according to wholesalers with wide con- 
nections. Orders are almost invariably for 
quite modest assortments, and the buyer is 
usually insistent that shipment be very prompt. 
Stocks in consumers’ hands are unquestionably 
very light. 

The discouraging feature of the present mar- 
ket situation is that prices have not only failed 
to show any real improvement, but in some 
spots there is more or less actual weakness. 
Very recent business is reported at the fol- 
lowing range for 4/4: Ash, FAS, $85@90; 
No. 1, $54@56. Basswood, FAS, $75@s80; No. 
1, $52@56. Beech, FAS, $70@75; No. 1, 
$52@56. Birch, FAS, $90@100; No. 1, $54@ 
56. Maple, FAS, $87@92; No. 1, $54@60. 
Oak, plain hard red, FAS, $75@80; No. 1, 
$55@58; plain hard white, FAS, $92@96; 
No. 1, $58@61; plain soft white, FAS, $105@ 
110; No. 1, $64@67; quartered white, medium 
texture, FAS, $133@137; No. 1, $81@85; 
quartered, soft, FAS, $147@152; No. 1, $92@ 
98. Poplar, medium texture, FAS, $80@87; 
saps, $61@65; No. 1, $47@52; soft, FAS, $108 
@115; saps, $74@78; No. 1, $60@63. 

Flooring quotations show a more conciliatory 
attitude on the part of manufacturers, but this 
has not stimulated demand. The bulk of cur- 
rent business is at the following range: Plain 
white oak flooring, first grade, $82@84; sec- 
ond grade, $60@63.50; third grade, $41@44.50; 
Michigan maple flooring, first grade, $88; 
American birch flooring, first grade, $76@78; 
Canadian, $85, duty paid. 


Buying Tends to Increase 


Louisvitte, Ky., Oct. 6—Buying in the 
Louisville hardwood market has shown a bet- 
ter trend. Local houses have accepted some 
fair orders of late, and report better or more 
numerous inquiries. Such items as 1- and 2- 
inch plain sap gum, %-inch plain red oak com- 
mon and inch plain red oak FAS, 2-inch quar- 
tered black gum, and some cottonwood, beech, 
common poplar and wormy oak have been sold. 
There has also been a little inquiry for ash. 


ay 


Buying Trend Upward 


Wormy oak is not active, but better. Magno- 
lia, elm and maple continue very dull. There 
have been a few orders for walnut, and a bet- 
ter inquiry. Top grades of poplar continue 
draggy. Furniture, planing mill, radio and re- 
handler inquiries have been reported. A little 
business has been coming from railroads, and 
some orders for low grades for the Federal 
Government. Box plant orders have been fair. 

Prices are just about stationary, some items 
bringing slightly firmer prices and others being 
sold under the market. Quotations on inch 
stocks f. o. b. Louisville that appear to be well 
in line are: Poplar, southern FAS, $80; Ap- 
palachian, $90; saps and _ selects, southern, 
$50@55; Appalachian, $60; No. 1, southern, 
$38@40; Appalachian, $46; 2-A, southern, $32; 
Appalachian, $38; 2-B, $22. Walnut, FAS, 
$235@240; selects, $155@160; No. 1, $85; No. 
2, $35. Sap gum, plain FAS, $45; common, 
$30@32; quartered, FAS, $55; common, $38. 
Red gum, plain, FAS, $88; common, $44@45; 
quartered, $2 premium over plain. Ash, FAS, 
$75; common, $48. Cottonwood, FAS, $48; 
common, $32. Oak, southern, red, plain, FAS, 
$60@63; common, $45; white, FAS, $80; com- 
mon, $47. Oak, Appalachian, red, plain FAS, 
$75@80; common, $48; white, plain, FAS, 
$90@95; common, $55@57; white, quartered, 
FAS, $125; common, $75@s80. Sound wormy 
oak, $28@30. 

Col. C. C. Mengel, Mengel Co., Louisville, 
after some weeks at Atlantic City, is spending 
a few days in New York and plans to return 
to Louisville late this week. 

W. A. Gates, traffic manager W. P. Brown 
& Sons Lumber Co., was one of several ship- 
pers who went to Indianapolis, Oct. 2, for the 
Ohio Valley Shippers’ Advisory Board meet- 
ing. 


Radio and Furniture Plants Buying 


CINCINNATI, Onto, Oct. 6.—Radio cabinet 
plants are sending in small orders to whole- 
salers of Appalachian hardwoods. This buy- 
ing is in mixed carlots for the most part. 
Some small furniture orders are being placed, 
the woods specified being white oak, gum, 
poplar and chestnut, mostly in 4/, 5/ and 6/4. 
Coffin factories are taking small lots of low 
grade chestnut. Mixed carlots of basswood 
are being bought by toy factories. Ash and 
cherry are dead, since piano business is very 
quiet. Some small lots of cherry are being 
sold for radio cabinets, but the largest sale 
locally is for backing electrotypes. Dealers 
who have returned recently from the East 
and New England report a better feeling than 
in the central States. The Easterners are 
more willing to pay quoted prices, and are 
taking oak, chestnut and poplar of the better 
grades for interior trim. Some of these items 
are being shipped to southern Canada as well. 
The automobile trade is dull, with factories 
taking only small lots. Dealers in dimension 
stock report an improved demand, but for 
difficult items and in mixed-carlots. Hardwood 
export business is dull, with inquiries hard to 
develop into orders. 

Southern pine and cypress are dull, and so 
are Pacific coast woods. 

The J. R. O'Neill Lumber Co. has incorpo- 
rated with capital of $25,000, of which $15,000 
has been subscribed. Mr. O’Neill is president 
and general manager, with E. G. Poe as sec- 
retary and treasurer. Mr. O’Neill was for- 
merly sales manager of the Tennessee Lumber 
& Coal Co. and H. L. Mickle Lumber Co. 
The company will give particular attention to 
southern pine, white pine, hemlock and Appa- 
lachian hardwoods. 


Furniture Men Foresee Improvement 


Burrato, N. Y., Oct. 6—The semi-annyal 
exposition of the Jamestown Furniture Mar. 
ket Association will open in the Exposition 
Building, Jamestown, N. Y., on Oct. 27 and 
continue until Nov. 8. About forty manuy- 
facturers have thus far taken space. The 
manufacturers say that there is a growing 
tendency to buy articles for the home, and 
that this will gain strength with the increase 
of business activity and employment. 

The annual meeting and election of the 
Buffalo Retail Lumber Dealers’ Credit Cor- 
poration will be held on Oct. 15 at the Hotel 
Statler. Clark W. Hurd is president. 

Dwight Hinckley, of Cincinnati, 
saler and ex-president of the National- 
American Wholesale Lumber Association, 
was a visitor here last week and was present 
at the weekly meeting of the Buffalo Lumber 
Exchange. He told the members that in 
his opinion the lumber trade is showing a 
slight improvement. He had discovered a 
better buying spirit prevailing in the East 
than when on a trip to this territory two 
months ago. 

This is an excellent time to start building 
and home remodeling, in the opinion of 
Lewis Mitchell, president Buffalo Real 
Estate Board, which is now arranging for 
the annual Better Homes & Building Expo- 
sition, to be held in the Broadway Audi- 
torium from Oct. 20 to 25. 

The McNeil Lumber Corporation has 
opened a new gasoline station in connection 
with its lumber business at East Delevan 
and Fillmore avenues. The opening took 
place on Oct. 4, when souvenirs were dis- 
tributed. Letters announcing the new line 
were sent to members of the local lumber 
trade and other automobilists. 

Walter H. Barry, vice president of the 
Madden Lumber Co., Schenectady, with his 
wife, physician, nurse and several other per- 
sons, made an airplane trip from Ba!timore 
to Albany, N. Y., on Oct. 2, duplicating an- 
other similar trip made on Aug. 28, when 
Mr. Madden became a patient in the Johns 
Hopkins Hospital. At Albany, Mr. Mad- 
den, who stood the trip well, was transferred 
to an ambulance for the remainder of the 
trip home. 

E. E. Case, of the Case Cedar & Shingle 
Co., Raymond, Wash., was a visitor here last 
week. 


Railroad Officials Make Mill Tour 


New Orveans, La., Oct. 6.—An inspection 
trip to manufacturing plants in Louisiana and 
East Texas was recently completed by repre- 
sentatives of the purchasing, stores, and engi- 
neering departments of the Santa Fe railroad, 
according to O. N. Cloud, secretary-manager of 
Longleaf Yellow pine (Inc.), who stated the 
purpose of the tour was realized. It was, said 
Mr. Cloud, to study some proposed bridge spect- 
fications which the technical men wished to ob- 
serve in practical application at the mills. The 
trip covered 1,000 miles, beginning with the 
Santa Fe treating plant at Sumnerville, Tex., 
and ending at Houston mills. “The railway 
officials,” said Mr. Cloud, “were favorably 1m- 
pressed with the potential supply for their re- 
quirements and with the quality of the material 
examined at the mills visited for items required 
for bridge construction. Altogether the trip 
was pleasant, and a satisfactory result achieved 
was the intimate acquaintanceship the railroad 
men obtained of the problems of manufacture 
while at the same time millmen ‘gained a bet- 
ter understanding of what is required by their 
customers. 
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lor Current Market Prices on Hardwoods See Pages 68 and 69 
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Foresters Say That Yield Tax Is a Necessity 


Officials of Twenty-two. States Hold Annual Meeting on West Coast— 
Study Operation of Oregon Tax Law and Other Subjects 


PorTLAND, OrRE., Oct. 4.—Problems of the 
timber industry were discussed here Wednesday 
at the opening session of the eleventh annual 
meeting of the Association of State Foresters 
at the Multnomah Hotel, with representatives 
present from all parts of the country. 

Foremost perhaps was the question of tax- 
ation, for upon taxation will depend largely the 
conservation or renewal of the forest resources 
of the nation. Twenty-two States were repre- 
sented, C. P. Wilber, State forester of New 
Jersey, presiding. Lynn F. Cronmiller, of Ore- 
gon, Ben E. Bush, of Idaho, and George C. 
Joy, of the State of Washington, acted as hosts. 

This assemblage differed from the ten pre- 
ceding ones in that only the opening session 
was held here. Immediately after adjourning 
the foresters were taken by auto to Longview, 
Wash., to hold the second day’s session there 
and to view the Long-Bell and the Weyerhaeu- 
ser plants. 

The visitors were welcomed by Gov. Nor- 
blad and by Mayor Baker. They 
were handed novel programs with 
covers of 3-ply Port Orford cedar 
veneer, through the courtesy of the 
Evans Auto Loading Co., of 
Marshfield, and the Coos County 
Forest Fire Patrol Association. 
The fixed program consisted of the 
address by President Wilber, in- 
troduction of the foresters, “Fed- 
eral Taxation Inquiry” by F. W. 
Besley, of Maryland; “National 
Forest Purchase Program” by 
Frederick Dunlap, of Missouri; 
“State Parks vs. State Forests,” by 
G. R. (Phillip, of Oklahoma; 
“National Survey. of Forest Re- 
sources,” by Edmund Secrest, of 
Ohio; general discussion led by C. 
M. Granger, of the National For- 
est Service; “Administration of 
Clarke-McNary Co-operative 
Fund,” by A. W. L. Bazeley, of 
Massachusetts, and “Use of Air- 
planes in Forest Fire Control,“ by 
C. C. Scott, of the forest protec- 
tive association of Portland. 

State Forester Cronmiller of 
Oregon explained the workings of 
the recently enacted forest taxa- 
tion system on logged-off lands 
assigned for reforestation, a tax 
that is regarded as very carefully and equit- 
ably worked out. This law provides for classi- 
fication of lands suitable for reforestation and 
a very reasonable tax until harvest time when 
the timber is taxed so much per unit. 

President Wilber held that pending comple- 
tion of the national survey on forest land noth- 
ing much can be done to meet the tax problem, 
but that survey will be completed soon and then 
development of a tax system can begin that will 
encourage timber growing and place it on an 
actual crop basis. 

Annual Tax Must Be Eliminated 

There is no question but the annual tax on 
timber must be eliminated, held Mr. Wilber, for 
it is a burden that eats up the timber of the 
country and makes a burden impossible for 
owners to carry. At present, he held, the tax 
systems are forcing cutting of timber and glut- 
ting the market, as well as destroying the tim- 
ber resources. He contended that when the 
correct solution of the tax problem has been 
worked out timber production will be on an 
actual crop basis. Much of the marginal farm 





land, he thought, would then be planted to for- 
ests, something that would also relieve the agri- 
cultural situation. He could see no famine of 
timber in this country when once the tax prob- 
lem is worked out, but this should not be de- 
layed. 

Ben E. Bush, of Idaho, was much impressed 
with the Oregon system, which he says defi- 
nitely establishes what should be classified as 
land suitable for reforestation. In Idaho, he 
said, the question “when is land logged-off” 
frequently arises, for while it may have been 
logged it may still have enough growth on it 
for some purposes. He expressed himself for 
selective logging so that the crop may be con- 
stantly renewed, removal of the mature trees 
giving younger growth opportunity to develop 
more rapidly. 

SESSIONS AT SEATTLE 

SEATTLE, WASH., Oct. 4.—Exchange of vari- 
ous ideas in the administration of State forestry 
work and visits to several large logging opera- 











President C. P. Wilber, of the Association of State Foresters, which 
held its eleventh annual convention at Portland, Longview and Seattle, 
Oct. 1-4, and the three hosts of the convention. In the photo are, left 
to right: Lynn F, Cronmiller, Oregon State forester; C. P. Wilber, 
New Jersey State forester; Ben E. Bush, Idaho State forester, and 
George C. Joy, Washington State forester 


tions in western Washington featured the elev- 
enth annual meeting of the Association of State 
Foresters which concluded a 3-day convention 
with a business meeting in the Olympic Hotel 
here Friday night at which new officers were 
elected. 

A considerable part of Friday night’s meet- 
ing was taken up in a discussion of extension 
work. It was brought out that in some States 
a tendency has been shown for extension work 
to take over administrative duties properly 
coming under the State foresters. One speaker 
declared extension work should not go beyond 
the limits of farm units. A question from the 
floor, “Does the State forester have jurisdiction 
over all forestry interests?” revealed that in 
six to eight States it is a settled policy to have 
all forestry work under the supervision of the 
State forester and that laws relating to this 
in most instances had been made before exten- 
sion work was started. Another speaker de- 
clared extension service has power enough to 
engage in any forestry effort and that the first 
organization in the field had the tactical ad- 
vantage. The association voted to appoint a 


committee to obtain facts on this question and 
submit its findings to the association prelimi- 
nary to laying them before the secretary of ag- 
riculture. 

A discussion on the extent to which State 
forestry departments are helping the Federal 
experiment stations brought out that most of 
them were. This help varied from several hun- 
dred dollars of labor yearly to as much as 
$3,000 in cash appropriations. California has 
given as much as $12,500 in a year. Louisiana 
splits money on labor with the Federal station 
and is particularly interested in research. Geor- 
gia spends about $500 a year and Indiana $300 
to $400 yearly. 

The convention began Oct. 1 with an all-day 
meeting in Portland. An evening session was 
held in Longview the same day. Thursday and 
Friday were spent in the field inspecting the 
Longview operations of the Long-Bell Lumber 
Co. and the Weyerhaeuser Timber Co. Thurs- 
day evening the foresters were the guests of the 
Northwest Sections of the Society 
of American Foresters at Long- 
view. 

New officers 
were: 

President—-E. O. Siecke, Texas. 

Vice president—Ben E. Bush, 
Idaho, 

Secretary-treasurer—R, F. Wil- 
cox, Indiana, 

Executive committee—Frederick 
Dunlap, Missouri, and J. H, Fos- 
ter, New Hampshire. 


Following is the list of State 
foresters who attended the conven- 
tion and the States they represent : 

M. B. Pratt, California; A. F. 
Hawes, Connecticut; W. S. Taber, 
Delaware; H. L. Baker, Florida; 
B. M. Lufburrow, Georgia; B. E. 
Bush, Idaho; Louis Springer, Illi- 
nois; R. F. Wilcox, Indiana; W. 
E. Jackson, jr., Kentucky; V. H. 
Sonderegger, Louisiana; F. W. 
Besley, Maryland; G. M. Conzit, 
Minnesota; Frederick Dunlap, 
Missouri; Rutledge Parker, Mon- 
tana; J. H. Foster, New Hamp- 
shire; C. P. Wilber, New Jersey; 
G. R. Phillips, Oklahoma; Linn F. 
Cronmiller, Oregon; J. S. Illick, 
Pennsylvania; E. O. Siecke. 
Texas; Perry H. Merrill, Ver- 
mont; George C., Joy, Washington. 


Land on Delinquent Tax Rolls 


DututH, Minn., Oct. 6—Action by the 
Weyerhaeuser lumber interests in St. Louis 
County district court has resulted in placing 
on the delinquent tax rolls of the county 272,000 
acres of cut-over land. 

The Weyerhaeuser interests notified the 
county of withdrawal of their answers to the 
tax delinquent proceedings. This move follows 
the county board’s refusal last summer to 
permit establishment of an auxiliary forest 
as petitioned by five lumber and paper com- 
panies owned by the Weyerhaeuser paper com- 
pany. The county sought to collect taxes on the 
delinquent land during Jan. 1, 1930, but now it 
will place 272,000 acres on sale for satisfaction 
of taxes. The land is scattered throughout the 
county. 

Under the proposal for an auxiliary forest, 
the companies would have converted 172,418 
acres of the cut-over land into a retorestation 
project. 
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National Retailers Consider Home 
Better Merchandising and More Efficient Yard Operation Are 


“A big family party” of retail lumbermen 
and representatives of manufacturers whose 
products they handle—this perhaps is the best 
brief description that could be given of the 14th 
annual convention of the National Retail Lum- 
ber Dealers’ Association, held at the Palmer 
House, Chicago, on Wednesday, Thursday and 
Friday of last week. 

[Note: The opening session was covered in 
a report appearing on page 49 of the Oct. 4 
issue of the AMERICAN LUMBERMAN.—EDITOR. ] 

Certainly that description applied to the ses- 
sions devoted to the discussion of merchandis- 
ing problems, which theme in its various phases 
largely dominated the convention. The utmost 
frankness marked the discussions; in fact, were 
one disposed to be just a little cynical it might 
be said that the retailers and the manufactur- 
ers’ representatives freely confessed each other’s 
sins and pointed the way to the mourners’ 
bench—for the other fellow. 

It is only fair, however, to record the com- 
plementary fact that most of the dealers par- 
ticipating in the discussions frankly recognized 
the shortcomings and handicaps which have 
been holding back progre:, in their field, and 
sought ways and means for advancement 
through such uptodate methods as selling the 
home complete, direct contacting of consumers, 
developing modernizing business, modern finan- 
cing plans etc. Many perplexing problems were 
threshed out in a frank and intimate way, and 
unquestionably all parties at interest gained new 
light on the “other fellow’s” problems. 


Merchandising Council in Action 

The reason for the participation of the manu- 
facturers in the discussions to an extent not 
heretofore noted in any retailers’ convention 
is that this was the first annual meeting of the 
National association to be held since the cre- 
ation of the Merchandising Council, the forma- 
tion. of which was authorized at last year’s 
convention, and which has since come int&‘at- 
tual being and is functioning most effectively. 
The Merchandising Council, it will be remem- 
bered, comprises an equal number of retailers 
and of representatives of manufacturers of vari- 
ous materials handled by the retail dealer, with 
a view to. the fostering of better and more 
profitable merchandising methods. The inno- 
vation of having one convention session, that 
of Thursday afternoon, in charge of the Mer- 
chandising Council, with free participation of 
the manufacturers in all other sessions, worked 
out splendidly, and it was the consensus that 
all concerned had benefited thereby. 

The note of courage and of optimism was 
sounded in no uncertain way by several lead- 
ing dealers participating in the discussions. 
Conviction that the country is all right, and 
that the retail lumber business has a bright 
future, was expressed in varying phrases by 
many prominent retailers. A definite sugges- 
tion for action that will help more than words 
to restore prosperity was voiced by a dealer 
who said that now is the time to “put our 
house in order and get in condition for the 
business which is bound to come.” This prep- 
aration, he said, should include putting the 
physical plant in first-class shape as regards 
repairs, painting etc., and replenishing stocks 
which have become unduly depleted. The 
speaker referred to, Hawley W. Wilbur, well 
known Wisconsin retailer, stated that his com- 
pany is following, that policy at all its yards, 
investing thousands of dollars in repairs and 
improvements. He considered this good busi- 
ness because such work can be done much more 
economically and efficiently now than at a time 
when everyone is busy. It also sets a good ex- 





ample for the community and encourages others 
to engage in similar activities, thereby giving 
employment to labor and putting money into 
circulation. 

It may not be out of place to interject here, 
in extenuation of this rather rambling account, 
that this convention was of a different charac- 
ter from most meetings of the sort and, there- 
fore, a consecutive report by sessions is hardly 
practicable. The difficulty of such a report lies 
in the fact that there were no set addresses, 
and moreover many of the subjects discussed 
overlapped in such a way as to make treatment 
by topics rather than by sessions the most de- 
sirable method. Unfortunately also, despite the 
best efforts of the very efficient sergeant-at- 
arms, Willis B. Dye, of Kokomo, Ind., a veri- 
table hubbub in the lobby and corridors adjoin- 
ing the convention hall prevented some of the 
speakers—who arose in various parts of the 
room wherever they chanced to be sitting— 
from being generally heard. Also, despite the 
repeated admonitions of the presiding officers, 
many participants in the discussions failed to 
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state their names and addresses, to the distrac- 
tion of the official convention reporter and the 
embarassment of press writers endeavoring to 
secure a connected story. 


Financing Plan Is Presented 


Perhaps the most important subject consid- 
ered at the convention was that of a combined 
first and second mortgage financing plan, sub- 
mitted by Emory J. Lee of Ames, Emerich & 
Co., investment bankers of New York and Chi- 
cago. This plan was the result of a series of 
conferences held during the last year between 
a committee of retailers and the investment 
bankers. 

The plan as presented by Mr. Lee, and de- 
scribed by him as “A Basis for Financing Com- 
pleted Owner-Occupied Homes,” contemplated 
the formation of a mortgage corporation, with 
common stock capitalization of $2,550,000, al- 
though it was explained that the plan could be 
made operative as soon as $400,000 had been 
subscribed. The common stock of the corpo- 
ration would be subscribed in part by retail! 
lumbermen, on the basis of the lumber dealer 
taking stock to the amount of 15 percent of the 
amount of the mortgages that he would want 
to dispose of to the corporation within a period 
of one year. That is, if a dealer wanted to use 


i 


$100,000 credit during 1931, he would need to 
subscribe for $15,000 in stock. For smaller 
credit requirements the necessary stock syb- 
scription would be in the same proportion; that 
is, assuming that a dealer wished to use only 
$10,000 credit during 1931, his required stock 
subscription would be $1,500. Mr. Lee stated 
that the common stock would pay 6 percent 
dividend, with strong probability that the earn- 
ings of the corporation would run as high as 
20 percent. The dealer’s requirements for 1932 
and 1933 would be handled on the same basis, 
that is, a stock subscription each year of 15 per- 
cent of his required credit for that year, but 
after three years this annual stock subscription 
would not be required, as by that time, Mr. Lee 
explained, the corporation would have so estab- 
lished itself upon an earning basis that it could 
provide all needed capital by issuing bonds to 
be sold to the public. Behind these bonds would 
be the individual mortgages as collateral, and 
Mr. Lee explained that their wide diversifica- 
tion and other desirable factors would insure 
the bond issues being readily absorbed by the 
investing public, even though the required capi- 
tal might eventually run to $100,000,000. 


When Dealer’s Liability Ceases 


The plan contemplates that the dealer shall 
sustain a contingent liability until the amount 
of the loan, through the monthly payments of 
the borrower, has been scaled down to 40 per- 
cent, at which point the dealer’s liability ceases. 

It is proposed under this plan to lend 60 per- 
cent of the appraised valuation of the house and 
land (land to represent not over 25 percent of 
the total) on first mortgage, and 15 percent of 
the total appraisal on second mortgage. Both 
first and second mortgage notes would bear in- 
terest at the rate of 6 percent per annum. 

Under the proposed plan, five year loans and 
fifteen year loans would be offered. On a fif- 
teen year loan, on basis of each $1,000 worth of 
appraised valuation the first mortgage loan 
would be 6 percent, or $600, and the second 
mortgage loan would be 15 percent, or $150. 
The first mortgage loan would be made at 10 
percent discount, and the second mortgage loan 
at 25 percent discount, with an additional 
charge of $15 per $1,000 as the mortgage com- 
pany’s service fee. Therefore, the discount on 
the first mortgage would amount to $60 per 
$1,000 and on the second mortgage $37.50 per 
$1,000, which with the mortgage company’s 
charge of $15 makes the cost to the owner 
$112.50 for each $1,000 borrowed, exclusive of 
interest. 

The owner makes payment on the basis of 
$8.56 per month for each $1,000 borrowed, this 
amount covering all charges, including interest. 
On this basis, the first mortgage pays out in six 
and one-half years, and the second mortgage in 
fourteen years eight months. 

On the five-year basis, the first and second 
mortgage discounts, per $1,000, are $24 and 
$37.50 respectively, which discounts with the 
mortgage company’s charge (of $17.20), makes 
total charges per $1,000 of $78.70, and the own- 
er’s cost per $1,000 borrowed, $1,078.70. 

It, of course, will be understood that the plan, 
although representing many months of study 
and investigation, was not claimed by the bank- 
ers to be perfect, but was submitted as an ap- 
proximation, from the banking standpoint at 
least, of what a financing plan would need to be 
in order to be sound and effective. 

A discussion of the plan by the dealers 
revealed a number of objections, among 
them being that of the dealer assuming a 
contingent liability, largely because of fear 
that assumption of such liability would cur- 
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Financing Plan Submitted by Bankers 


tail his bank credit in proportion. It was 
stated in rebuttal that bankers in general 
would not regard this contingent liability in 
that light—notwithstanding which, some of 
the objectors apparently still entertained 
that fear. Another objection voiced was that 
under this financing plan the retail lumber 
dealer would be carrying the whole load 
although his sales of materials amount to 
only 20 to 30 percent of the total cost of 
the building, whereas the other parties to 
the transaction, equally benefited, such as 
sellers of brick and other materials entering 
into the construction, as well as sellers of 
heating equipment, plumbing, house furnish- 
ings etc., would “ride free.” It seemed to be 
felt by those raising this point that all in- 
terests benefiting from the construction of a 
home ought to share proportionately in the 
financing of it, although admittedly this 
would be a very difficult proposition to work 
out in a practical way. 

A dealer called attention to the fact that 
a credit of $100,000 would cover only 20 
homes at $5,000 each, and asked whether the 
lumber dealer’s profit on 20 homes was suffi- 
cient to warrant an investment of $15,000 
It was replied that he would be receiving 
6 percent on that investment; “but,” said the 
dealer, “I am in the lumber business, not 
the investment business.” 

The upshot of the discussion was that the 
whole proposition was referred back to the 
original committee for further consideration 
and later report. ‘The personnel of the com- 
mittee of retailers which has been intensively 
studying the subject of home financing, and 
to which the bankers’ plan was referred, is 
as follows: Fred Wehrenberg, Fort Wayne, 
Ind.; William Johann, Evansville, Ind.; 
Claude Hortman, New Orleans, La; L. P. 
Lewin and H. J. Lewin, Cincinnati, Ohio; 
B. C. Mueller, Davenport, lowa. 


Group Advertising Is Discussed 


Co-operative or group advertising by re- 
tailers with a view to stimulating building 
in their communities came in for consider- 
able discussion, largely centering around the 
“Madison plan,” which the retail dealers of 
Madison, Wis., are using auite effectively. 
The principal feature of this plan is a series 
of full-page newspaper advertisements built 
around the theme that building costs are 
now at the low point, and therefore home 
building and other construction should be 
got under way without further delay. The 
advertisements, which are printed over the 
signature of “The Madison Retail Lumber 
Dealers,” also feature the slogan, “If You 
Own A Lot, We Will Build You A Home.” 
The complete campaign, which began last 
April and was reported in the AMERICAN LuM- 
BERMAN at that time (April 26 issue, page 40), 
consists of a series of 24 newspaper adver- 
tisements, with a like number of news pub- 
licity stories appearing in the news pages 
of the issues carrying the advertisements. 

The series of full-page advertisements in 
the form of “business editorials” by Fred- 
erick E. Stiles, of Grand Rapids, Mich., was 
highly praised by a number of the speakers. 
Harry T. Kendall. of the Central Coal & 
Coke Co., Kansas City, Mo., said that this cam- 
paign constituted the finest publicity he had 
ever seen in behalf of the lumber and build- 
ing industry. As a number of these adver- 
tisements were reproduced in the AMERICAN 
LuMBERMAN at the time of their appearance, 
readers of this paper are familiar with the 
campaign, whith has attracted nation-wide 
attention. 


O. W. Brightman, of the Green Bay 
Planing Mill Co., Green Bay, Wis., alluded 
briefly to a co-operative plan that had been 
used in his city, and also told of his firm 
installing a young man who is an architec- 
tural draftsman, who fixes up remodeling 
sketches—‘‘dolls them up in colors,” as Mr. 
Brightman puts it—and out of 28 plans fixed 
up in this way, the company sold 21 jobs. 


Dealers Back Optimism With Deeds 


Joseph Scheffer, of the Joseph Scheffer 
Lumber Co., Nashville, Tenn., expressed his 
conviction that the low point in the lumber 
market has been reached, in fact was reached 
some time ago. He said that his own confi- 
dence in the future was attested by the fact 
that he has within the last two or three 
weeks placed orders for 30 to 40 cars of 
lumber. He added that if retailers generally 
would snap out of their lethargy, place ordeis 
for supplies that will be needed in the near 
future, and otherwise prepare for the: re- 
newed activity that is coming, the stimulat- 
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ing effect would immediately be felt all 
along the line. “There is a bright future for 
the lumber business,” he concluded. 
Hawley Wilbur, of the Wilbur Lumber 
Co., West Allis, Wis., spoke along similar 
lines, asserting that the first duty of the 
lumber dealer at this time is to get his stock 
and his place of business in first-class con- 
dition. His own firm is doing this to a very 
considerable extent, spending a lot of money 
in fixing up its yard plants. Even the small- 
est dealer can help business by spending at 
least a few dollars along this line, said Mr. 
Wilbur. “We must go to the public also 
and tell them the truth about the lowered 
costs of construction,” he said. “But we 
must not fool ourselves or try to fool the 
public. If costs of material have come down, 
our retail prices must reflect the decline.” 
Elmer Blauvelt, of the Comfort Coal- 
Lumber Co., Hackensack, N. J., reported a 
more optimistic feeling in his section. 
Harry E. Dole, secretary of the Nebraska 
Lumber Merchants’ Association, brought an 
encouraging report from his State, which 
came through the drought with less dam- 
age than almost any other, and which is 
looking ahead to good business. 
Mr. Watkins, a Maryland dealer, said that 
his firm was keeping its force intact and 
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avoiding wage reduction by using employees 
to make necessary repairs and betterments 
to the plant, putting everything in good 
shape for the business that is coming. “We 
are optimistic that things will work out all 
right,” said he. 


Modernizing Is Discussed 


John Suelzer, of the Fort Wayne Builders’ 
Supply Co., Fort Wayne; Ind., said that he 
was convinced that there was a big field 
for the retailer to sell modernizing to the 
home owner. The chief need, as he viewed 
it, was for some form of co-ordination with 
the contractor, to overcome the jealousy of 
the latter based on fear of encroachment on 
his field. 

J. F. Goodman, of the Dickason-Goodman 
Lumber Co., Kansas City, Mo., said that 
his company in its Tulsa (Okla.) operations 
had reversed the usual process. “Now in- 
stead of having the contractor auctioning off 
business to the lumber dealers,” said he, “we 
have gone out and got the business and then 
showed the contractor how he can make 
more money by working with us than by 
bidding against other contractors and get- 
ting the lumber dealers to bid against each 
other. 

“We regard the speculative builder as a 
competitor rather than a customer,” contin- 
ued Mr. Goodman. “We seek direct contact 
with the customer, that is, the homebuilder. 
We sell modernizing jobs on the reputation 
of our firm. On such jobs we figure the 
cost, then add 10 percent for supervision 
and 5 percent for what might be called in- 
surance—that is, to cover our guaranty—on 
roofing, for example. Thus, if there is a 
comeback on anything, we are covered.” 

H. T. Barry. of the Hawkeye Lumber & 
Coal Co., Cedar Rapids, Iowa, said that 
whereas that city had been building as many 
as 400 to 500 new houses a year, this num- 
ber has dropped to about 50 for the present 
year. Notwithstanding, two.or three firms 
have been able to increase their sales. This 
has been done by going after the moderniz- 
ing and repair work. “Our market has 
changed,” said Mr. Barry, “and our slogan 
now is ‘Keep Your Home Modern.’ ”’ 

Mr. Donahue, of South Bend, Ind., said 
that in his city, with a population of about 
100,000, seventy-seven houses were being 
built by mail order houses, and asked what 
was to be done about it. No one seemed 
able to give a very satisfactory reply, al- 
though the discussion led into the subject 
of instalment financing as a necessary ally 
in combating mail order competition. 


Discuss Reduction of Overhead 


W. H. Sawyer, of the W. H. Sawyer 
Lumber Co., Worcester, Mass., told of a 
system of delivery charges used by the deal- 
ers of that city which has materially cut 
down delivery costs. This system is based 
upon a series of charges, according to zones, 
starting at a minimum of $1.25, and increas- 
ing according to distance. This is billed as 
a separate charge, except in a few cases 
where large concerns have rules binding 
them not to pay any cartage, in which case 
it is included in the delivered price per thou- 
sand. Mr. Sawyer said that this plan has 
cut out a good many small jag deliveries, 
split deliveries etc., as the buyer naturally 
wants to get everything in one haul, if he 
can, in order to minimize delivery charges. 
He therefore orders in one lot wherever 
possible, instead of having the material sent 
out in jags as he gets ready to use it. 

Jacob Sack, of the Sack Lumber & Coal 
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Co., operating a line of country yards, with 
headquarters at Crete, Neb., said that at 
Alliance, where one of the company’s yards 
is located, there are three truck lines, which 
make their headquarters at the three local 
lumber yards, each taking care of the de- 
liveries of the yard where it maintains head- 
quarters, and collecting from the customer 
for the service, according to a fixed sched- 
ule, thus relieving the company of all care 
in the matter of deliveries. 

Spencer D. Baldwin, of the Baldwin Lum- 
ber Co., Jersey City, N. J., and president of 
the New Jersey Lumbermen’s Association, 
opposed the idea of a central trucking bu- 
reau, saying that dealers did not want to 
lost their identity, and that he wanted his 
materials delivered to his customers in his 
own trucks, bearing his own sign. “With 
central warehouses and central trucking 
companies, eventually all the retailer will 
need is an office and hat, as he will have 
become simply a broker, not a merchant,” 
added Mr. Baldwin. 


Merchandising Session Is Held 


At a special session held under the aus- 
pices of the Merchandising Council, and 
participated in by both manufacturers and 
retailers, the question of how retailers and 
their employees may become better sales- 
men of the products which they handle, was 
discussed at some length. O’Neill Ryan, jr., 
of the Chicago Mill & Lumber Co. showed 
how retailers might well take a leaf from 
the manufacturer's book, and train, inspire, 
lead and even drive their salesmen just as 
the manufacturers find it necessary to do. 
He thought many retailers fall short of ther 
opportunity in failing to impress upon their 
salesmen the responsibilities and burdens of 
proprietorship, such as  admimstration, 
financing and selling, all of which are more 
or less preparatory to the salesman’s job of 
actually selling the goods. He explained that 
manufacturers find it necessary to set up 
sales quotas and budgets, and if a man falls 
below his expected mark, he is given help 
and counsel, the market conditions confront- 
ing him are investigated etc., to the end 
that he may attain his quota. Regular sales 
meetings are held, displays arranged etc., to 
make salesmen more efficient at their work. 
In that connection he told of an eastern 
retail concern which gets its salesmen to- 
gether at 8 o'clock every morning before 
they start out, coaching them thoroughly 
for the day’s work. 

Harry Upson, of the Upson Co., Lock- 
port, N. Y., said that the great need in the 
retail lumber business is for creative, per- 
sonalized salesmanship. Illustrating his 
point he told of being in a certain retail 
office when an order came over the ’phone 
for 300 pieces of two-by-fours. The order 
was taken by a clerk without asking any 
questions and without even thanking the 
person giving the order. Fortunately, the 
truck driver who took the lumber out to the 
job was a better salesman than the office 
people. By inquiry he found that the two- 
by-fours were to be used for a house, and 
reported that fact back to the office with 
the suggestion that a salesman be sent out. 
This was done, resulting in the sale of lum- 
ber amounting to $2,000 which but for the 
alertness of the truck driver would not have 
been secured. 

John Suelzer, of the Fort Wayne Builders’ 
Supply Co., Fort Wayne, Ind., likewise said 
that to bring about creative selling, co-ordi- 
nated as to architect, contractor and con- 
sumer, is the problem of the lumber dealer 
today, and that problem he hoped the Mer- 
chandising Council would help in solving. 


Report on Business Conditions 


The results of a survey recently conducted 
by the National association were made avail- 
able in a bulletin distributed at the conven- 
tion. This survey embodied reports from 
approximatetly fifty cities and towns, suffi- 





ciently separated geographically to give a 
fair cross-section of present conditions, on 
the subjects of sales, accounts receivable, 
and inventories, the showings under those 
heads for 1929 and 1930 being compared 
with those for 1928, which year was taken 
as the norm. 

As regards sales, a sharp decrease for 1930 
as compared with 1929 was shown in almost 
every instance. Decreases as compared with 
1928 ranged from 7 percent to as high as 67 
percent in extreme instances. 

“Decreases in accounts receivable have not 
been in proportion to decreases in sales, 
which may indicate,” says the summary, 
“that collections are not good and also that 
a considerable amount of sales made in pre- 
vious periods remain unsettled and in a 
frozen condition, causing the 1930 perform- 
ance to appear abnormal because of these 
transactions.” 

As to inventories, the summary states that 
contrary to general opinion a study of the 
returns discloses that stocks of merchandis- 
ing now carried by the dealers reporting are 
not as low as believed, “which perhaps may 
be explained by the fact that high-priced 
items have not moved as quickly as antici- 
pated, or that the dealers reporting have 
used their cost figures in computing their 
inventories, rather than 
the present market re- 
placement values. 
Even when these fac- 
tors are given con- 
sideration, the fact re- 
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mains that dealers 
have been unable to 
reduce their invest- 
ment in merchandise 
as quickly as their 
sales have decreased.” 

The questionnaire also asked the opinion 
of the dealers as to prospects for 1931. “It 
is encouraging,” states the report, “to be 
able to report that 34 percent of these deal- 
ers were very hopeful, reporting that they 
anticipated much improved conditions in 
1931, while 26 percent stated that the out- 
look appeared favorable and 40 percent re- 
ported that nothing of importance had mani- 
fested itself up to the present time to war- 
rant hope for improvement.” 
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Resolutions Are Adopted 


Among the resolutions adopted was one 
endorsing the plan of organizing sustaining 
membership chapters as outlined in the sec- 
retary’s report. This plan contemplates the 
forming of National association membership 
groups in many of the larger centers, these 
to be known as chapters of the National 
Retail Lumber Dealers’ Association. In 
some cities the chapters will be identical 
with the existing local associations, but that 
need not necessarily be the case. 

By action of the convention, a telegram 
signed by the incoming president, A. J. 
Hager, was sent to the President of the 
United States, requesting that he “utilize to 


eh 
the fullest extent all governmental publicity 
agencies to convey to the American people 
the immediate present advantages of home 
ownership, both from the investment stand. 
point of the individual citizen, and for the 
permanent stability of the nation as g 
whole.” 

Another resolution reaffirmed the associa- 
tion’s stand with regard to distribution of 
lumber, namely, “that the retailer is the 
logical distributer of all lumber, except to 
railroads, the government, and primary wood 
fabricating factories,’ and that “the retailer 
should be encouraged by manufacturers to 
promote the sale of lumber by the adherence 
on the part of manufacturers to distribution 
methods which through long custom haye 
become the unwritten law of the lumber 
business,” 

A clause of the same resolution affirmed 
that “the practice of encouraging the pur- 
chase of pool cars: by small users, resulting 
in a decrease in the volume of business 
properly handled by the retail yards, is one 
that should be discouraged by both manu- 
facturers and retailers.” 


Officers and Directors Are Named 


The selection of A. J. Hager, of the Hager 
& Cove Lumber Co., Lansing, Mich., to head 
the association as its president for the com- 
ing year met with the most hearty and 
unanimous approval. Mr. Hager not only is 
an outstanding retail lumberman, but as for- 
mer president of the Michigan association 
and head of the international order of Hoo- 
Hoo, as well as in numerous other capacities, 
he has had a vast amount of administrative 
experience which peculiarly fits him for the 
leadership of the National organization. In 
a few appropriate words Mr. Hager accepted 
the responsibilities of the office, pledging. his 
best efforts and asking for the whole-hearted 
co-operation of all the members. A com- 
plete roster of the officers and directors 
chosen follows: 

President—A. J. Hager, Hager & Cove Lum- 
ber Co., Lansing, Mich. 

Vice President, Eastern Region—Walter R. 
Pettit, Nassau-Suffolk Lumber & Supply Co., 
Amityville, N. Y. 

Vice President, Middle Atlantic Region— 
Vernon M. Hawkins, Hawkins Companies 
(Ine.), Boston, Mass. ; 

Vice President, Southern Region—Harry D. 
Knoop, Otto Knoop Lumber & Realty Co., New 
Orleans, La. 

Vice President, Central Region—Frank J. 
Heitmann, Heitmann Lumber Co., Chicago, Il. 

Vice President, Southwestern Region—C. E. 
Alter, Alter-Von Steen Lumber & Supply Co., 
Alma, Neb. 

Vice President, Northwestern Region—John 
Dower, John Dower Lumber Co., Tacoma, 
Wash. 

Vice President, Rocky Mountain Region— 
Burt Coldren, Hallack & Howard Lumber Co., 
Denver, Colo. 

Treasurer—John Claney, Lord & Bushnell 
Co., Chicago, Il. 

Secretary-Manager—Adolph Pfund, Chicago, 
Ill. 

DIRECTORS—TERM EXPIRES OCT. 1, 1933 

Representing Sustaining Members — Elmer 
A. Diebold, Higgins Lumber Co., Pittsburgh, 
Pa.; H. H. Corwin, Corwin Lumber Co., Jack- 
son, Mich.; John A. Limback, Limback Lum- 
ber Co., Cedar Rapids, Iowa; A, C. Gauen, 
Gauen Lumber Co., Collinsville, Ill.; H. J. 
West, West Lumber Co., Atlanta, Ga.; Wil- 
liam A. Robinson, Robinson-Slagle Lumber 
Co., Shreveport, La.; E. H. Keeler, Rockford 
Lumber & Fuel Co., Rockford, Ill. 

Representing Organization Members—J. W. 
Mackemer (Illinois association), J. W. Macke- 
mer Lumber Co., Peoria, Ill.; N. B. Cove 
(Michigan association), Hager & Cove Lum- 
ber Co., Lansing, Mich.; John H. Derr (East- 
ern Pennsylvania association), Lumber & 
Millwork Co. of Philadelphia, Philadelphia, 
Pa.; F. A. Moesta (Western Pennsylvania as- 
sociation), Heilman Lumber Co., Kittanning, 
Pa.; M. E. Dyess (Georgia association), Au- 
gusta Lumber Co., Augusta, Ga.; C. W. Pink- 
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ton (California association), Whittier Lum- 
ber Co., Whittier, Calif.; W. M. Richardson 
(Alabama association), Richardson Lumber 
Co., Florence, Ala. 
DIRECTORS—TERM EXPIRES OCT. 1, 1931 


Representing Sustaining Members — G. A. 
Christen, Kentucky Lumber & Millwork Co., 
Louisville, Ky.; Spencer Baldwin, Baldwin 
Lumber Co., Jersey City, N. J.; William Jo- 
nann, A-1 Building Material Co., Evansville, 
Ind.; H. L. North, North Lumber & Manu- 
facturing Co., Kalamazoo, Mich.; J. P. Wil- 
liams, Southern Millwork Co., Orlando, Fla.; 
Fred Wehrenberg, Standard Lumber & Supply 
Co. Fort Wayne, Ind.; Howard Potter, Creith- 
Potter Lumber Co., Columbus, Ohio. 

Representing Organization Members — Or- 
ville H. Greene (Northeastern association), 
Wilson & Greene Lumber Co., Syracuse, N. Y.; 
L. P. Lewin (Ohio association), A. M. Lewin 
Lumber Co., Cincinnati, Ohio; W. H. Managan 
(Louisiana association), Krause & Managan 
(Inc.), Lake Charles, La.; C. E. Alter (Ne- 
praska association), Alter-Von Steen Lumber 
& Supply Co., Alma, Neb.; H. R. Mahoney 
(Florida association), Mahoney Lumber Co., 
Jacksonville, Fla.; Frank Brooks (Carolina as- 
sociation), Brooks Lumber Co., Greensboro, 


N. c.; C. J. Baldwin (Western association), 
Baldwin Lumber & Hardware Co., Billings, 
Mont. 


DIRECTORS—TERM EXPIRES OCT. 1, 1932 
Representing Sustaining Members—William 
Smith, Lyman-Hawkins Lumber Co., Akron, 





Ohio; John C. Barry, Strong & Hale Lumber 
Co., Portland, Conn.; Charles M. Huttig, St. 
Louis Lumber Co., St. Louis, Mo.; Oscar Lamp- 
land, Lampland Lumber Co., St. Paul, Minn.; 
George W. LaPointe, jr., O. & N. Lumber Co., 
Menomonie, Wis.; I. B. McFarland, Temple 
Lumber Co., Houston, Tex.; R. C. Restrick, 
Restrick Lumber Co., Detroit, Mich. 
Representing Organization Members — S. 
Roemer (Kentucky association), Roemer 
Bros., Bowling Green, Ky.; E. A. Pettersen 
(New Jersey association), Passaic-Bergen 
Lumber Co., Passaic, N. J.; Otto E. Lay (Wis- 
consin association), H. J. Lay Lumber Co., 
Kewaskum, Wis.; Ernest Callaway (Indiana 
association), Evans & Callaway, Fowler, Ind.; 
G. J. Dickerson (West Virginia association), 
Dickerson Lumber Co., Huntington, W. Va.; 
A. L. Goldberg (Tennessee association), A. L. 
Goldberg & Son (Inc.), Nashville, Tenn.; C. 
W. Richardson (Mountain States association), 
McPhee & MecGinnity Co., Denver, Colo. 


THE BANQUET 


The highlight of the banquet held on Thurs- 
day evening was the presentation to retiring 
President L. P. Lewin of a beautiful birthday 
cake. The presentation was made by J. F. 
Goodman in his usual happy vein. Mr. Lewin 
responded in a brief but feeling talk in which 
he expressed his gratitude for this graceful trib- 
ute and pledged his renewed and continued in- 
terest in the welfare of the organization. There 


were no set speeches at the banquet, but during 
the course of the evening the toastmaster, Mr. 
Lewin, presented to the audience. some of the 
dignitaries, beginning with F, A. Hofheins, of 
North Tonawanda, N. Y., recently elected Su- 
preme Snark of the Concatenated Order of 
Hoo-Hoo. Mr. Hofheins responded with a few 
words of greeting from Hoo-Hoo and the as- 
surance that the organization would endeavor 
to co-operate even more closely than ever be- 
fore with all branches of the lumber industry 
in the promotion of wood. Others presented 
were Henry R. Isherwood, St. Louis, secretary- 
treasurer of Hoo-Hoo; Jim Wallace, of Pitts- 
burgh, one of the wheel-horses of the associa- 
tion, and three ex-presidents who were sitting 
at the same table in one section of the hall, 
Elmer Diebold, of Pittsburgh, Fred Robinson 
and Fred Lowrie, of Detroit. A delightful mu- 
sical program was rendered during the evening, 
a real novelty and surprise being introduced by 
Lyman Forbes, of the association staff, who dis- 
played remarkable versatility in rendering se- 
lections on a saw, a hand bellows and a bicycle 
pump. J. F. Goodman enlivened the proceed- 
ings by relating a story about a man and the 
three dogs designated as merchant, lawyer and 
lumberman. His hearers got a real kick out of 
the story and had no difficulty in seeing the 
point of it. Following the dinner, the remain- 
der of the evening was devoted to dancing. 


What the Retailers Say About Business 


Most of the lumbermen who rely upon city trade now are pinning their faith and hopes on 
repairing, remodeling, and modernizing, and those who are looking to the farms for business 
see it largely in barns, houses, corn cribs and other farm buildings that need repairing for the 


winter months. 


That is what retail lumber dealers 


from various sections of the country 


told a representative of the AMERICAN LUMBERMAN when they were in Chicago last week to 


attend the annual convention of the National Retail Lumber Dealers’ Association. 
seems to be fairly good except in those districts which were hard hit by the drought. 


Tarm trade 
Here are 


the results of some of the interviews held in and near the Red Lacquer Room at the Palmer 
House and at the offices of the AMERICAN LUMBERMAN: 


W. Thornton Estes, of Birmingham, Ala., 
president of the Hstes Lumber Co., was sure 
that business conditions in the South’s great 
industrial center are definitely on the upgrade. 
“Trade is coming back slowly, but it’s com- 
ing back,” he said. ‘“‘The iron and steel mills 
are showing more activity, and the lumber 
business is a little better, too, mostly in re- 
pairing and remodeling of homes.” 


“Try being mayor,’ said Spencer D. Bald- 


win, “if you think the lumber business is 
tough.’”” He knows whereof he speaks, for al- 


though he is presideift of the Baldwin Lumber 
Co., in Jersey City, N. J., he resides in nearby 
Hackensack, and through three two-year terms 
he has been mayor of the latter city. Com- 
pared with the uncertainties and troubles of 
piloting a commonwealth, the lumber business 
looks inviting. ‘“‘Anyhow,” he added, “it isn’t 
so bad. We've had some slow trade in the 
last few months, but we lumbermen have it 
about as easy as any other business men. 
Prospects are a little brighter now than they 
were.” ; 


An interested listener to the discussion of 
the necessity of training the sales organiza- 
tion was FP. M. Pantzer, of the roofing depart- 
ment of the Pantzer Lumber Co., Sheboygan, 
Wis. “But how,” he wanted to know, “is a 
retail lumberman going to find out how to 
train his salesmen? He may be a good lum- 
berman, a good business man, but not be 
qualified as a teacher of the art of selling.” 


Another Michigan man present was H. H. 
Corwin, of Jackson, president of the Corwin 
Lumber Co. “There is practically no new 
home building at all in Jackson right now,” 
he reported. ‘Many of the city’s industries 
are dependent on the automotive industry— 
gears, wheels, and other parts are made there 
—and they will not be going really strong 
until the auto factories do. But there is re- 
Pairing and remodeling to be done, for some 
of the factories are keeping men working. We 
have a large radio factory that is doing fairly 
Well. I don’t really expect any improve- 
ment in building activity until next spring. 





Many other cities and towns in southern 
Michigan are affected the same way by the 
automobile industry. In many cases people 
are moving from the cities dependent upon 
the auto and going back to the smaller 
towns.” Mr. Corwin, however, was not a bit 
downhearted, for he seemed sure of the ability 
of his city and State to ride through and 
over the difficulties. ‘‘We have one less yard 
now in Jackson—a smaller number to divide 
the smaller amount of business.” 





From Kentucky’s capital, @ BR. Lyons, of 
the Lyons Lumber Co., told of rather slim 
hopes for business this fall. “In Frankfort,” 
he said, “our spring business is largely with 
city residents, and that was fairly good last 
spring, but our fall business is mainly with 
the farmers, and that doesn’t look very 
promising, for although the tobacco crop was 
fairly good, all other crops were failures. We 
were hit by the drought. There will be some 
remodeling and repair business, though.” 


Al J. Hager, of Lansing, Mich., president of 
the Hager & Cove Lumber Co., was a very busy 
man after he was elected president of the 
National Retail Lumber Dealers’ Association, 
but he did take time to remark that business 
in Lansing is looking better once more, with 
modernizing, repairing and remodeling the 
main sources of trade. “The Reo Motor Car 
Co. just put on several hundred more men, 
and say,” he enthused, “there are some real 
automobiles being shipped out of that city of 
mine these days! The business conditions will 
be getting better, for we’ve hit bottom and are 
already on the way up again.” 


J. B. Lichty, of the J. K. & W. H. Gilcrest 
Co. (Ine.), Des Moines, Ia., sat comfortably 
on a table in an ante-room and shook an 
admonishing finger at the writer as he con- 
fided: “I think maybe we've all been ex- 
pecting too much. We talk of trade ‘coming 
back to normal,’ and by that sort of have 
in mind those rushing days right after the 
war when we all had so much business. I 
think we’re going to go at a slower pace. 
Conditions are not like they were at the close 


of the war. You know,” he grinned, “we 
haven’t paid for the last war yet, so we 
can’t very well afford a new one yet. We've 
got to go slow, I think. And Des Moines will 
be there with the best of ’em.” 


From the Tall Corn State came also Charles 
D. Marckres, secretary of the Iowa Lumber 
& Material Dealers’ Association. “Things look 
good in Iowa,” he said with vehemence. “We 
had a drought, but our corn crop will be 80 
percent of normal, at that. Farmers are do- 
ing a fair amount of building. You know, 
Iowa is the greatest potential farm building 
market in the world. Think of all those big 
farms of 300 acres or more, that could be 
made into farms of only about 150 acres or so, 
and that would require more farm buildings 
for more farmers. And many of the buildings 
standing now are in terrible condition and 
really need a lot of repairing. We're going to 
have a great convention in Des Moines this 
year—something new and different, that we’ve 
never tried before.” 


G. A. Christen, of the Kentucky Lumber & 
Millwork (Cc., Louisville, Ky., is finding cause 
for encouragement in the outlook of business 
for the coming months.. “Trade has been 
quiet,” he said, “but recently I have noticed 
signs of improvement. There is more activity 
in the building trades, particularly in repair- 
ing work.” 


Fifty years of associational efforts for mu- 
tual benefit and far-flung friendships will be 
celebrated by the Ohio Retail Lumber Deal- 
ers’ Association in a four-day convention in 
Cleveland January 13-16, 1931, and it will be 
“some celebration” indeed, if we may judge 
(and we surely may) by the enthusiastic pre- 
dictions of Edgar Cummings, of the Pierson 
Lumber & Coal Co., Cincinnati, president of 
the association, and Secretary Findley M. Tor- 
rence, of Xenia. After saying that business 
conditions in Cincinnati already are slightly 
better and that he expects a noticeable im- 
provement next spring Mr. Cummings got to 
taking about the convention, and what he said 
sounded so interesting that the writer hunted 
up Mr. Torrence for further details. “Yes, 
we’re meeting earlier this year,” he said, “but 
it will be something unusual; that third week 
in January practically the entire building in- 
dustry of Ohio will be centered in Cleveland, 
for we will meet from Tuesday to Friday, and 
at the same time the Ohio Builders’ Supply 
Dealers’ Association will meet there, too. We 
will all be meeting in the Cleveland Auditor- 
ium, using separate rooms when we want to 
and coming together for joint sessions of the 
industry when we want to. Also, the Ameri- 
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can Face Brick Association has been invited 
to co-operate in the plan, and from what its 
secretary, Ralph Stoddard, of Cleveland, says, 
it looks quite likely the brick people will be 
with us. The Cleveland Chamber of Com- 
merce is working toward that end. Other 
groups may also participate. Co-operating 
with us, also, will be the Building Arts Ex- 
hibit, the ‘Home in the Sky’ owned by the Van 
Sweringen railroad interests.” Bichard F. 
Goodnow, manager of the exhibit, was with 
Mr. Torrence and he told of the success of 
this venture, which includes a complete home 
—two stories and basement—on three floors 
of the Builders Exchange Building, three 
blocks from the auditorium (it is one of the 
“Terminal group” of buildings connected by 
tunnels). “We have had 250,000 people visit 
the exhibit since last April,” he safd, “from 
all the States and twenty-eight foreign coun- 
tries.” Mr. Goodnow formerly was manager 
of the Cleveland Wood Homes Bureau and was 
in charge of the exhibit department of the 
National Lumber Manufacturers’ Association. 


J. H. Galliher, of Washington, D. C,, re- 
ported that there is a little more activity in 
home building in the capital, but that not 
much is expected before spring. “There is 
plenty of Government building,” he said, “but 
it is almost always those monumental struc- 
tures of marble and granite and other things 
that don’t come from a lumber yard, so we 
don’t get much benefit from it.” 


Henry Joshel, president of M. A. Joshel & 
Bros., of St. Charles, Ill, and also of the 
Geneva Builders’ Supply Co., of Geneva, re- 
ported “Our business is better than it was 
for the corresponding period of 1929.” His 
Pleasure in that fact, however, and his en- 
joyment of the convention, alike were dimmed 
by the “absent mindedness” of some person 
who took the lumberman’s new overcoat from 
the closet where he had hung it, and neglected 
to return it. 


T. C. Hurst, of the Arvada Lumber Co., 
Arvada, Colo. (a suburb of Denver), com- 
mented on the depressed condition of the 
lumber market, especially in Denver, where, 
he said, sales volume is off and the price 
situation is badly jumbled. Mr. Hurst dep- 
recated the methods of market writers who 
gloss over the facts in order to create a 
false aura of prosperity. “Why say,” he de- 
manded, “that fir is advancing in price when 
we all know it’s sagging, like it was doing 
a few months ago?” Such market reviews, 
he maintained, mean nothing. Better diag- 
nose the case correctly, telling the truth 
whatever it is, so that the brains of the trade 
may be intelligently applied to the problem 
of correcting the difficulty thus brought to 
light, as a surgeon who knows his patient’s 
ailment uses that knowledge to guide his 
skilled hand and knife. 


From Canada came J. C, Irvin, of Weston, 
a suburb of Toronto, Ont., president of the 
Ontario Retail Lumber Dealers’ Association. 
He is manager of the Irvin Lumber Co.’s yard 
at Weston. The firm’s main yard is three 
miles away, inside the city, and there are two 
other yards. At the main yard there is a 
Planing mill which supplies the outlying 
yards; the latter three all sell coal, in addi- 
tion to lumber. The Weston yard handles a 
general line of building materials, too, and 
Mr. Irvin said this yard is doing better, com- 
paratively, than the other three. “We had a 
good business in 1929,” he said, “and at the 
Weston yard it was better than the others 
this year. We were only 9 percent off in our 
sales volume. Our other yards showed some 
rather good results, too, around 15 or 20 per- 
cent off. But the yards that are dealing in 
lumber and nothing else are reporting busi- 
ness down as low as 60 percent of normal. 
Things are looking a little better in Toronto 
now, for there is repairing work to be done.” 
Mr. Irvin was greatly impressed with Chi- 
cago, which he visited in his own way—on 
foot mostly. He jostled his way through the 
hurrying Loop crowds and saw the city as he 
wanted to see it, not from the sightseer’s bus- 
top vantage point. “I’ve heard so much about 
the terrible things that are all the time hap- 
pening over here that I wondered what the 
people would look like, who would live in such 
a city. The stories we read in the papers 
certainly give Chicago a bad reputation. But 
as I walked through the streets and watched 


the folks, they looked to me just like any 
other men and women, in any other city. 
They're no worse than folks in any other 
place, even Toronto.” 


Smiling, cheerful, convinced that neither is 
the country going to the demnition bow-wows 
nor business to the dogs, F. A. Moesta, prosi- 
dent of the Heilman Lumber Co., Ford City, 
Pa., and president of the Retail Lumber Deal- 
ers’ Association of Western Pennsylvania, was 
a faithful attendant at all of the convention 
sessions. While conditions in the mining sec- 
tions of Pennsylvania have been far from 
rosy, Mr. Moesta believes the outlook for 
business is rather encouraging and reports 
that trade in his own yard has been fairly 


Hoo-Hoo 


Wooden Cup Is Club Trophy 


Sr. Louis, Mo., Oct. 6—At the recent an- 
nual meeting of the Concatenated Order of Hoo- 
Hoo at Toronto, Wilson Compton, secretary- 
manager of the National Lumber Manufactur- 
ers’ Association, presented to the organization 
a unique wooden loving cup and stand. It is 
made from southern yellow pine timbers which 
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Hoo-Hoo loving cup made from 112-year-old 
yellow pine timbers taken from the White House 


had supported the-roof of the White House 
for 112 years, up to the time they were removed 
several years ago when the executive mansion 
was remodeled. 

This cup, known as the Compton cup, is to 
be presented annually to the Hoo-Hoo club 
in cities of 25,000 population or less which 
“has made the greatest proportionate contribu- 
tion to the progress of the lumber industry in 
America.” Contesting clubs are required, at 
least ten days prior to the annual concatena- 
tion, to submit a brief of their activities to the 
judge, who is designated as the president of the 
National Lumber Manufacturers’ Association. 
The award is to be made at the annual meeting 
of the Concatenated Order of Hoo-Hoo, and 
the name of the winning club is to be engraved 
annually on the cup, which remains the perma- 
nent property of the international order. 

The unique design of the cup is well depicted 
in the accompanying photograph. The sup- 
ports were made from wrought iron bolts 
which had been used in connection with the 
yellow pine timbers in supporting the roof of 
the White House. The whole makes up a very 


. a, 
satisfactory. Mr. Moesta does not believe 
that much business will come to the retaj 
yard of its own accord but that if determine 
effort is made to dig up ‘business, some ean 
always be found. 


BR. B. Allen, of the Hunter-Allen Lumber 
Co., Marseilles, Ill., and his near neighbor 
Charles Bradford, of the L. M. Bayne Lumber 
Co., Ottawa, were agreed that the farm trade 
in this section of Illinois is quite good, ang 
undamaged by the drought. “It seems to me,” 
said Mr. Allen, “that there’s a farmer or two 
around the place most of the time, or just 
coming, or just going away with some lum. 
ber. There’s quite a bit of repair work being 
done on the farms.” 


Activities 


desirable trophy which should stimulate Hoo- 
Hoo clubs throughout the country to do their 
utmost. 


South Bend Hoo-Hoo Activities 


SoutH Beno, Inp., Oct. 6.—O. L. Appleton, 
secretary of Millwork Cost Bureau, of Chicago, 
was the principal speaker at the October meet- 
ing of the South Bend Hoo-Hoo Club No. 25, 
held in the Hotel Mishawaka. Charles Huff, 
of the Huff Lumber Co., presided at the dinner 
which was served at 6:13 o’clock. 

The November meeting of the club will be 
held in the Oliver Hotel, South Bend, when a 
representative of the Southern Pine Associa- 
tion will be the speaker. In December it is 
planned to have a member of the West Coast 
Lumbermen’s Association speak to the club. 














Hoo-Hoo Notes 


St. Louis, Mo., Oct. 7—At a meeting of the 
board of directors of Hoo-Hoo Club, No. 6, 
held last week, it was decided to continue the 
get-together meetings started last year, and to 
hold a night dinner as soon as possible. The 
president and secretary were instructed to pro- 
vide a capable speaker for the opening of fall 
activities. The speaker’s name and the topic 
on which he will speak will be announced 
shortly. 

Joe Springman, of the Springman Lumber 
Co., Alton, Ill., was recently operated on for 
appendicitis. He is getting along nicely and 
has been removed to his home, where he is 
recuperating. 

The visit of Franklin A. Hofheins, the new 
Snark of the Universe, here recently had a 
very inspiring effect. Mr. Hofheins is a man 
of impressive cordiality, animation and sin- 
cerity. He should have a very successful ad- 
ministration because his personality inspires en- 
thusiasm. 

Arch V. Kane, vice president of the Grand 
Ledge Lumber Co., has been elected president 
of the Lansing (Mich.) Hoo-Hoo Club. He 
plans a number of trade extension educational 
meetings in addition to several social and enter- 
tainment gatherings. 

Robert W. Reid has been elected president 
of the San Diego (Calif.) Hoo-Hoo club. 

. H. Crumpler has been elected president 
of the Wichita Falls (Tex.) Hoo-Hoo club. 

W. J. Coleman has been elected president of 
the Bend (Ore.) Hoo-Hoo club. 


Unsold and Cargo Arrivals Larger 


[Special telegram to AMERICAN LUMBERMAN] 


Los AnceLes, Cauir., Oct. 8.—Figures re- 
leased today show that both unsold lumber and 
cargo arrivals are larger, the former standing 
at 13,046,000 board feet and the cargo shipments 
totaling 15,383,000 board feet. Fourteen cargoes 
of fir with 13,639,000 feet, board measure, and 
three cargoes of redwood with 1,744,000 feet, 
board measure, were received. Fifty-three ves- 
sels are reported laid up and none operating 
offshore. 
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ProriA, ILt., Oct. 6—New machinery, de- 
signed to cut logging costs by increasing the 
eficiency of production methods through new 
auxiliary equipment for “Caterpillar” tractors, 
was thoroughly demonstrated at the Caterpillar 
Tractor Co.’s factory here a week ago, for the 
benefit of the corps of sixty district representa- 
tives from all parts of the United States, Can- 
ada, and some from Mexico, while a few came 
from Central America and South America as 
well. Ninety pieces of auxiliary equipment, the 
products of forty manufacturers, were used in 
combination with 103 “Caterpillars” of all sizes, 
from the little Ten, which is scarcely more 
than waist high, to the towering Sixty, to dem- 
onstrate new achievements in logging machin- 
ery and other lines of industrial, construction 
and agricultural uses of the tractors. 

Among the new pieces of equipment in the 
logging machinery division which were demon- 
strated to the sales representatives were: 

Willamette-Ersted double drums and single 
drum, mounted on a tractor and used for 
line-logging in swamps and for pulling logs 
out of similarly inaccessible places; the mo- 


Salesmen See Preview of Tractor Equipment 


tractor, to make what will be known as the 
Pioneer road builder, was discussed although 
it was not demonstrated to the salesmen at 
this time. By its use, the operations of scrap- 
ing, grading, and chunking-out can all be 
done by the one machine. It is being given 
increasingly frequent use by the United 
States Forest Service for making fire trails, 
and by lumbermen for the same use and also 
for constructing tractor roads quickly and 
cheaply. 

The machinery was demonstrated on a large 
tract of ground adjacent to the Caterpillar fac- 
tory, where expert operators could show the 
possibilities in these sturdy track-type tractors, 
the many varied kinds of work of which such 
a machine is capable. The sales representatives 
were attentive to the methods of the demonstra- 
tors and the explanations of the lecturers, for 
all these men pride themselves on being each 
an authority on matters pertaining to tractors. 

That part of the demonstration which was 
concerned with logging was in charge of J. H. 
Howell, general supervisor of logging sales, 
assisted by W. K. Cox, supervisor of logging 
sales, and K. M. Emery, of the logging sales 


ing them. With all our production efforts cen- 
tered here in Peoria we will be in a better 
position than ever to produce a quality tractor. 
We are succeeding, because we are proving to 
even the most skeptical that we can lower log 
hauling costs. Logging is nothing more or less 
than a problem of transportation, and for trans- 
portation the ‘Caterpillar’ tractor is unequaled 
in many places. We have shown our sales rep- 
resentatives here how our tractors can help log- 
gers. We have told them of the economies that 
can be effected by using these machines. But 
we don’t dare to tell lumbermen how much 
can actually be saved oftentimes, for they won’t 
believe it. We have to be very conservative 
and let them be pleasantly surprised when they 
learn they have something better than the 
thought they were buying.” 
From Across the Sea 

An interesting “side-light’”’ at the demon- 
stration meeting was the presence of John 
Q. McDonald, the company’s agriculturist 
who was “loaned” to the Russian Soviet 
government for a year and had just returned 
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At left: Demonstrating new equipment at the Caterpillar Tractor Co.’s factory. W. K. Cox, of Peoria, Ill., supervisor of logging sales, is 
explaining something new about double-drum equipment on a Sixty to Angel Guarello, jr., the company’s sales representative in Santiago, 
Chile. Behind Mr. Guarello is J. H. Howell, of Peoria, general supervisor of logging sales, and the other two men are K. M. Emery, of 
the logging sales staff, and M. L. Gibson, of the Davey Compressor Co., Kent, O. At right: This “Caterpillar” Fifteen is an example of 
anew use for which many of the track-type tractors are being bought. The truck is towed in, as a trailer, to places inaccessible to it 
under its own power, is loaded and towed back to the road, where it serves again as a truck; this method saves one handling of the logs 


bility of the tractor is not impaired by the 
presence of the drums. This was also demon- 
Strated operating a drag-line and scraper. 

W-K-M boom, also mounted on a Sixty, for 
loading logs. This was shown to be espe- 
cially efficient because of its flexibility in 
use, 

Snow-plow equipment by both the Wausau 
and the La Plant-Choate companies. 

A Barton pump, mounted on a “Caterpil- 
lar,” used to supply water for icing the roads 
for winter logging. 

Davey air compressors, air-cooled and 
therefore light enough to be mounted onthe 
tractor itself; it supplies the power for port- 
able chain saws. 

Ateco hydraulic scraper for making fills, 
and La Plant-Choate bulldozer, for other 
road-building operations. 

Athey, Euclid, and La Plant-Choate dump 
wagons. 

The combination of a Master front-blade 
grader and a Willamette-Ersted double-drum 
hyster, both on the same “Caterpillar” 


bureau of the company. Mr. Cox conducted a 
representative of the AMERICAN LUMBERMAN 
on a tour of the field, showing the application 
of each piece of equipment to logging. He 
knows his logging, for he has been definitely 
associated with such work for fourteen years. 
He is a graduate logging engineer of the Uni- 
versity of California, and has had charge of 
large logging operations for West Coast com- 
panies. He has been with the Caterpillar com- 
pany as supervisor of logging sales since 1928. 


This is one company that is not talking “hard 
times,” and is making no plans for curtailment. 
“We had 122 percent better business in 1929 
than in 1928, and up to Sept. 15 this year our 
business was 87 percent better than for the cor- 
responding period in 1929,” he said. “If we 
were to close down our factory today, we 
would be out of tractors within seven days. 
We're not just making tractors here, we’re sell- 








to this country. In Russia he was acting in 
the capacity of consulting engineer, directing 
the use of the $14,000,000 worth of “Cater- 
pillar” and Holt farming machinery. 

When the writer showed him a daily news- 
paper’s account of “a caterpillar tractor ex- 
pert from San Leandro, Calif.,” who had just 
returned from Russia with an exciting story 
of several hundred Americans virtually held 
prisoner by the Soviet, Mr. McDonald was 
greatly interested, but branded the dramatic 
recital something more than a gross exag- 
geration. “There were only forty-two of 
those American mechanics,” he said. “They 
were hired by the Soviet, then trained by 
the Caterpillar company, and then taken 
over to Russia on what I consider a good 
salary basis.” He continued: 

This mechanic told of poor food and poor 
housing and no sanitation. Well, I'll admit 
there was plenty of cabbage, all right, but I 
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Peerless Patent 


WIGGINS peer'Fetm Cards 


assure you of proper card representation. Many 
of America’s largest card users use Wiggins 
cards exclusively because they realize that the 
proper card serves the 
dual purpose of an- 
nouncing theirsalesmen 
while adding 
prestige to the 
house. Ask for 
tab of speci- 
mens and ob- 
serve their 
smooth edges 
andexcellence 
of engraving. 
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The John B. Wiggins Company 





Established 1857 
Engravers Plate Makers Die Embossers 
1108 Fullerton Avenue CHICAGO 








“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is our 


guarantee of quality. 
Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 
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HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. 8S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 
2%"x5%"”, vest pocket size. 


$3.00 Postpaid 
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431 So. Dearborn St. | CHICAGO, ILL 























couldn’t kick, because it was the best they 
could provide. They gave us the best they 
could, Living conditions are different over 
there, because their standards are different. 
The Russian is satisfied with less, probably 
because he never experienced anything better 
to make him dissatisfied. Most of the me- 
chanics that went over there are well satisfied 
—I know, because I ate with them, slept with 
them often, and was quite well acquainted 
with several of them—they think they are 
well treated and are entirely willing to serve 
out their three-year contract. This talk of 
passports being confiscated, and of the man 
traveling 5,000 miles through Russia hunting 
for his passport, is outrageous. No foreigner 
could travel that far in Russia without a pass- 
port. 


Asked about the ability of the Russian 
workers to learn how to operate the Ameri- 
can machinery, Mr. McDonald said: 


itt —_, 

They were much better at it than we ex. 
pected, when you consider that these men 
have not grown up in an atmosphere of ma- 
chinery, as Americans have. It is all new to 
them, but they are not slow to learn. They 
want to learn the use of American machinery 
and that is why their grain trust established 
130 farms, here and there around the country 
to show the value of such equipment in farm. 
ing in Russia, with Russians doing the Work, 
It is a part of the Soviet five-year program 
a part that is very successful. ; 
Mr. McDonald 


reiterated his statement 


' that the stories of atrocities to Americans jn 


Russia are wild imaginings. “If any Soviet 
agent ever followed me,” he said, “he did it 
so well that I didn’t know it. They spy on 
each other, yes, but not on Americans. An 
American can't very well get himself into 
difficulty in Russia, except to get sent out 
of the country.” 


What the Associations Are 
Planning and Doing 


Oct. 15—West Side Hardwood Club, Pine Bluff, 
Ark. 

Oct. 16-17—Wood Industries Division of the Amer- 
ican Society of Mechanical Engineers, Hotel 
Pennsylvania, New York City. 

Oct. 18—Texas-Louisiana Mill Managers’ Associa- 
tion, Lufkin, Tex. 


Oct. 21—Roofer Manufacturers’ 
Hotel, Columbus, Ga. 


Oct. 22-24—Pacific Logging Congress. Sessions on 
board ship sailing from Seattle, Wash., and at 
Empress Hotel, Victoria, B. C. Annual, 

Oct. 28-29—Southern Logging Association, New 
Orleans, La. Annual. 

Nov. 6-8—California Retail] Lumbermen’s Associa- 
tion, Huntington Hotel, Pasadena, Calif. An- 
nual, 

Nov. 13-14—Florida Lumber & Millwork Associa- 
tion, Lakeland, Fla. Semiannual, 

Nov. 13-15—Alabama Lumber & Building Material 
Association, Tutwiler Hotel, Birmingham, Ala. 
Annual, 


Dec. 2-4.—Associated Leaders of Lumber & Fuel 
Dealers of America, Congress Hotel, Chicago. 
Annual. 

Dec. 6—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Monroe, La. Quar- 
terly meeting. 


Club, Ralston 





Baltimore Exchange Quarterly 


BaLtIMoRE, Mbp., Oct. 6.—The Baltimore 
Lumber Exchange held its quarterly meeting 
and dinner at the Merchants’ Club tonight, 
with a large attendance turning out. Presi- 
dent Pembroke M. Womble presided. ‘There 
was little business to transact apart from the 
presentation of the regular reports, which 
showed the exchange to be in a very satis- 
factory financial position. The feature of the 
dinner was an address by Raymond Tompkins, 
assistant to the president of the United Rail- 
ways, which operate the street car lines in the 
city, who discoursed interestingly on his recol- 
lections as a war correspondent abroad during 
the great conflict. In the afternoon the manag- 
ing committee held its monthly session, which 
also developed no great amount of business, 
but elicited opinion as to the measure of the 
depression now being felt in the lumber busi- 
ness and other lines. 


Appalachian Club Meet Postponed 


CINCINNATI, OuI0, Oct. 7.—Announcement is 
made today that the annual meeting of the 
Appalachian Hardwood Club, which had been 
scheduled to be held here this month, has been 
postponed until a later date. Fred Bringardner, 
president, stated that at a recent meeting of the 
officers and board of directors this action was 
taken. It had been expected that the trade ex- 
tension committee of the association would re- 
port, but its chairman, J. W. Mayhew, advised 
President Bringardner that it was at work on 
a number of problems, which matter was prog- 
ressing so satisfactorily that it was thought to 
be good business policy to permit the trade ex- 
tension staff to continue to develop sales oppor- 





tunities rather than take the time to prepare 
for an annual meeting. Further, the announce- 
ment states, executives of the various concerns 
have found it necessary to devote more per- 
sonal time to their businesses in developing 
sales and in production policies and therefore 
postponement of the annual will enable them to 
center their attention where it is now needed, 

“The action of the board of directors and 
trade extension committee,” the announcement 
concludes, “is considered a vote of confidence 
in the efficient trade extension work which has 
been conducted under the supervision of David 
G. White, trade extension manager for the 
association.” 





Wooden Box Makers Open Sessions 


New York, Oct. 9.—Wooden box manufac- 
turers of the eastern and middle western States 
assembled in this city yesterday and today for 
the thirty-first senmfi-annual convention of the 
National Association of Wooden Box Manu- 
facturers, declared it to be one of the most 
constructive and helpful fall meetings the asso- 
ciation has held. The program was crowded 
with topics for discussion of vital importance 
to wooden box manufacturers and held their 
interest throughout the two-day session. 

Group meetings were held Wednesday morn- 
ing, at which the manufacturers discussed their 
local problems. After this, all delegates assem- 
bled at a buffet luncheon. 

The general meeting began at 2 p. m. with 
an opening address by B. F. Masters, chairman 
of the board of governors. He was followed 
by J. H. Dunning, president. 

Edward Dahill, jr., chief engineer of the 
freight container bureau of the American Rail- 
way Association, talked about wooden contain- 
ers and transportation. Walter F. Shaw, trade 
extension manager of the National Lumber 
Manufacturers’ Association, told of the trade 
extension activities of the wood products indus- 
tries. F. O. Perkins, vice president of the J. 
Walter Thompson Co., described the wooden 
box advertising campaign. Harry C. Spillman 
spoke on “The Balance of Power in Business.” 

The annual dinner-entertainment was held 
last night, and the board of governors had a 
breakfast meeting this morning. 

Reports of the general office, the Pacific coast 
and the New England divisions of the asso- 
ciation opened the second day of the general 
meeting, after which the roll was called. In 
responding to his name, each wooden box man- 
ufacturer discussed the lumber markets, busi- 
ness conditions and the outlook for the future 
in his territory. 

The following subjects on the docket were 
discussed at length: 


Concerted efforts of the substitute con- 
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enemas 
tainer manufacturers to enlarge their 
markets at the expense of the wooden box 
industry and the wooden box association’s 
need for the active support of a large ma- 
jority of wooden box manufacturers in order 
to protect the industry against these inroads; 
suggestions of activities for increasing the 
membership of the association; proposals to 
ship dynamite and bonded medicinal whisky 
in fiber containers and methods to combat 
such proposals; selling arguments’ used 
against substitute containers; methods used 
to prevent some industries from changing to 
paper and fiber and suggestions as to what 
further activities the association should en- 


gage in to combat the substitutes, the utili- 
zation of the constantly increasing excessive 
production capacity in various sections of 
the country; new products; servicing cus- 


tomers’ requirements; educating wooden box 
salesmen to be capable of analyzing ship- 
pers’ problems; suggestions as to how the 
association can help its members in this re- 
spect in addition to the sales bulletins, 


leaflets, folders, booklets etc., now issued; the ° 


proposed standardization of ‘beverage bottles 
by simplifying sizes, capacities etc., and the 
effect this will have on shipping containers, 
and co-operation with the National Associa- 
tion of Purchasing Agents by supplying a 
list of wooden box manufacturers located in 
various important centers who would be 
available occasionally to give informative 
discussions of wooden boxes at meetings of 
purchasing agents. 


John C. Howell, an industrial economist, ad- 
dressed the convention this afternoon. 





New York Association Doings 


New York, Oct. 6.—The Nylta Club opened 
its fall season last Friday night with a ca- 
pacity attendance, and an address on “The 
Business Outlook,” by John C. Howell. It 
was announced that Wilbur Young had been 
appointed on the board of governors in 
place of Robert Bamber, resigned. The club 
will give a dinner and entertainment on 
Oct. 9 at the National Republican Club. 
F. L. Browne, of the Forest Service, will be 
the speaker on Oct. 17; Allen E. Beals will 
address the members on Oct. 24, his subject 
being “The Lumberman’s Problems.’ <A 
travelog will feature the meeting on Oct. 31 


The fall meeting of the Associated Lumber 
& Allied Material Salesmen of New Jersey 
will be held at the Newark Athletic Club on 
Oct. 13. There will be a dinner and a busi- 
ness session. Plans for next year will be dis- 
cussed, and a nominating committee ap- 
pointed. 





Active in Behalf of Coal Dealers 


MINNEAPOLIS, MiNnN., Oct. 6.—One of the 
most rapidly growing retail associations in the 
country is the Northwestern Retail Coal Deal- 
ers’ Association, with headquarters in this city. 
Secretary Wesley E. Keller reports that up 
to Oct. 1, 211 new members have been added 
to the association this year. The organization 
is actively engaged in protecting the interests 
of the retail coal dealers, especially in the mat- 
ter of freight rates. In this connection the 
association will participate in the latest of the 
lake cargo coal cases—I. C. C. Docket No. 
23240-1—hearings on which are to be resumed 
in Chicago today. 

The association is prepared to show that the 
spread of freight rates between the Pittsburgh 
group on one hand and the southern group in 
eastern Kentucky, West Virginia and Virginia, 
on the other hand, on coal to the lower Lake 
Erie ports, destined to Lake Superior and Lake 
Michigan docks should be established on the 
proper basis without resulting in increases in 
the rates from either field. The association 
hopes through this effort to save the $100,000 
increase in the Northwest’s fuel bill. This 
Saving is based on the estimate that more than 
1,000,000 tons of coal from southern fields 
are consumed annually in the Northwest. 
Northern operators are asking for an increase 
in the rates from southern fields of 10 cents 
a ton. 


Sees Depression at Its End 


Boston, Mass., Oct. 7.—In an article in the 
current issue of Boston Business, the official 
publication of the Boston Chamber of Com- 
merce that reaches its extensive circle of read- 
ers this week, Alvan T. Simonds, president of 
the Simonds Saw & Steel Co., Fitchburg, sets 
forth his firm conviction that the depression 
which business has been undergoing for the 
last year is practically at an end. He confi- 
dently predicts that the next peak of industrial 
production, which will be reached in 1932, will 
be the highest ever attained. 

Mr. Simonds states that he arrives at these 
conclusions by charting the course of certain 
fundamental factors in industry over a period of 
years. In predicting a new record industrial 
peak in 1932, Mr. Simonds writes, in part, as 
follows: 

Since the war, each cyclical peak in busi- 
ness has been followed about three years 
later by another cyclical peak higher than 
any which preceded it. It does not pay to 
sell the United States short if you mean by 
selling it short that you are gambling that 
the next cyclical peak will be lower than the 
preceding one. The peak in industrial pro- 
duction in 1932 will doubtless be higher than 
that of 1929. Use your own judgment based 
upon the known factor as to how high stock 
prices will go. 

Writing under the optimistic title, “We've 
Seen Practically the Worst,” Mr. Simonds 
makes these further pertinent statements : 

For the first three weeks in August there 
was a slow gain over the low point in July. 
The last week in August this gain was not 
continued, probably because this week in- 
cluded part of the three-day holiday ending 
with Labor Day. Major movements rarely 
continue upward without a break. They move 
upward in little ups and downs which we call 
minor movements. It is, therefore, not strange 
that one week in August should show a set- 
back. 

We are not even now certain that the low 
point of the present cycle may not come in 
December, 1930, and that the rise, which will 
doubtless occur in October, will be more than 
a seasonal one. Three present conditions 
make this statement necessary. Automobile 
production was evidently greatly overdone in 
the first half of 1929, and it is claimed at this 
writing that dealers are somewhat burdened, 
especially with new cars, and production 40 
percent below last year. Residential building 
apparently has been overdone. An increase in 
residential building would do more than al- 
most any other factor to make the rise con- 
tinue in a major movement. The third con- 
dition is that we are facing an election, with 
the reputation of the present government at 
stake. It is possible that the result of the 
election might bring the cyclical low point 
into December. In any case, we have seen 
practically the worst. The depression is 
ended, or is very near its end. 





Third Quarter Car Loadings 


The national forecast of freight car require- 
ments for loading of forest products during the 
fourth quarter of 1930—October, November and 
December—has been prepared by the thirteen 
regional advisory boards for the car service di- 
vision of the American Railway Association. 
Decreases are expected in all regions, as com- 
pared with the fourth quarter of 1929, and the 
percentages of decrease are shown in the fol- 
lowing table: 








Esti- 
Actual mated, De- 

1929 1930 crease 

New England ........ 28,565 25,137 12.0 
Atlantic States ....... 30,619 30,619 yl 
pn ee Pee 17,435 13,076 25.0 
rer 7,492 6,538 17.7 
CG SE enw a coe 21,886 17,501 20.0 
5. ier Sar 66,743 46,920 29.7 
WOOPTMWORE ccc cde cee 22,223 18,600 16.3 
‘Trans-Missouri-Kansas 32,167 24,126 25.0 
Southeast as ee VR ye 237,156 11.4 
a re 74,989 65,990 12.0 
Central Western ..... 6,152 4,800 22.0 
Pacie Coast <.. .ccesss 46,226 44,000 4.8 
Pacific Northwest .178,827 141,209 21.0 
BOGE saw se HONS 801,445 675,672 15.7 





287,700,000 Feet 
National Forest Timber 
FOR SALE 


LOCATION AND AMOUNT. All the live timber 
designated for cutting, and all merchantable dead 
timber standing or down located on an area em- 
bracing about 5,950 acres in Township 22 N., R. 
5 W., W. M., South Fork Skokomish River and 
Frigid Creek watersheds, Olympic National Forest, 
Washington, estimated to be 264,626,000 feet 
B. M., more or less, of Douglas fir, western red 
cedar and western white pine, and 23,074,000 feet 
B. .» more or less, of western hemlock and other 
species of timber, exclusive of timber to be taken 
at the option of the purchaser. 


STUMPAGE PRICES. Lowest rates considered, 
$3.85 per M for Douglas fir, western red cedar and 
western white pine, and $1.10 per M for western 
hemlock and other species. For material unmer- 
chantable because of size under the terms of the 
agreement to be cut and removed at the option of 
the purchaser $1.00 per M for Douglas fir, west- 
ern red cedar and western white pine, and $.50 per 
M for western hemlock and other species, these rates 
to apply also to any or all material unmerchantable 
because of defects if taken and if charged for. 
deposit of $.15 per M feet B. M. for timber mer- 
chantable under the terms of the agreement, in addi- 
tion to the prices bid for stumpage, will be required. 


DEPOSIT. $20,000 must be deposited with each bid 
to be applied on the purchase price, refunded or 
retained in part as liquidated damages, according 
to conditions of sale. 


CONDITIONS. Each bidder must submit with his 
bid a statement of his financial resources, including 
the funds available for use on this project; and, 
before final award, the person or company submitting 
the most acceptable bid will be required to show 
that he has immediately available, or will have 
available as needed, sufficient funds to provide the 
improvements, equipment, and working capital nec- 
essary to enable him to meet the requirements of 
the agreement. The conditions are given in full in 
the prospectus and sample contract. 


FINAL DATE FOR BIDS. Sealed bids will be 
received by the Regional Forester, Portland, Oregon, 
up to and not later than 2 p. m. October 30, 1930, 
and will be opened immediately thereafter. 


The right to reject any and all bids is reserved. 


Before bids are submitted, full information con- 
cerning the character of the timber, conditions of 
sale, and the submission of bids should be obtained 
from the Regional Forester, Portland, Oregon, or the 
Forest Supervisor, Olympia, Washington. 
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Nellow Pine 


The Aristocrat of Southern Woods 


—the best lumber 
and _ structural 
material to stim- 
ulate new orders 
and hold old cus- 
tomers. 


Wier Long Leaf 
Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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We Grade it Right and Ship it Quickly. 
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Manufacturers 
Short Leaf Pine and Hardwoods 
17 17 
VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
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Clubs and Outings 


Shreveport Club in First Fall Meet 


SHREvePorT, La., Oct. 7—The Shreveport 
Lumbermen’s Club held its first luncheon today 
at the Youree Hotel, after a vacation period 
since last June. President George S. Pres- 
tridge was unable to be present on account of 
illness, and Secretary Ward Delaney presided. 
The nominating committee, consisting of W. A. 
Anderson and S. H. Bolinger presented the 
name of William Steen to serve as president 
for the ensuing year, and to be voted on at the 
next meeting, Oct. 21. It was voted also that 
nomination of a secretary be deferred. The club 
voted to endorse the State fair and approved 
of the selection of Children’s day and Greater 
Shreveport day for the lumbermen. Members 
were requested by the resolution to give the 
State fair their full co-operation. 

A resolution of the Memphis Lumbermen’s 
Club was read in which it was set forth that 
certain manufacturers of steel refrigerators 
were violating trade ethics in stating in their 
advertisements that wood was unsuitable as a 
material for the manufacture of refrigerators 
which was denied as unfair and incorrect, and 
a violation of American trade ethics, and such 
advertising is condemned as inconsistent with 
the ethical standards of modern business. The 
Shreveport club voted to join in the movement 
now being pursued by other lumbermen’s club 
in protecting the use of wood from the inroads 
of substitutes. 

A resolution of condolence was also recorded 
with the expressed wish that President Prest- 
ridge may make full recovery from his illness. 





To Revise Hardwood Reporting 


New Or.eans, La., Oct. 7.—Revision in the 
type and method of reporting hardwood 
transactions to the Hardwood Manufacturers’ 
Institute will be taken up by the directors of 
that organization as a result of the adoption 
of a resolution directing such action at a meet- 
ing of the Southwestern Hardwood Manufac- 
turers’ Club here today. Details of the new 
plan of operation were outlined by J. H. Town- 
shend, executive vice president of the institute. 

Under the new plan, all those subscribing or 
rather entering into the arrangement for sup- 
plying information covering past sales will be 
furnished with a true picture of conditions in 
the industry and the consuming territory 
through the institute with sufficient rapidity to 
make the information of practical value in the 
normal operation of their business. The plan 
is to be laid before the directors by J. W. 
Bailey, institute president, who took an active 
part in the discussion today. 

Members of the hardwood club expressed the 
view that the information to be furnished would 
be comparable to that obtained by steel pro- 
ducers, and other manufacturers and trade 
operators, by means similar to those to be em- 
ployed by the institute, upon the approval of 
the plan by the directors of the organization. 

The meeting today was one of the largest 
during the current year and, in view of the 
matters dealt with, one of the most important. 
Another important subject regarding the mer- 
chandising of hardwood lumber so as to obtain 
the maximum return for the manufacturer was 
discussed and will be followed up by successive 
action. 

Members of the club were urged to take the 
trip to Natalbany, La., on Oct. 8 to observe 
the tests made in the control of sap stain. Six 
boards, two treated with borax, two with K1, 
a commercial preparation, and two untreated 
were exhibited to the meeting. J. W. Bailey 
stated in connection with the exhibit and the 
tests to be explained by representatives of the 
Forest Products Laboratory at Natalbany that 
five piles of lumber had been treated with the 
resultant elimination of sap stain altogether. 
Another pile, untreated, showed clear near the 


top but further down showed extensive stain 
he said. Costs of the treatment, which may 
be executed as part of the operation, range 
from 6 or 7 cents to 12 cents depending upon 
the season. Further tests to determine the 
results from re-manufacture of treated wood 
will be conducted at the mill about 40 days 


from now. 
—_ 


Knot Golfers in Annual Meeting 


New York, Oct. 6.—Frederick J. Bruce was 
elected captain of the Knot Golfers at the 
annual meeting held after the concluding tourna- 
ment of the season last Thursday afternoon at 
the North Hills ‘Country Club, Douglaston, 
L. I. Herbert B. Coho was re-elected secre- 
tary-treasurer. The executive committee con- 
sists of John Bossert, Emerson Creveling, 
Joseph E. Masterson and Clinton G. Bush. 

Prize winners on point scores for the season 
were announced as follows: Samuel Feldman, 
Class A.; Emerson Creveling, Class B.; Joseph 
E. Masterson, Class C. Mr. Creveling won 
the Clinton Bush prize for the best average net 
for five games. The Dr. W. E. Barnard prize 
went to Walter V. Schleicher. Mr. Masterson 
also won the Max Williamson prize, for the 
best net score of a member attending all seven 
tournaments. 

Alex. M. Carpenter was awarded the George 
Adams prize for the best net score of a mem- 
ber who had not won a prize in two seasons, 
and the Earl Stoddard prize, for the greatest 
number of birdies, was taken by George 
Adams, jr. 

Winners in the final tournament were J. B. 
Perry, John Bossert and F. Potter, who cap- 
tured the guest prize. Winners in Cass A. 
were H. M. VonBulow and R. U. Shaffer; 
winners in Class B., John Bossert and O. J. 
Brendgord ; winners in Class C., C. Kuehne and 
A. W. Brown. 

A dinner was given in connection with the 
final tournament. 





Club Appoints TX Committee 


CINCINNATI, OHIO, Oct. 6.—Initial steps to- 
ward the building of a more confident sentiment 
among lumbermen for the future of their trade 
were taken tonight at the first meeting of the 
Cincinnati Lumbermen’s Club held at the Hotel 
Metropole following its summer _ vacation. 
These took the form of the appointment of a 
committee, headed by Edward H. Ward, former 
president of the club, to be known as the trade 
expansion committee. The purpose of this com- 
mittee is to work for the extension of the use 
of lumber among the industries of the Cincin- 
nati metropolitan district and to use every effort 
to foster the use of both hard- and softwoods 
in construction and in fabrication to the greatest 
possible degree. 

On this committee were appointed Ross C. 
Kuhlman, secretary-manager of District No. 1, 
Ohio Association of Retail Lumber Dealers, and 
also the manager of the Cincinnati Millwork 
Manufacturers’ Association; Wilbur J. Wright, 
sales manager of the M. B. Farrin Mill & Lum- 
ber Co.; and David G. White, trade extension 
manager of the Appalachian Hardwood Club. 
It is planned to hold a series of meetings, 
connection with the session of the local club 
where the discussion of uses of lumber of 
various kinds can be fostered. This commit- 
tee will also arrange to do missionary work 
among consumers as a means of fostering the 
use of lumber in all kinds of construction. The 
co-operation of the Ladies’ Auxiliary of the 
Ohio association may be solicited as a means 
of inducing housewives to give preference to 
lumber in articles of furniture, bric-a-brac and 
other household goods purchased at _ stores 


where substitutes are in competition with lum- 
ber made articles. 
Perry V. Shoe, a former member of the club, 
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was re-elected to membership last night on his 
application. Mr. Shoe recently formed the Shoe 
Walnut Lumber Co. The speaker of the meet- 
ing was Attorney Charles Sawyer, who is a 
candidate for Congress. 

Mr. Sawyer _spoke on the interference of 
Government with business and sounded a 
trenchant warning against the constant en- 
croachments on the rights of citizens and also 
of the States themselves by the Federal Gov- 
ernment in its adoption of legislative enact- 


ments. 





Wisconsin Clubs to Meet 


MitwauKeEE, Wis., Oct. 6.—The Northwest 
Wisconsin Retail Lumbermen’s Club will hold 
a meeting at the Elks Club in Rice Lake on 
Oct. 22, starting at 10 a. m. B. F. Springer, 
of the John Schroeder Lumber Co., Milwaukee, 
and president of the Wisconsin Retail Lumber- 
men’s Association, will be the principal speaker. 

The Northeastern Wisconsin Lumbermen’s 
Club will hold its fall meeting at Green Bay 
on Oct. 16, according to an announcement from 
executives of the club. 





Dry Kiln Lectures Largely Attended 


MemPHIS, TENN., Oct. 6—A series of three 
lectures on dry kiln engineering came to a 
close Friday night with a dinner and general 
discussion at the Hotel Chisca, here, at which 
meeting George C. Eheman, chairman of the 
inspection rules committee of the National 
Hardwood Lumber Association, was present and 
spoke. The series of three lectures was given 
by W. K. Loughborough, expert from the For- 
est Products Laboratory, Madison, Wis., under 
the auspices of the Dry Kiln Engineers’ Club 
of Memphis. The lectures were largely at- 
tended by hardwood men and kiln engineers 
from all sections of the tri-State territory. 

Mr. Eheman told of the work that had been 
done by the National Hardwood organization 
in order to form rules on kiln-dried lumber 


and urged the kiln engineers to aid the asso- 
ciation in drawing up these rules. He said 
that the matter had been under consideration 
for a long time and had many times been 
brought to the attention of his committee. 

A paper was read by Earl Swartzbaugh, of 
the McLean Hardwood Lumber Co., which had 
been prepared by O. M. Krebs, who is also 
a member of the inspection rules committee 
of the National. He spoke of rules for kiln- 
dried lumber and showed that this problem 
was far from a solution. 

Members of the club voted a life membership 
to Mr. Loughborough, who had addressed 
them during the week. 


Hardwoed Men Company’s Guests 


Perry, FLa., Oct. 6—About twenty-five 
hardwood lumbermen, several with their wives, 
were guests of the Wilson Lumber Co. here 
last week at the meeting of the Southeast Hard- 
wood Lumbermen’s Club of which John Ship- 
pen, general manager of the Wilson company, 
is president. Delegates to the convention, which 
had its headquarters in the Dixie-Taylor Hotel, 
came from as far as Memphis, Tenn., and in- 
cluded executives of mills in this territory. 

The business meeting of the club was held 
Tuesday morning, Sept. 30, and was followed 
by luncheon at the Dixie-Taylor, while the 
wives of the members were entertained at 
luncheon and bridge at the Hotel Hampton. 

During the afternoon members of the club 
were taken on a motorcade to the mills of Tay- 
lor County, which according to operators, cut 
more timber annually than any other like sec- 
tion in the South. 

The main feature of the day was the ban- 
quet and dance at night. The banquet, to which 
were invited representatives from the mills of 
the county, as well as men from various busi- 
nesses in the city, together with their wives, was 
held at the Dixie-Taylor, with an attendance 
of over 100. The dance at the Hotel Hampton 
followed. 





Opportunities for Wood in Autos 


SHREVEPORT, LA,, Oct. 6.—The return to pop- 
ularity of wood in the construction of automo- 
bile bodies was made the theme of a letter sent 
out a few days ago by E. W. Thompson, jr., 
sales manager of the Peavy-Wilson Lumber 
Co., addressed to all of the sales representa- 
tives of that organization. Mr. Thompson be- 
lieves that this fact offers an opportunity for 
lumbermen everywhere to do some excellent 
promotion work in behalf of wood, and in his 
letter he says: 


There is a great deal being said these days 
in the advertising columns of the papers about 
the all-steel auto bodies. A recent survey has 
indicated that the all-steel body can be 
stamped out and built at a lower cost than the 
composite wood and steel body. Several auto 
manufacturers are endeavoring to make their 
trade feel that this cheapness is not indicative 
of poorer quality 

It is significant, however, that the very 
highest type and highest priced custom built 
bodies use the most wood; in fact, the highest 
priced bodies and frames are almost entirely 
of wood. It is also notable that the Fisher 
Body Corporation, manufacturing all bodies 
for the General Motors Corporation, uses the 
composite type. Although it has experimented 
With steel bodies for years it still prefers 
wood. ‘ 

Even the supposedly all-steel bodies use not 
less than 105 feet of lumber to the car and 
this runs up to as much as 600 feet in some 
of the higher class custom built bodies. So 
far as is known every plant which manufac- 
tures taxicabs, such as the Yellow and Checker 
cabs, uses wood bodies. These cabs are built 
to run 200,000 to 300,000 miles in hard service 
and they must be sturdy enough to outlast at 
least two engine installations. They are made 
for maximum safety in accidents, since the 
Possibility of loss thereby is serious and no 
chances on safety can be taken. No taxicab 


manufacturer would risk his reputation by 
putting less than the finest and strongest 
wood frame he knows how to build in his cab. 
One important advantage in cabs is that a 
wood frame can be repaired quickly in case 
of accident, thus cutting down the loss of use 
of such vehicles which would run into hun- 
dred of dollars. 

Some of the earlier model wood frames de- 
veloped trouble on account of leaky roofs 
which kept the wood wet, especially in the 
corner posts, but improvements in construc- 
tion have practically eliminated all trouble. 
Steel body builders have not yet been able 
to overcome tthe weakness developed in the 
metal on each side of the various welds. A 
steel frame is difficult to repair after an ac- 
cident and after some severe wrecks it can 
not be repaired. The highest priced models 
of closed Fords are of composite wood con- 
struction and are the most popular as their 
doors close with the solid sound of higher 
priced cars. 

Several instances might be cited of cab 
companies coming out with light steel frame 
passenger cars in the place of standard taxi- 
cabs. It is significant, however, that in most 
instances these companies have gone broke in- 
side of a year because of the increased main- 
tenance cost on such equipment and its un- 
popularity with the cab-using public. Hearses 
and ambulances are all made with the com- 
posite wood bodies, 

Lumbermen should disseminate this knowl- 
edge and advertise the features of safety, 
sturdiness, ease and quickness of repair, quiet- 
ness, warmth and light weight of wood for 
use jn closed body type of passenger cars, 
taxicabs, ambulances, hearses, buses and 
coaches, and counteract the propaganda now 
being spread by the few auto manufacturers 
using steel bodies. Their principal object is 
to reduce cost and no mention is ever made 
of the fact that steel will rust, will crystallize 
and break etc. 
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The Calcasieu district of Louisiana has 
been famous for its immense stands of vir- 
gin growth Long Leaf Yellow Pine timber 
for many years. 
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car material know that stock bearing the 
“TIndustrial—Calcasieu” brand is unex- 
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For our high grade dressed stock — 
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The Wayside Spring 
The roadway that I traveled 
Was neither paved nor graveled, 

The slopes were steep, 
The dust was deep, 

The hills were hard and high. 
That highway took the long way, 
I’m sure it was the wrong way, 

Through briars and brakes 
It made mistakes— 
But, brother, haven't I? 


The day grew hot, grew hotter, 
I craved a glass of water, 
A goblet gold 
That I could hold 
To lips so thirsty dry, 
And then, beside the highway, 
Within a leafy byway, 
I found a spring, 
An humble thing— 
And yet what more am |? 


How happily I spied it! 
No goblet was beside it, 
An old tin cup 
All battered up 
By many a passerby. 
The cup was old and battered, 
I can’t say that it mattered— 
That cup was bent 
With many a dent, 
But, brother, so am I. 


The cup was but a tin one, 
My purse is but a thin one, 
Yet both each day 
In some small way 
Can help the world, or try. 
The cup was bent and brittle, 
And yet it did its little, 
It did its best 
To help the rest, 
And, brother, so must I. 


We See b’ the Papers 


Let’s see, didn’t there used to be a fellow 
named Shires? 


It seems he went to Washington and was 
never heard of again. 


But that has happened to a lot of men who 
went to Washington. 

And, while we are about it, why not a little 
lumber relief? 


But the real distress on the farm comes at 
about green apple time. 


King Alfonso has been asked to quit. 
he is waiting for New Year’s. 


The football season again is on us, but the 
Sataday afts are off, doggone us. 

King Carol is working twelve hours a day. 
But so is our neighbor’s radio. 

What the Cubs oughta do is get another 
pitcher. Then they’d have two. 


Speaking of football and business, we hope 
that Red Grange, the well known left half, has 
at least half left. 


Mr. Hoover says that fishing is not the rich 
man’s sport. It would be if we had to live on 
the fish we catch. 


The French government is promising French 
farmers relief. Farming is what we would call 
a business of promise. 

American motorists will pay $550,000,000 in 
gasoline taxes this year; it must be that we are 
not quite broke, at that. : 

The answer to the fellow who sells cheap 
because he needs the money may be that he 
needs the money because he sells cheap. 

People used to think that the worst place 
to lose anything was in a haystack, but a 
wheatstack seems to run it a close second. 


Maybe 





A campaign is on to drive gangsters, hood- 
lums and racketeers from Chicago. In other 


words, to spread the disease among the neigh- 
bors. 


Paris police believe that American films in- 
spire crime. This is the first time anybody 
has been able to discover anything inspiring 
in an American film. 


The president of Chili wants to give the 
people the right to elect Congress. It sounds 
good, but they gave us the right to elect the 
Senate, and look how well we did it. 


Washington won more games to win second 
place in the American League than St. Loyis 
did to win first place. There’s something that 
ought to start an argument in almost any office. 


The Mystery Solved 


The verses “Lumberman’s Prayer” were 
written by C. C. Crow, of Portland, Ore. We 
are especially indebted to Miss T. Censky, of 
Winchester, Ida., A. R. Nelson, of Sandpoint, 
Ida., and S. H. Holbrook, of Portland, Ore, 
for assistance in trailing Mr. Crow to his lair, 
or, perhaps we should say, tree. Mr. Crow 
writes us: 

It is indeed refreshing to contact someone 
who appreciates the injustice of plagiarism. 
I feel just the way you do about publishing 
anything which someone else has written, 
and I never do unless with the permission 
of the original author. The issue of the 
paper in which it appeared was copyright, 
but I hereby authorize you to use it as you 
see fit. 

THE LUMBERMAN’S PRAYER 
By C. C. Crow 
Three lumbermen once hid themselves 
Behind a slab conveyor, 
And kneeling on their patched-up pants, 
One offered up this prayer: 


“Dear Lord, I know we're crazy, 
But we’ve always been that way, 
And if it’s not against the law, 
There’s some things we'd like to say. 


“All through the winter we have run, 
The weather has been swell, 

But we’ve made too many boards, 
And the market’s gone to hell. 


“Oh, can’t you bring a snowstorm on? 
Or just a little flood? 

Or, can’t you touch an earthquake off? 
’Twould do us so much good. 


“The order file hangs like a shroud 
Upon the office wall, 

The sidetrack is getting rusty, 
And the piles are getting tall. 


“And we are getting older 
As the years slip quickly by, 
All we ask is to break even 
Just a while before we die. 


“Oh, give us trees with lots of clear 
And heavy to the acre, 

Oh, fill our sheds with high-priced stock, 
And then send on a taker. 


“Oh, give us belts that don’t wear out, 
And boilers full of steam, 

Oh, give us men that crave to work, 
And are not what they seem. 


“Oh, fill our bankers’ hearts with love, 
And school them in affection, 

And keep the sheriff and his gang 
From coming this direction. 


“Now, we're not asking very much, 
We're used to being busted 

But Lady Luck has left us cold, 
She’s no more to be trusted. 


“And if you can’t do all these things 
Why please don’t fool aroun’, 
But give us courage in our hearts 
And guts to close ’er down.” 
(Copyright 1923 by Crow’s Pacific Coast Lum- 
Reproduced by permission) 


ber Index. 







































1936 





getoder 11, 1930 AMERICAN LUMBERMAN 59 
october 11, ™ 





0od- 
other 
*igh- 





) in- 


Step up your sales with new 
.| Andersen Frame features 
:| that builders demand 


- the 


cond 
Aus 
that 


ffice, 

were 

We 

yy ot 

oint, 

— 

alr, 
men New locked-sill | 
2one ® 4 | 
4 joint welcomed . 
ling 

2 by over 3,000 | 
the 

eh leading dealers 


It’s leakproof! 


hen contractors demand a frame 

because it saves them money, you 

can cash in on this demand and step up 
your sales. 

That is what is happening with the 

new Andersen Master Frame — the leak 

proof frame with locked sill-joint and 


other patented features. 


That is why over 3,000 dealers have 
stocked this frame in recent weeks. 





Here is a frame that is leak proof! Send 
P Cross section showing Andersen Master Frame No. 671 
us your name and we will arrange a free demon- for masonry. Note mortar clinch grooves. 
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Seidel Service has never been con- 
fined to lumber from one or two pro- 


ducing regions only. It has the 
backing of the best lumber from all 
section of the country (12 states). 
Our stock comes from mills that 
pride themselves on carefully graded 
and manufactured lumber. 


Our assortment in St. Louis is al- 
ways complete on all standard items 
in Pondosa Pine, which is only one of 
our many lines of woods. Write for 
prices. 


We are also prepared to quote 
on straight or mixed carloads 
for direct mill shipment. 
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LUMBER CoO. 
St. Louis, Mo. 
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Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER Ferts 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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ARTHUR W. KREINHEDER, former city 
councilman of Buffalo, N. Y., and for many 
years a leading member of the hardwood 
trade of that city, died suddenly on Oct. 2, 
at the age of 54. He was born in Buffalo 
and as a young man entered the wholesale 
hardwood trade with his brother, the late 
Robert F. Kreinheder, whose death occurred 
on May 31 of this year. The company was 
known as the Standard Lumber Co., the name 
being afterwards changed to the Standard 
Hardwood Lumber Co., and a larger -yard 
opened at 1333 Clinton street. Mr. Krein- 
heder was treasurer of the company until 
1915, when he was elected one of the four 
councilmen of Buffalo, chosen under the com- 
mission form of government then adopted. 
He polled the highest vote of all the can- 
didates. The most important department 
under the new regime was that of public 
works and to this Mr. Kreinheder was as- 
signed. He made an excellent commissioner 
and under his direction some of the largest 
municipal projects in years were carried out. 
One of the measures which he promoted was 
the building of a municipal filtration plant 
to cost $4,000,000 and another was the Sca- 
jaquada Creek drain improvement. In 1920 
Mr. Kreinheder took office for a second term 
of four years and again was appointed head 
of the public works department. He acted 
as mayor during the illness of Mayor Buck 
and in that capacity ordered a complete re- 
organization of the police department. After 
his second term was completed, Mr. Krein- 
heder traveled extensively in Europe. For the 
last few years he had not been active in 
business, but kept intimately in touch with 
his many friends in the lumber trade. He 
was president of the Buffalo Lumber Ex- 
change in 1913 and 1914 and was actively 
connected with the affairs of the Buffalo 
Automobile Club and the Chamber of Com- 
merce. 

Mr. Kreinheder is survived by his wife; 
a son, Millard R.; two daughters, Mildred 
and Irma. and tour brotners: tdwin  4J., 
Oliver and Herbert, all of Buffalo and Rev. 
Oscar Kreinheder, president of Valparaiso 
University, Valparaiso, Ind. Funeral serv- 
ices were held at the family home on Oct. i, 
in charge of the Rev. Martin Walker, pastor 
of Calvary Evangelical Lutheran Church. 
Burial was in Forest Lawn cemetery. Active 
bearers included Orson B® Yeager, Charles 
Birney and Chester Oschuetz. Among honor- 
ary bearers were C. Walter Betts and Isaac 
~. eens. Many lumbermen attended the 
uneral. 


JOSEPH A. DuPLAIN, for 35 years a whole- 
sale lumber dealer of Rockford, Ill., died on 
Sunday night, Oct. 5, in the Presbyterian 
Hospital, Chicago. Four weeks ago he un- 
derwent a major operation, but apparently 
was recovering when he suffered a relapse 
and an attack of heart disease which ended 
in his death. He was 73 years of age. Mr. 
DuPlain was born in Peru, IIll., and in his 
early years was a railroad telegrapher and 
later train dispatcher for the Santa Fe in 
Dodge City, Kan., when that town was the 
liveliest of frontier posts. In later years Mr. 
DuPlain delighted in tales of the famous 
desperadoes of that time and place, and the 
exciting events of the frontier. Going to 
Rockford about 35 years ago he became a 
member of the firm of Smith, DuPlain & 
Crumb, and later established his own busi- 
ness under name of Joseph A. DuPlain Lum- 
ber Co., which has grown and flourished until 
today it is one of the larger wholesale con- 
cerns of the section. Mr. DuPlain was a 
member of the Masonic order since 1884, and 
was a Knight Templar, a Shriner, and an 
Elk. He also was a member of the Old 
Timers Telegraph & Historical Association, 
made up of the telegraph operators of the old 
days. A widow, one daughter, Mrs. Ralph 
Lawton, and one son, J. Lou DuPlain, a 
sister and three grandchildren survive. The 
son and son-in-law, Ralph Lawton, have 
been associated with the Joseph A. DuPlain 
Lumber Co. for some time, the latter having 
been directing the business for several years. 


JOHN H. TSCHUDY, president of the J. H. 
Tschudy Hardwood Lumber Co. of Kansas City, 
Mo., died Sunday, Oct. 5. He was 79 years old. 
Mr. Tschudy had been in the lumber business 
in Kansas City 43 years, going there from 
Monroe, Wis., where he was born. His com- 
pany still occupies the site of the original 
yard, though expansion of the business in 
that time has required the purchase of an- 
other tract close by. The company owns a 
large tract of land at Weona, Ark., where it 
has a wholesale yard and mill. Mr. Tschudy 
was for many years previous to his death a 
leader in civic affairs in Kansas City. Of 
late years he had devoted considerable time 
to his farm south of the city and was rated 
as a high authority on Hereford and Jersey 
cattle. Mr. Tschudy leaves his widow, three 
sons: Jay, Fred and Robert, and three daugh- 


ters: Mrs. Browing Fellers, Mrs. Charles R 
Goudy and Miss Ann Tschudy, all of Kansas 
City. The pallbearers at the funeral] Tuesda. 
afternoon were his three sons and thes 
nephews. 


MICHAEL J. SCANLON, one of the found. 
ers of the Brooks-Scanlon Lumber (Co. and 
for the last half century one of the promi. 
nent figures in the lumber industry of the 
United States, died at his home in Minne. 
apolis, Minn., late in the day of Oct. 2, at the 
age of 69. Mr. Scanlon was the second Pioneer 
member of the Brooks-Scanlon organization 
to pass this year, Dr. D. F. Brooks, its presi- 
dent, having died last January in California 
Although Mr. Scanlon had suffered a stroke jn 
July, 1929, which seriously impaired his eye- 
sight, he continued his many business duties 
as usual and was at his office the morning of 
the day of his death. He went to his home 
for lunch and shortly thereafter suffered g 
second stroke which: caused his death a few 
hours later. 

M. J. Scanlon was born at Lyndon, Wis, 
Aug. 24, 1861. Like the vast majority of men 
who have won outstanding success in the 
business and industrial world of his day, he 
was practically a self-made man. With a 
sturdy heritage of good health, fine determi- 
nation and clear-thinking, shrewd intelligence, 
he earned his way, even in the public schools, 
alternating hard work with study. He made 





THE LATE M. J. SCANLON 


his own way through preparatory school and 
the first part of a law course at the Univer- 
sity of Wisconsin. Not liking the law, he 
went to Omaha where he made his way 
through a business college course, and upon 
its completion he entered the employment of 
the Nebraska Lumber Co., as bookkeeper, and 
from that time his career was bound up with 
the lumber industry. He advanced through 
various positions until he finally went on the 
road for the company, proving a valuable ad- 
dition to the sales staff. In 1889 he joined 
the C. H. Ruddock Lumber Co., as manager of 
the sales and credit departments, and a year 
later became secretary of that company. In 
1890 the Ruddock Cypress Lumber Co. was 
formed at New Orleans, and Mr. Scanlon went 
south to take charge of its sales and credits. 
He sold his interests in 1892 and returned 
north. He had previously formed a connec- 
tion with Henry E. Gipson, and in that year 
the firm of Scanlon, Gipson & Co., was formed, 
doing a jobbing business, buying stocks of 
lumber in northern Minnesota and Wisconsin 
and selling to the trade. The Scanlon-Gipson 
Lumber Co. was organized in December, 1894, 
and D. F., L. R. and A. S. Brooks were asso- 
ciated with the two other partners in that 
enterprise. The company was a great suc- 
cess, handling about 17,000,000 feet of lumber 
during its first year of existence. In April, 
1896, it purchased the business of H. F. 
Brown, a Minneapolis lumber manufacturer, 
thus entering the manufacturing end. Shortly 
afterwards a large tract of timber was pur- 
chased in the vicinity of Cass Lake, Minn., 
and a sawmill erected there. 

In 1889 Mr. Scanlon visited the Pacific 
Coast and acquired 60,000,000 feet of yellow 
pine timber in eastern Oregon. At that time 
the Brooks-Robertson Lumber Co. was organ- 
ized, by the same partners, and in 1901 the 
Brooks-Scanlon Lumber Co. was organized, 
building an immense three-band and gang mill 
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t Scanlon, near Cloquet, Minn., which for 
oe was one of the outstanding operations 
in the North. Dr. D. F. Brooks was president 
of the company, and Mr. Scanlon was its vice 
resident from its inception. Developments 
vere soon under way at Nickerson, and on a 
yast timber tract on the St. Louis River. 
Later the company began operation at Bend, 


Ore ollowing a trip to the south in 1904, Mr. 
gcanion urged his associates to invest in 
southern pine timber. On May 15, 1905, the 
Chesbrough Bros. holdings in Louisiana were 


purchased, and later the properties of the 
Banner Lumber Co., including mills. The 
Brooks-Scanlon Corporation, of Kentwood, 


la., organized to take care of the southern 
developments, bought out the Carpenter- 
O’Brien Co.’s operations at Eastport, Fila., in 
1917, and headquarters were moved to that 
place. Only a short time ago the southern 
company erected a mill at the new town of 
Foley, Fla. 

Western developments also increased rap- 
idly and a big mill was erected at Bend, Ore., 
where today the Brooks-Scanlon Lumber Co. 
js operating on a large scale. Mr. Scanlon 
was also interested in the Powell River Lum- 
per Co., of British Columbia, of which he was 
president and manager. It was at that opera- 
tion that he was able to work out many of 
his theories about community building. The 
company erected a plant and model village, 
housing 5,000 employees in attractive, well- 
puilt and convenient homes. Parks, drives 
and amusement centers were built, and the 
operation became one of the shining examples 
of a well organized, prosperous, comfortable 
jndustrial community. An additional $8,000,- 
000 expenditure is being made in the plant 
and town at this time, it being Mr. Scanlon’s 
theory that expansion programs should be 
undertaken when business is rather slow. Be- 
sides these connections Mr. Scanlon was presi- 
dent of the Bahamas-Cuban Co., vice presi- 
dent of the Trinity Portland Cement Co., Dal- 
las, Tex., and director of the W. H. Barber 
Co. Minneapolis; the American Timber Hold- 
ings Co., the North American Timber Holding 
Co, the Burton-Swartz Cypress Co., Perry, 
Fla., the Live Oak, Perry & Gulf Railway and 
the First National Bank in Minneapolis and 
the Atlantic National Bank, of Jacksonville, 
Fla. 

Mr. Scanlon was married in November, 1890, 
to Mrs. Sarah W. Henkle, of Minneapolis, who 
survives him, with one daughter, Mrs. J. G. 
Semple, of Lake Forest, and a son, Robert H. 
Scanlon, of Vancouver, assistant manager of 
the Powell River Lumber Co., also a step- 
daughter, Mrs. George A. Easton. He was a 
member of the Minneapolis Club, the Mini- 
kahda Club and the Automobile Club in Min- 
neapolis, the Union League Club, of Chicago, 
and the Seminole Club, of Jacksonville, Fila. 


JOHN H. HIMMELBERGER, extensive land 
owner, pioneer lumberman and leading citizen 
of Cape Girardeau, Mo., died on Oct. 6 at Cul- 
ver, Ind., of heart disease. He had been in 
ill health for several weeks. Mr. Himmel- 
berger was born in Myerstown, Pa., Oct., 31, 
1862, the son of Isaac and Katherine Himmel- 
berger, the former a lumberman and owner 
and operator of a sawmill. The father moved 
to Valparaiso, Ind., where the son was edu- 
cated, and where he entered his father’s lum- 
ber business at the age of 17. Later the 
family moved to Buffington, Mo., where Isaac 
Himmelberger started a sawmill in 1880. 
Eight years later John H. entered into part- 
nership with his father under name of I. 
Himmelberger & Co. The mill at Buffington 
continued cutting until 1895, when a mill was 
established at Morehouse, Mo. At that time 
the company took over the interests of the 
heirs of Charles L. Luce, of Toledo, Ohio, 
who then owned large timber interests in 
New Madrid County, Missouri, and the con- 
solidated concern took the name of Himmel- 
berger-Luce Land & Lumber Co., which oper- 
ated until 1904, cutting the timber on 100,000 
acres of hardwoods. In that year it sold out 
to the Himmelberger-Harrison Lumber Co. 
which had ‘been organized with W. H. Har- 
rison, who had been secretary of the old com- 
pany, and under that name the business con- 
tinues today. Mr. Himmelberger was also 
active in other lines, was president of several 
banks and was instrumental in organizing the 
Little River Drainage District for the de- 
velopment of lands in the Cape Girardeau 
Section. He was married in 1889 to Miss 
Mary A. Kesling, Logansport, Ind., who sur- 
vives with three sons, Harry, Charles and 
John, and one daughter, Katherine. Mr. 
Himmelberger was president of the Hardwood 
Manufacturers’ Association of the United 
States in 1914-15 and held numerous other 
association offices. 


MRS. R. B. GODLEY, widow of Robley B. 
Godley, pioneer lumberman of Dallas, Tex., 
died at her home in that city on Saturday 
morning, Oct. 4, after an illness of several 
months. Mrs. Godley was a native of Texas, 
born in Marlin on July 14, 1857. She was 
educated at Mary Sharpe College, Winches- 
ter, Tenn., and was a charter member of East 
Dallas Baptist Church, now the Gaston Ave- 





nue Baptist Church. At the time of her death 
she was a member of the First Baptist Church. 
Robley B. Godley established himself in the 
retail lumber business in Marlin in 1878, a 
few years later opening a wholesale business 
in Dallas, at that time a straggling little vil- 
lage, and his business grew with the city. - 
From that time the family made their home 
in Dallas. Surviving Mrs. Godley are eight 
children: E. V. Godley, now of Cincinnati, 
but formerly the Cleveland representative for 
the Central Coal & Coke Co., of Kansas City; 
W. L. Godley, Chicago representative for the 
Pickering Lumber Co., of Kansas City; Frank 
B. Godley, of Cleveland; R. B. Godley, of At- 
lanta, Ga.; J. Shields, Guy M. and Emma God- 
ley, all of Dallas, and Mrs. L. Howard Jen- 
kins, of Richmond, Va. 


MRS. SARAH H. RICHARDS, aged 56, wife 
of Gomer E. Richards, treasurer of the Dod- 
dington Co., and vice president of the H. H. 
Giesey & Bros. Co., both of Columbus, Ohio, 
died at Grant Hospital in that city early 
Oct. 1, following an operation for appendi- 
citis. Mrs. Richards was well known in club 
circles and was an active member of the 
Woman’s Club of the Lumbermen’s Associa- 
tion of Columbus. She was also active in the 
Columbus Federation of Women’s Clubs and 
served as treasurer for several years. She 
was a member of the board of directors of 
the Columbus Day Nursery Association and 
was an active member of the Research Club. 
She was born in Wales but had resided in 
Columbus since her childhood. She is sur- 
vived by her husband, three daughters, Eliza- 
beth, Alice and Edith, all of Columbus, and 
three brothers, also of Columbus. She is 
the first member that the Woman’s Club of 
the Lumbermen’s Association of Columbus 
has lost by death. 


CHARLES KNOTT, age 61, lumberman of 
New Madrid, Mo., and formerly a resident of 
South Bend, Ind., died Sept. 31 in New Madrid 
following an automobile accident. The acci- 
dent occurred when Mr. Knott lost control 
of the car he was driving while descending 
a hill. Crashing into a ditch at the side of 
the road, the car turned over imprisoning 
him underneath. Mr. Knott was born in 
St. Joseph County, Indiana, and was grad- 
uated from the South Bend High School and 
from the University of Michigan. He was 
affiliated with the Masons and Elks. He is 
survived by his mother and sister, living in 
South Bend, and a brother, W. D. Knott of 
Memphis, Tenn. 


JAMES SOBEY, aged 63, vice president of 
the Webb Timber & Logging Co., and presi- 
dent of the Stoltz Manufacturing Co., Ruskin, 
B. C., dropped dead in front of his home at 
Seattle, Wash., on Monday, Sept. 28. Mr. 
Sobey had lived in Seattle for 35 years. He 
operated the Sobey Mill in the Ballard dis- 
trict for many years. Mr. Sobey’s latter 
years were devoted to golf, which he took 
up at the age of 52. He was well liked as 
a colorful and popular golfer. An attack of 
indigestion is believed to have caused the 
fatal heart attack. His wife and three 
daughters, Corrinne, Ruth and Margaret, sur- 
vive him. 


ARTHUR R. OELHAFEN of Tomahawk, 
Wis., died at his home there early Oct. 6 of 
a heart attack. He was prominent in the 
lumber and logging business in Wisconsin 
for many years, and in* more recent years 
had become interested in fur farming. He 
was 43 years old. Mr. Oelhafen was born at 
Millbank, S. D., and went to Tomahawk with 
his parents as a child. He is survived by his 
widow, and three sons, Kingsley, Carl, and 
Andrew. 


JOHN: STIRRETT, of the Stirrett Lumber 
Co., Port Arthur, Ont., passed away recently 
at his home in that city, at the age of 76. 
Mr. Stirrett was born near Sarnia, Ont., and 
ever since he was 23 years of age had been 
engaged in the lumbér business. In 1902 
he went to Port Arthur, where he at once 
embarked in the forest products trade. In 
1908 he founded the firm of John Stirrett & 
Sons, which is now the Stirrett Lumber Co. 
Mr. Stirrett is survived by five sons and three 
daughters. 


JAMES E. MULLIN, at one time a promin- 
ent logging contractor in the Wisconsin 
Valley, is dead at Kirkland, Wash., at the 
age of 69. Mr. Mullin made his early head- 
quarters at Merrill, Wis., and was well known 
to pioneer lumbermen., 


Timber Land Sales 


HARLAN, KY., Oct. 6.—The report that the 
Pope-Cawood Lumber & Supply Co. had pur- 
chased timber lands on the headwaters of 
the Cumberland River and was about to in- 
stall two mills to begin cutting at once is 
denied by that company. Charles D. Cole, 
president, is authority for the statement that 
this report is entirely without foundation. 
The Pope-Cawood Lumber & Supply Co. 
operates a wholesale and retail lumber and 
building material business here with J. H. 
Rice as general manager. 
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When the Northern Pacific 
was laying its initial line, our 
first sawmill was cutting material for 
that railroad. Both we and the N. P. 
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We deal with the better mills and com- 
bine their lumber, shingles, doors, panels 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in, 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CoO. 
Failing Building, Portland, Oregon 














OUR SPECIALTIES 


5/4x4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping 


MOULDINGS — Factory Stock 
All made from the finest of 
Old Growth Douglas Fir 
of soft texture, dried in strictly modern dry kilns. 


ROYALS, PERFECTIONS, XXXXX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER CO. 
Sales Office: Failing Bldg., PORTLAND, ORE. 











Old Growth Yellow 


DOUGLAS FIR 


Specialists 


Wholesale Lumbermen and 
Exclusive Mill Representatives 


FAST SHIPPERS OF 
DEPENDABLE MERCHANDISE 


All Yard or Industrial Items 
Quoted Quickly 


If you are having difficulty in 
securing quality stock on 
present day market prices do not 
fail to communicate with us. 


Hockett Lumber Co 
Spalding Building 
PORTLAND OREGON 
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News Notes from Americ 


Tacoma, Wash. 


Oct. 4.—Edwin Selvin, Seattle editor, was 
the speaker at the regular meeting of the Ta- 
coma Lumbermen’s Club yesterday. Mr. Sel- 
vin discussed the initiative power bill which 
will come before the people at the November 
election. He urged the lumbermen to make a 
study of the bill, and told them that if it 
passed many of them would be driven out of 
business. The bill, according to his analysis, 
grants immense powers to irresponsible dis- 
trict boards, and would end in what he 
termed “legalized racketeering.” No business 
was done at the meeting. 

Committees of the West Coast Lumber- 
men’s Association have been holding a series 
of meetings in Tacoma this week, nearly all 
the work done being of a technical nature. 

Cargo shipments of lumber from Tacoma 
are beginning to show a marked increase, and 
the demand from the Atlantic coast is espe- 
cially encouraging. Steamer space is scarce 
and all the regular liners are booked up for 
as much space as their operators will allot to 
lumber. The advance in rates which went 
into effect this week has not acted as a deter- 
rent, and the further advance announced for 
November is not affecting bookings for that 
month. 

One of the largest single orders for furni- 
ture ever placed in the Pacific Northwest was 
obtained this week by the Gregory Furniture 
Manufacturing Co., which has taken the con- 
tract to supply twenty carloads of furniture 
for a new Atlantic coast hotel. Tacoma lum- 
ber mills will furnish much of the material 
for this consignment. 

Building showed an increase in Tacoma dur- 
ing September, and the month had the largest 
building appropriations of any September 
since 1926. Residence construction is still very 
light, but industrial building has shown a 
marked increase. 

'The Buckley Logging Co. has started con- 
struction work on a small mill which will be 
principally used for the manufacture of hem- 
lock. The mill will be located on the out- 
skirts of the town of Buckley, and will have 
a daily capacity of 70,000 feet. It will be 
ready for operation late in the winter. 

Tacoma friends of Mr. and Mrs. Lloyd R. 
Crosby, formerly of this city and now resi- 
dents of Ashland, Ore., were much concerned 
at receiving word of an accident to their eldest 
son, Lloyd Russell, jr.. who was shot through 
the abdomen last Sunday when a rifle carried 
by a companion was accidentally discharged. 
Young Crosby is now in the hospital at Ash- 
land and his condition is grave, although the 
doctors have hopes for his recovery. Mr. 
Crosby is woods manager for the Weyerhaeu- 
ser Timber Co., at Klamath Falls. 

W. W. Kilworth, president of the Washing- 
ton Handle Co., left this week for the East, 
and will be away until after Christmas, com- 
bining business with a vacation trip. 


Seattle, Wash. 


Oct. 4.—The individual firm-price policy 
promulgated by coast mills is a matter of 
much discussion by all lumbermen. Some 
say there has already been much improve- 
ment in the market because the individual 
lists are firm, where formerly all was confu- 
sion. Others state the percentage of mills 
putting out these firm lists is still too small 
to stabilize the market, and a third group 
appear to have adopted a policy of “watchful 
waiting,” meanwhile professing skepticism 
that mills will hold to any lists they issue. 
The general feeling is that the policy is a 
good one provided a large majority of the 
mills hold to it. A rail shipper said no im- 
mediate change is in prospect for rail busi- 
ness, and that car material demand is poor. 

That the scramble for intercoastal space 
will continue in spite of the $10 rate set for 
November, because of the profit in backhaul- 
ing lumber from the Atlantic coast, is be- 
lieved here. Shippers do not expect any extra 
tonnage to come in at the $10 rate. They 
declare a $12 rate is necessary to induce the 
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steamship companies to put on more boats, 
The shortage of space has become so acute 
that some mills will not take orders unless 
the buyer names the space. 

California is still paying around $5.50 for 
lath delivered at San Pedro. These are No, 1 
%-inch. This price is expected to hold untij 
Oct. 10. Considerable lumber is being shipped 
to California for a rate of $3.50, instead of 
$4.50, cargo being scarce for coastwise Ships, 
On Sept. 18, 55 steam schooners were out of 
service, 

(For the second week, a slight improvement 
in Japanese inquiry and new business is re. 
ported by exporters. Buyers are becoming 
reconciled to the conference rates of $6 on 
logs and $7 on squares, which are expected to 
continue for the rest of the year. On the 
other hand, Chinese purchases have declined 
as a result of an increase of $1.50 in the rate 
which took effect Oct. 1. 

Australian demand is reported to be ex- 
tremely quiet, with little buying and large 
unsold stocks on hand. 

A fair demand is coming from the east 
coast of South America. 

The United Kingdom and the Continent are 
purchasing small parcels. Rates are firm at 
46s 6d to regular ports, in the United King- 
dom, and 50s to continental ports. Space for 
lumber is limited because of the grain move- 
ment. Rates are expected to remain at the 
above figures for some time. 

Volume of log sales is so small no price 
level can ibe determined. A check of logs now 
in Puget Sound is being made, and will show 
a reduction in inventories. The entire mar- 
ket is soft. Production is running about 35 
percent of normal, which is below the average 
lumber production figure during the last two 
months, according to reports of the West 
Coast Lumbermen’s Association. 

The Sharich-Dougherty Mill, at Everett, 
has been sold to a Japanese firm, which will 
cut Japanese bolts for export. 

J. L. Schwabland, of the National Trading 
& Lumber Co., sailed recently for Japan. He 
was accompanied by his wife and son. 


Minneapolis, Minn. 


Oct. 8.—Prominent Twin City dealers say 
that there is evidence of trade improvement 
in this region. D, L. Glenn, assistant general 
manager of Thompson Yards (Inc.), which 
operates retail yards in the mid-West, says 
that demand for lumber at retail is better 
than had been expected. “Sales volume is 
not yet up to normal,” he says, “but retail 
dealers in this territory had expected an ex- 
tremely light business, and sales have ex- 
ceeded their expectations. Should there be an 
improvement in farm crop prices, business 
would gain further.” 

As to the farm situation, Dan A. Wallace, 
editor of The Farmer, St. Paul, says “There is 
no ‘calamity’ in the Northwest. The drouth is 
now history and out of it the Northwest 
emerges little the worse for wear. In fact, 
predictions made a month ago that the North- 
west would be one of the brightest spots on 
the agricultural map of the nation are now 
borne out by the facts.” 

B. W. Scandrett, executive vice president of 
the Northern Pacific Railway, who visited the 
lumber territory of the Pacific Northwest re- 
cently, says there ‘are evidences of improve- 
ment in the lumber industry.” 

The ninth Federal Reserve Bank shows that 
12,393,000 board feet of lumber were sold by 
499 retail yards in August, as compared with 
15,706,000 in August, 1929, and 12,110,000 in 
July, 1930. In 474 retail yards of the district 
the stocks of Sept. 1, 1930, totaled 84,567,000 
feet, as compared with 88,919,000 at the end 
of July, and 87,063,000 at the end of August 
last year. Total sales for last August by 


499 yards totaled $1,587,200, as compared with 
$2,000,000 for the corresponding month last 
year, and $1,505,400 in July, 1930. 

Northern pine is,moving in quite satisfac- 
tory volume, with yard demand fairly active, 
and box and crating interests taking consid- 
erable material. 


octol 






The 
ern 
for $} 
the la 


Oct 
jncreé 
week, 
partic 
quire! 
Whil 
bette! 
prove 
more 
The | 
ing t 
of a 
sales 
consi 
has | 
rule 
tendi 


char 
day 
Clut 
Sovi 
on a 
trat 
esti 
bers 
the 
Nat 
of 

Red 
mee 


tra 
one 
mit 
pro 












1930 


are 


ing- 
for 
oVve- 
the 


rice 
now 
how 
lar- 

35 
age 
two 
Test 


ett, 
will 


ing 


at 
yy 
th 
in 
ct 
0 
1d 
st 
Vv 


st 











AMERICAN LUMBERMAN 


63 





october 11, 1930 
eT  a———— 


‘cas Lumber Centers 


There has been a slight spurt in the north- 
ern white cedar market, with some demand 
for small posts but the chief call being for 
the larger sizes and for small poles. 


Kansas City, Mo. 


Oct. 7.—There has been a slight seasonable 
increase in demand for lumber in the last 
week, and a little more industrial demand. 
particularly from railroads for emergency re- 
quirements. Retail trade continues’ spotty. 
While sales managers feel that conditions are 
petter, they are not banking on any real im- 
provement before spring. There is, however, 
more encouragement over the price situation. 
The action of the West Coast mills in adopt- 
ing the firm price policy has been something 
of a tonic to the whole market. Reports from 
salesmen in this territory are that there is 
considerable borrowing now, more than there 
has been for some time, and that as a general 
rule stocks of the higher priced items are 
tending to decline. 


Philadelphia, Pa. 


Oct. 6.—A meeting of the Lumbermen’s Ex- 
change of Philadelphia was held on Thurs- 
day evening, Oct. 2, at the Manufacturers’ 
Club. Dr. William E. Hughes: spoke on the 
Soviet. He studied conditions at first hand 
on a recent trip to Russia. Dr. Hughes illus- 
trated his talk with a number of very inter- 
esting slides. H. W. Crist, manager mem- 
bership department and general secretary of 
the southeastern Pennsylvania chapter of the 
National Red Cross, was the other speaker 
of the evening. His talk was devoted to 
Red Cross work. <A dinner preceded this 
meeting. 

R. E. Horst, of the Associated General Con- 
tractors of America, a Philadelphian, was 
one of those appointed to the planning com- 
mittee organized by President Hoover to 
promote home construction. 


New York, N. Y. 


Oct. 7.—Robert Conklin has joined the sales 
force of the Boyd-Sinclaire Lumber Co. He 


will cover Westchester, Brooklyn and Long 
Island. 
D. D. Lawton, formerly with the Hagen 


Lumber Co. (Inc.), has started in business at 
1714 Grand Central Terminal as selling agent 
for several hardwood lumber manufacturers. 
One of his connections is the Elliott Hard- 
wood Co. (Inc.), of Potsdam, N. Y. 

Edward Ball, formerly with the Hold-Mere- 
dith Lumber Co., has joined the Melnick Co. 
of Brooklyn, selling sash, doors, trim eté. 

The Hirsch Lumber Co. has just been 
granted the New York and northern New Jer- 
sey agency for Sequoia Brand redwood of the 
Redwood Sales Co. 

James E. Serven has been appointed vice 
president in charge of advertising and sales 
promotion by the J. A. Mahlstedt Coal & 
Lumber Co., New Rochelle, N. Y. 


Boston, Mass. 


Oct. 6.—Specialists here in Pacific coast 
lumber find the market situation is still far 
from satisfactory, the limited water trans- 
portation being responsible for doubts and 
difficulties. Local demand is not at all brisk, 
but wholesalers say that space on the Con- 
ference lines for November shipment is going 
very quickly, and that some lumber that 
should have been forwarded this month will 
have to await shipment until November. 

The price-slashing on Pondosa pine which 
has prevailed for several months has halted 
Within the last few days, according to local 
wholesalers. Distributors are hoping that the 
more sane policy of sending out regular price- 
lists and sticking to them will restore confi- 
dence of buyers, and that business will show 
some real improvement before the end of Oc- 
tober. Idaho white pine also is rather firmer 


here this week. 
Boston wholesalers with softwood mill con- 


nections in New Brunswick and Nova Scotia 
are looking for a heavy curtailment of log- 
ging operations this coming winter. These 
two Provinces cut about 525,000,000 feet of 
saw logs last yezcr, and many operators took 
a substantial loss, due to the quiet American 
market and the competition of European 
spruce and pine in the British market. Some 
wholesalers here, usually well informed, pre- 
dict a 50 percent reduction in the 1930-31 cut, 
and think this will give Maine and New 
Hampshire producers a better chance to make 
a little money next year. 


Shreveport, La. 


Oct. 6.—The southern pine market is show- 
ing some signs of life. There are a few more 
orders coming from retail yards, especially 
those in Texas and Oklahoma. The mills are 
cutting about as small a volume as permits 
them to maintain organization, and have re- 
duced costs to the minimum. Either the 
buyers will have to pay better prices or they 
are going to force more and more large and 
small units to quit. 

Hardwood demand is slow and prices are 
soft. Furniture factories are, however, once 
more turning to oak. There is little demand 
for oak flooring stock, for flooring factories 
find trade slow and are avoiding accumula- 
tion of stock. 

Lumbermen’s Day will be celebrated at the 
Louisiana State Fair on Oct. 28. The Shreve- 
port Lumbermen’s Club will be host to visit- 
ing lumbermen. 


Jacksonville, Fla. 


Oct. 6.—Retail sales volume has not in- 
creased, and prices leave much to be desired. 
There is a fair demand for siding, flooring, 
shingles and small framing used in remodeling 
and improvement work, and activity in this 
line has increased somewhat in preparation 
for the tourist season. At present residential 
construction is about at a standstill, but rec- 
ords of the city building inspector indicate 
renewed activity within the next thirty days. 
Everything points to increased sales during 
early fall. 

Carl Speh, secretary Pine Institute of 
America, with headquarters in Jacksonville, 
left Wednesday, Oct. 1, for Washington, 
D. C., where he will attend a meeting of naval 
stores operators with officials of the Depart- 
ment of Agriculture. 


Warren, Ark. 


Oct. 6.—Shipments made by Arkansas soft 
pine mills during September were equal to 
shipments made during the same month of 
1929; in facet, two mills report slightly larger 
shipments this year. An increased volume of 
orders had been placed for prompt loading 
by both industrial and retail concerns. Sev- 
eral large buyers have taken advantage of 
the present low prices to cover their fall 
requirements, especially in common _ items. 
Some large line yard concerns have offered 
the mills contract orders to cover their early 
spring requirements, and to furnish specifi- 
cations as soon as inventories are out of the 
way, but the mills are declining practically 
all business for deferred shipment at present 
low prices. 

Common board and dimension prices are 
under cost of production, and the large mills 
may continue to sell at present levels or may 
close down indefinitely. No. 2 boards, 6-, 8- 
and 10-inch, have been in particularly good 
demand. Several large mills report being 
sold up to green stock on these items, and 
are declining orders offered at less than 
$16.50 to $17, mill basis, on 8- and 10-inch. 
The 6-inch are priced $1 less. Two mills 
report still having a good stock of 8- and 
10-inch No. 2, but are sold up on 6-inch, 16- 
foot. Sales of No. 3 boards have not made 
much of a hole in stocks, because No. 2 are 
priced so low that concerns which ordinarily 
use No. 3 prefer now to buy No. 2. Some 
fairly good sales of straight cars of dimen- 


(Continued on Page 66) 
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Sugar Pine 
California White Pine (72% 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 


























Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
White Pine 
White Fir 


Incense Cedar 











Annual Capacity 60,000,000 Feet. 

















Hotel Whitcomb 


AT CIVIC CENTER 


San Francisco 


** 500 rooms of solid comfort ” 
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HOTEL WHITCOMB 
Woods-Drury Co., Operators 


{ Also operating the new William 
Taylor Hotel in San Francisco 


JAMES WOODS, 


President 


ERNEST DRURY, 
Manager 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 
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LUMBERMEN’S CREDIT ASSOCIATION 
608 S. Dearborn St., Chicago 
35 S. William St., New York City 
















GILBERT NELSON & CO. 
Public Accountants 
1! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 








Bird Houses 





Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 








W. O. Tatum, of the Tatum Lumber Co., 
Hattiesburg, Miss., called at lumber offices in 
Chicago last Saturday. 


Tom Kerlin, of the Kerlin Lumber Co., 
Homer, La., was in Chicago last week, ac- 
companied by Mrs. Kerlin, on a combined busi- 
ness and pleasure trip. 


A. J. Hersch, of Polo, Ill., president of the 
McGrath & Hersch Lumber Co., is one of a 
group of Polo business men organizing the 
First National Bank of Polo, with $50,000 capi- 
tal, to succeed the Exchange National Bank. 


The Vanlandingham Lumber Co. has an- 
nounced that it has become the sales agent in 
Chicago and surrounding territory for the prod- 
ucts of the Thomas-Little Lumber Co., of 
Quincy, Fla., which specializes in quick ship- 
ment of southern pine inch stock. 


L. N. Lundell, of the Weyerhaeuser Timber 
Co., St. Paul, Minn., after a business trip to 
St. Louis, Mo., stopped in Chicago Wednesday 
on his way home and called on J. P. Boyd, 
district manager of the Weyerhaeuser Sales Co., 
and at other local lumber offices. 


J. L. Bedford, of Klamath Falls, Ore., has 
succeeded Roy A. Nickerson as manager of the 
mill and timber operations of the Saginaw & 
Manistee Lumber Co. at Williams, Ariz. Mr. 
Nickerson has been in ill health for some time 
and now has been advised by his physician to 
take an entire rest from business activity for 
several months. 


M. B. Trowbridge, of Kansas City, Mo., trade 
promotion manager of the Exchange Sawmills 
Sales Co., and H. E. Frost, manager of the 
company’s office in Milwaukee, Wis., were in 
Chicago last week to attend the meeting of the 
National Retail Lumber Dealers’ Association 
and to call on the “Essco” manager in Chicago, 
Frank R. Linroth. 


H. M. Rowe, of Dayton, O., was in Chicago 
this week calling on many old acquaintances 
of the last thirty years, and had the pleasure 
of visiting with Edward Hines in his home last 
Sunday morning. He was gratified to find Mr. 
Hines greatly improved and expecting to be 
back at his desk in the near future. Mr. Rowe 
was the guest of his daughter, Mrs. Chancellor 
Dougall, of 1634 Lincoln Street, Evanston. 


H. C. Berckes and Albert Boisfontaine, both 
of New Orleans, La., secretary-manager and 
assistant secretary, respectively, of the Southern 
Pine Association, were among those in attend- 
ance last week at the convention of the National 
Retail Lumber Dealers’ Association, and also 
at the meeting of lumber association secretaries. 
Commenting on trade conditions, Mr. Berckes 
called attention to the fact that the association’s 
barometer shows a greater sales volume, which 
is a hopeful sign. 


Among visitors at the office of the AMERICAN 
LUMBERMAN on Wednesday of this week was 
Victor W. Wheeler, secretary, Carolina Retail 
Lumber Dealers’ Association, Charlotte, N. C. 
Mr. Wheeler reported noticeable improvement 
in business conditions within the last six weeks, 
and was hopeful that further advance might be 
made. Improved conditions in the textile in- 
dustry are in part responsible for the better 
feeling. Agriculturally, the yield of cotton and 
tobacco this year is good, but because of low 
prices there is not much gain in the farmers’ 
buying power. 


C. J. Morgan, of Chicago, manager of the 
National Lumber Manufacturers’ Credit Cor- 
poration, publisher of the “Blue Book,” waited 
only until the first copies of the October edition 
of the book were sent to subscribers, early this 





week, to start on a long-delayed vacation, He 
will make Knoxville, Tenn., his headquarters 
but plans to make an extended fishing trip 
into Kentucky’s Smoky Mountains; he went 
equipped, office associates declared, with “aboyt 
a ton and a half” of fishing tackle and hunting 
equipment. 

E. N. McDevitt, of Somers, Mont., general 
sales manager of the Somers Lumber Co., was 
in Chicago from Thursday to Saturday of last 
week, and called at local lumber offices. He 
left for the West Saturday night, expecting to 
arrive at the mill the latter part of this week. 
The mill, which is owned by the Great North- 
ern Railroad, has been practically rebuilt dur- 
ing the last year, with new kilns and new sheds 
erected and other improvements effected. Mr. 
McDevitt was enthusiastic about the progress, 
so far, of the firm price agreement of the west- 
ern pine manufacturers, and hopes and believes 
it will “stick.” 





A Wood Shingle Has Been Approved 


For the first time a shingle in which wood 
is used has been granted the class “C” label 
by the Underwriters’ Laboratories. For more 
than a year the shingle known as Ced-A-Roc 
has been under investigation by the laboratories 
and the subject is now closed by the issuance 
of a card as recommended in the report of the 
organization’s fire council to this effect: 

“Edge grain red cedar shingles, surfaced with 
asphalt and crushed slate. For installation as 
class C prepared roof coverings.” 

This approval and rating by the Underwrit- 
ers’ Laboratories will open up for these shin- 
gles a new field where anti-wood shingle or- 
dinances now are in effect. 

The result of the investigation and the re- 
port of the fire council recently were transmit- 
ted by officials of the Underwriters’ Labora- 
tories to the Beckman-Dawson Roofing Co., of 
Chicago, distributer of Ced-A-Roc shingles. 


A New Kind of Wood Sash 


A. G. Sharp, of Youngstown, O., president 
of the Union Wholesale Lumber Co., the A. G. 
Sharp Lumber Co., and the Northern Lumber 
Co., and interested in other similar organiza- 
tions in and near Youngstown, and S. I. Baer, 
of the S. I. Baer Lumber Co. of the same city, 
accompanied by George W. Haines, another 
Youngstown man who is a sales representative 
of the affiliated interests, were in Chicago sev- 
eral days last week on business connected with 
the introduction of a new type of wood sash. 
They attended the annual convention of the 
National Retail Lumber Dealers’ Association, 
and also called on numerous local companies. 

In company with Vernon J. Euler, of the 
V. J. Euler Lumber Co., who formerly was 
a member of the Union Wholesale Lumber Co. 
sales organization, the three Ohioans visited 
sash and door factories and architects, bring- 
ing to their attention the device, a reversible 
window sash, which attracted much favorable 
comment. 





Announces Fifty-fourth Edition 


The new fifty-fourth edition of the “Blue 
Book,” published as of Oct. 1, 1930, is an- 
nounced by the National Lumber Manufac- 
turers’ Credit Corporation as the most complete 
and comprehensive edition yet published, con- 
taining as it does the results up to date of the 
important work accomplished under the pres- 
ent management in improving and extending 
the book and the credit service. In addition to 
the features of the new Blue Book, which in- 
clude maps of each State, street addresses in 
over 75 cities, and digests of commercial laws, 
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the book is kept thoroughly revised and up-to- 
date through a revision department. : 

The Blue Book organization, which is an 
activity of the National Lumber Manufacturers’ 
Association, in co-operation with several 
regional associations, recently has established 
in different sections bureaus for the exchange 
of ledger experiences. These bring to the or- 
ganization a steady flow of valuable, country- 
wide trade experiences each month, which are 
directly reflected in Blue Book ratings. Execu- 
tive offices are in the Conway Building, Chi- 
cago, under the management of C. J. Morgan, 
with W. W. Perkins as subscription manager, 
and J. B. King, service manager. A recently 
established office in Seattle, Wash., is under 
the management of Fred W. Wright. 





Visits Old Homes in New England 


Evanston, ILt., Oct. 6—When Miss Eliza- 
beth Richardson, of Mercer Lumber Companies 
headquarters here, was visiting in New Eng- 
land last month she saw numerous instances 
of the ability of wood houses to withstand the 
stress of sun and storms for a century and 
more. On her return she told of finding in 
Massachusetts, New Hampshire and Maine 
many such fine old homes, whose owners ap- 
preciate the beauty and authenticity of these 

















Miss Elizabeth Richardson, of Mercer Lumber 
Companies, Evanston, Ill., on the steps of a 
125-year-old home at Fairhaven, Mass. 


samples of early American architecture and 
have maintained them with very little alter- 
ation. 

The house shown in the accompanying illus- 
tration is but one example of these old homes. 
It is at Fairhaven, Mass. Although 125 years 
old the original construction is well preserved. 





Attractive Safety Bulletins 


The Lumbermen’s Mutual Casualty Co. of 
Chicago, of which James S. Kemper is presi- 
dent, is doing some effective work in preparing 
and sending out bulletins that can not fail to 
attract immediate attention. Recently sets of 
these safety bulletins, published by the com- 
pensation safety committee of the organization, 
have been sent out. Of these, bulletins 111, 112, 
113 and 114 deal with hazards in the construc- 
tion industry and are being sent to all contrac- 
tor policy holders. Bulletins 108, 109 and 110 
relate to logging operations, while bulletin 116 
deals with the specific hazards found in retail 
lumber yards. Bulletin 117 is applicable to all 
classes of concerns, while bulletins 115 and 121 
are being sent to all lumber yard and manufac- 
turing risks. Every concern desirous of main- 
taining the interest of its employees in safety 
precautions should have copies of these bulle- 
tins to be posted in prominent places around 
the operations. 


They Had to Have Speed 


The great operatic stars of the world will 
perform on a recent unusual shipment of lum- 
ber which this week was brought to the atten- 
tion of the AMERICAN LUMBERMAN. It was a 
tush order of 4,000 feet of 3x3-inch vertical 





grain clear Idaho white pine flooring—a rush 
order that was rushed, for the Clearwater Tim- 
ber Co. sent it by express from the mill at 
Lewiston, Ida., to the Joseph Bros. Lumber 
Co., Chicago. The express charges were $380. 

This lumber was for the floor of the stage 
of the Chicago Civic Opera House, being 
rushed to completion in preparation for the 
opening of the opera season. The local retailer 
already had sold a car for the purpose, but it 
was discovered more was necessary, in a hurry. 
It came in a hurry. 

“Among other things,” remarked J. P. Boyd, 
Chicago district manager of the Weyerhaeuser 
Sales Co., “the incident shows that whatever 
some folks may believe, there still is plenty 
of white pine suitable for such a purpose.” 





Economist Sees Grounds for Optimism 


Speaking at the annual convention of the 
National Association of Farm Equipment Manu- 
facturers, held at the Congress Hotel, Chicago, 
H. W. Moorhouse, president of the Brookmire 
Economic Service, New York, on Wednesday 
forecasted general improvement in business, 
which he said should begin to be noticeable by 
next spring, although attainment of normal 
activity can hardly be looked for before the end 
of next year. 

He said that residential building, which con- 
stituted 40 percent of total construction activi- 
ties of the country, had begun to decline a year 
before the crash of last fall, and was now scrap- 
ing bottom, with strong prospects of improve- 
ment next spring. 

The position of agriculture, he said, is 
stronger than it was in the depression of 1921, 
and he stated that the conditions in that in- 
dustry in 1931-1932 should show very marked 
improvement over present levels. 

In closing, Mr. Moorhouse said, “Revival of 
business activity will not be immediate, but it 
is close enough at hand to give us hope.” 





Honor Historic Forbears 


HacKEnSACK, N. J., Oct. 6.—Hiram Blau- 
velt and Elmer B. Blauvelt, officials of the 
Comfort Coal & Lumber Co. which maintains 
its headquarters here, were prominent among 
those in attendance at the recent reunion of 
the Association of Blauvelt Descendants at 
Tappan, N. Y. It was the fourth annual pil- 
grimage of descendants of Gerret Blauvelt (who 
was born in Holland in 1620 and came to 
America when he was 17 years old) to the old 
Tappan Dutch Reformed Church, which was 
founded by Blauvelts Oct. 24, 1694, built by 
them, land-owned by members of the family 
ever since, and which has always had Blau- 
velts in attendance through the years. The as- 
sociation made plans to mark with a bronze 
tablet the site of the original home of Gerret 
Blauvelt, at 160 Broadway, New York City— 
where now stands the Lawyers’ Title & Guar- 
anty Building—and also will honor the memory 
of Gerret Blauvelt’s wife, who. was Marretje 
Lambertse Moll and was the first white baby 
born on the rocky island of Manhattan. 





State Timber Sale Dates Set 


St. Paut, Minn., Oct. 7.—Dates for four 
State timber sales to be conducted in the north- 
ern part of Minnesota during the latter half of 
October have been set by Ray P. Chase, State 
auditor. In all about 22,000,000 board feet will 
be offered for sale. None of the timber will be 
offered in large tracts but will represent largely 
blown down trees and other stumpage where 
a loss will be incurred unless cutting is done 
during the coming winter. The first sale, rep- 
resenting offerings in St. Louis County, will be 
held at Duluth, Oct. 22; the second, for Itasca 
County, at Grand Rapids, Oct. 23; the third, 
Clearwater County, at Bagley, Oct. 24, and the 
last, of timber areas in Koochiching County, at 
International Falls, Oct. 25. 


Super service for your 
customer 


Every box of Supercedar 
you sell makes a friend. 
Because Supercedar, with 
its 90% or more red heart- 
wood and its 100% oil con- 
tent does prevent moth dam- 
age. 

Besides recommending its 
use in old houses and new, 
suggest that your customer 
build a storage closet in at- 
tic or basement. We send 
blue print plan with bill of 
materials. You sell Super- 
cedar, studding, wall board, 
frame and door, hardware, 
etc. 


The Supercedar Storage 
Closet then adds many times 
its cost to value and desira- 
bility of the dwelling. 


Supercedar is packed at 
Mill in sealed boxes. 
Send for miniature sam- 
ple box with circular and 
quotations. 


oc OWN GS 


QM" mempiis 


WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 
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| Fix Your Credit Loss | 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance. and 
nothing can increase it. 








The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 


OF NEW YORK 
511 Locust St. 220 So. State St. 537 Mer. Each. Bide, 
St. Louis, Me. Chicago, Ill. San Francisco, 
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Every Building 
Order You Sell 


Should be backed 
by this Policy ~ 





SPECIFICATION 
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INVESTMENT. 
COVERING 
eee he 
e ° of Your Property 7 . 











Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
— Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 















AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 

















News Letters 


(Continued from Page 63) 
sion, largely 2x6-, 8- and 10-inch No. 1 have 
been reported. Some special orders for tim- 
ber have been accepted by the mills at prices 
that appear attractive when compared with 
those being received for common items. 

Several mills report being oversold on 
4-inch B&better edge grain flooring. Edge 
grain 3-inch has been moving freely, while 
almost all mills are sold up to stock on No. 2 
edge grain 4-inch. Other items of flooring 
are in good supply, except end-matched edge 
grain 38-inch, 20- to 90-inch. The available 
supply of edge grain 4-inch has been reduced, 
sizable sales having been made of 4-inch 
rough strips, which are netting the mills a 
better price than is being secured for floor- 
ing stock. Some scattering orders are com- 
ing through for finish, casing, base and mold- 
ings, but largely for mixed-car loading. 
Wrapped trim sales are considerably under 
normal, though some orders for mixéd-car 
loading are being received. 

Ideal fall weather has permitted woods and 
mill operations to go forward at a good clip. 
Some mills have not started accumulating 
a supply of logs for winter, as they usually 
do, because of the late September rains 
which renewed vegetation. Most of the large 
mills are not buying logs from contractors 
or individual owners, and have the smallest 
supply they have ever had at this time of 
year. Most small mills continue inactive, 
and there is little prospect that they will 
open up before next season. 

The cotton crop is only about 40 percent 
normal, and grade is lower than usual. Prices 
are approximately 50 percent of last year’s. 
Retail dealers in the cotton district have 
only a limited business to look forward to 
for another year. Cottonseed is not bring- 
ing more than 60 percent of last year’s 


Portland, Ore. 


Oct. 4.—Business volume is of about the 
average of recent weeks. Foreign demand 
continues quiet. California is not apparently 
well supplied for the present. Rail business 
in general, reports indicated, was at about 
the same level as in the preceding week. The 
determination of the mills to stand on their 
list quotations, and not permit themselves to 
be influenced by prospective buyers playing 
one dealers’ quotation against another's, and 
continued production curtailment are ex- 
pected to soon have a strengthening influ- 
ence on the whole market. 


Norfolk, Va. 


Oct. 6.—North Carolina pine buying is lim- 
ited to necessities only. Prices remain un- 
changed; mills could not make lumber and 
sell it for less than current quotations. 

There has been a slightly better demand 
for edge 4/4 No. 2 and better, and band 
sawn prices show more strength. Good cir- 
cular edge is still scarce, for production by 
small mills with kilns is very small. Ex- 
port inauiries have also been numerous. Edge 
4/4 No. 3 has also been moving a little better. 
Demand for No. 2 and better 4/4 stock 
widths, both band and circular sawn, has 
been rather good. Interest of both domestic 
and foreign buyers is still centered in 4-, 5-, 
6- and 12-inch widths. Prices are strong, 
for there is not much unsold stock available. 
Rough stock widths have not been going 
so well, but much dressed stock has been 
sold at very good prices. No 2 and better 
5/4 has been quiet, but more inquiries have 
been received for 6/, 7/ and 8/4. 

Sales of edge 4/4 No. 1. box, = kiln 
dried rough and dressed, have been very 
light. Some air dried edge box is being 
bought. There have been one or two good 
sales of edge 4/4 No. 2 box. The yards have 
been showing more interest in No. 1 4/4 
stock box, rough and dressed, in 6- and 12- 
inch widths, but there is not much interest 
taken in the other widths. There has been 
little change in quotations. Some 12-inch 
No. 2 box is also being sold, as No. 1 is scarce 
and brings a good price. There has been a 
little more activity in 4/4 box bark strips. 
dressed and resawn rough, but other low 
grade items, such as 5/ and 6/4 box, dun- 
nage etc. have been very quiet. 
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Planing mills have been bookin 
more orders, particularly for 7/16-inch cejj 
ing and 13/16-inch flooring. Prices are hold- 
ing steady, and mill stocks are gradually 
growing smaller. Kiln dried roofers Sean 
been quiet, and the same is true of air dried 
stock. Because bad weather has decreaseq 
shipments and production, some roofer mills 
are attempting to get better prices, but there 
is little demand. 


New Orleans, La. 


Oct. 6.—General retail demand here is dy} 
but a large number of special projects are 
being figured on. Among public construction 
now under way or in plan are: Three 
wharves are to be built or re-built and two 
warehouse piers erected by the Board of 
Port Commissioners; a drainage canal ig to 
be put through; the New Orleans Public Belt 
Railroad is to put a bridge across the Missis- 
sippi; the Illinois Central is to build a new 
union station and elevate its tracks; the Gulf 
Mobile & Northern is to have a new freight 
yard and terminal; the public market system 
is to be reconstructed; the Federal Govern- 
ment will provide a new Marine Hospital, 
and there are plans for a new negro univer- 
sity and a large public school. 


Macon, Ga. 


Oct. 6.—There may be a little more business 
in roofers than there was a month ago, but 
prices have not improved and most mills are 
still shut down. Some manufacturers, espe- 
cially operators of small portable mills, are 
hard pressed for money and are turning loose 
their roofers. Southern improvement now 
under way is furnishing possibly the best 
market, but some roofers are being shipped 
out of the State. 

Local wholesalers report a slow demand for 
longleaf. Southern Georgia mills are either 
shut down or are running on short time. Rail- 
roads ire not placing large orders, but it is an- 
ticipated that there will be considerable busi- 
ness from that source before the first of the 
year. There has been a steady improvement 
in the hardwood market since the first of the 
month. Manufacturers repoort that demand 
is increasing with every mail, though no big 
orders are placed. Most mills are still shut 
down and stocks are becoming depleted. It 
was estimated this week by one manufacturer 
that his stocks are about 40 percent of those 
on hand a year ago. Some sawmills have re- 
opened on a part time basis. Orders this week 
were coming in from all parts of the country, 
there being a considerable pick-up in business 
booked from Chicago territory. Furniture 
manufacturers are buying more liberally than 
they have in months. There appears to be a 
good demand for all the gums, but of this 
wood there is now a shortage. 


St. Louis, Mo. 


Oct. 7.—Although there has been no par- 
ticular improvement in the market here, a 
moderate number of inquiries are being re- 
ceived. While they have not been produc- 
tive of much buying, they evidently come 
from those who contemplate placing orders 
but are possibly waiting for better prices. 
Prices are considered quite low right now, 
and seem to be holding well. All southern 
pine items are inactive, as are hardwood and 
cypress. Improvement in the hardwood 
market is expected. Ties show a little ac- 
tivity at the very low prices prevailing, and 
so do all classes of railroad material. The 
West Coast market is quiet and few orders 
are being received. Announcement of the 
firm price policy adopted by many of the 
mills on the West Coast and in the Inland 
Empire has been received here with con- 
siderable enthusiasm. 

While construction here of all types has 
drifted into a lull, the outlook is considered 
fairly favorable, but real activity may not 
develop until spring. The small volume of 
building actually under way is concentrated 
in a few large projects, and most of these 
are more than half completed. There Is vir- 
tually no indication of many more construc- 
tion projects being undertaken. Home build- 
ing continues limited, with the speculator 
almost entirely out of the picture. Apart- 
ment construction is very quiet; only two 


(Continued on Page 71) 
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Week’s 


Lumber Prices 





Following are f. 0. b. mill sales prices as reported from Kansas City, Mo., 


Flooring Finish, All 10-20’ 
x3” E.C a Rough: 
| 10-: 20’. - 15 bt ¥enees 35.00 
0, = 20’.... 49.29 Be Surfaced: 
i: P Pa . ne val 2 
Bibr docaw.. agg [RE co 
No. 1, 10-20". - 30.95 el peat 39.87 
No. ” =< 20’ 20.70 1x5 and 10”.. 44.46 
1x4” B. ‘ - F o” w2 2 
B&Btr, ges 20’... 70.36 5y4x4, aS”. ; 36. 39 
4” ,.G.— 4 i= ” r ot 
BaBtr, 10-207... 34.19 5/4x5, 10013". 68.81 
No. 1, 10-20’. 30.68 C Surfaced: 
No. 2, 10-20’.... 20.04 SRO “éstducows 36.00 
Ceiling ee cle ara ape 
ae, 1-0 on ae 1x5 and 10”.. 42.00 
ee oleae 5 
 ) arr... aaa ste eees 65.00 
No, 2 .cccccece 16,25 Casing and Base 
Shiplap B&better: 
No. 1 (all 10-20’): 4 and 6”..... 47.60 
i ete ae 28.83 BY wee eens 17.13 
No. 2 (10-20): 5 and 10”. 53.56 
rr 15.69 
Rs cor oe 15.93 stead Siding 
No. 3 (all 6-20’): 1x6”, 10-20’— 
SS 11.76 eA 32.93 
Ege Sieeae ws 11.66 Pe Eo Sewawncen 22.28 





SOUTHERN PINE 





Fencing, 8158, No. 1 Dimension, 
da 10-20 S1S1E 
me. e: Short- Long- 
a ee 29.39 
1<e* 8154 leaf leaf 
be lama etal eno’ | 2x 4”, 10’..20.08 24.00 
No. 2— 12’, .20.32 22.67 
WE sivas an 14.06 16’. .21.19 24.52 
Se © ods s oom 14.12 18&20’. .23.20 25.75 
No. 3— re ee gee. SS Se 
DE cs ck swans 9.50 12’. .17.24 18.66 
SMe oh ckecwews 11.61 0 cee eben 
Boards, S18 or 82S 18&20’..20.18 23.75 
No. 1 (all 10-20’): 2x ae 10’. .18.79 23.00 
ee 28.58 12”. .18.57 23.00 
1x10” ....... 33.74 16’. .19.03 23.00 
— 47.61 18&20’..20.19 .... 
No. 2 (all 10 to 20’): 2x10”, 10’. .26.47 
iE ad 15.87 12°. .25.22 
Se 66 ceeds 15.80 16’. .25.60 
a 22.81 18&20’. . 26.62 
No. 3 (all 6-20’): 2x12”, 10’. .30.00 
Se” sce es wee 11.28 ia fe 
See 8 eervces 12.12 16’. .30.11 46.00 
SEG 64 obs ke 12.64 18420’. .32.30 .... 








for the week ended Oct. 4: r 


No. 2 Shortleaf Longleaf Timbers 
Dimension S1S1E No. 1 Sq. E&S 
ae, WL S05: 17.33 " g4s. 20° and 
| eae 17.58 pote i 
eee 18.19 ws 
i ctiicns 18.77 BP vette eees 26.34 
a cs < 13.32 Plaster Lath 
ae 14.00 | No. 1, %”, 4’ 2.61 
* oe 14.00 =. 
18&20’...... 16.03 | No. % %”, 4 1.75 
7 i | Jenn 16.59 Byrit Lath 
Pee 1682-7 4 and 6’... ce 10.76 
S00 ss «0 17.33 | s and 1¢...... 12.47 
SuiO".- Ic ccs 17.50 
12s, 17.31 Car Material 
yetteee 18.50 | (All 1x4 & 6”): 
SOGST sit eo 18.25 B&Btr, 10 and 
Bee: Sse eas 20.25 nee Se 34.00 
oe 17.83 No. 2 random.. 20.25 
ae 20.46 
SOR o\cse-00 25.06 Car Sills 
No. 3 Dimension S4S sq. E&S— 
Up to 9, 34-36’. 37.78 
” 0 , 
eee reer est TR Oe sevsieat 38.31 
EE a war oisrerieca 11.00 40-41" ...0.2.. 38.53 
a 12.25 | Up to 10”, 34-36’ 41.34 








NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the veriod Sept. 1 to 
30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
peattor bai 36:5 ta cappaldas'e Gat de teat Gs aon een en vars $41.90 
Dia GL wkd eR aOR ELLY Sale et taal 28.25 
al SPIE OCR 2: SE iS 8, Te eee 19.70 
ee eS Ae See eee ee Co et. Ce 16.95 
No. 1 No. 2 
B&better No.1 box box 
re eee $42.80 a dls 
MM. cesouns 42.95 es -e P 
BI oie epee 43.15 $33.60 $23.15 20 
1x : sige atic, hey eae 45.75 esr ’ onisa — 
1x 8” py caer artes aes deus 45.5 34.40 24.35 19.15 
1x10” pei h Ss aacie 49.20 36.90 23.60 19.75 
wate mcd otor 63.00 44.75 27.10 20.50 
Ed P&better— 
RS a Se ee EA ie” oe rae 48.00 
EE: SRB sk wig OM ocak OHO beware we 3 80 
BE vn ahs one per sep eteexwsaiabetan 66.50 
er inital cs ar ac dnshCacovaanin in arate Waka aed eGR c, 44.40 
Bark Strips— 
Oe Pe ee na ee ee eee $29.85 
NE eb eG Srg coca MG Wei racine cab rides alms acids 15.20 
Dressed 4,” 3” & 
Flooring— Wide Wider 
B&better 18"... . 2... $39.80 $39.10 
No. 1 common, }#”...... 36.20 33.85 
No. 2 common, }§”...... 25.05 25.40 
2% ” 3 ” 
B&better, #1” .......... 38.45 3700 
B&better, bark strip partition.......... $32.25 
Box bark ee, IOI 8 hi. boc Caen ok xe 15.75 
No Ai 
Roofers dre Se dried* 
1x 6” peacka W eal dd wee thong eek a $23.85 $14.40 
1x a ce wh ie Slee e wlae area 24.30 15.05 
1x10” piel e 0 wigte es dle eben 24.40 15.45 
edi te ait ie oe 27.70 16.05 


*F. o. b. Macon, Ga. 


WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, “— 
8’ 0,12&14’ 16’ 





ln qu TITS Testes eeeees $25.50 - $26.50 $27.50 
ix 6” Cede htee eee men 29.00 30.00 31.50 
ane cere ree Pere 30.00 31.00 32.50 
x Sete reecesesewes 32.50 33.50 35.00 
DE ik kia dnne neaeeiete 33.50 34.50 36.00 


For shiplap or flooring, add 50 cents 
Prices on No. 1 boards. x: e ” 


No. 1 Hemlock Dimension, 81S1E— 

2 _ 8 10’ 12° 14’ 16’ 
x 4”. --$30.00 $30.00 $30.00 $30.00 $31.00 

2x 6” ... 28.00 29.00 29.00 29.00 31.00 

2x10" ... 29.00 32.00 33.00 33.00 32.00 

2x12” ... 29.00 33.00 33.00 33.00 33.00 
For No. 2 dimension, deduct $2.50 from 


Price of No. 1 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., Oct. 8—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Oct. 8. Reports of prices shown 
on S2S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 


specified lengths are called for. Quotations 
follow: 
Pondosa Fine 
INCH SELECTS AND COMMON, S2S— 
6” Rg” 10” ead 
C selects RL..... $39.29 $38.18 $47.28 $68.66 
D selects RL..... 28.02 28.14 36.74 49.36 


No. 1 common AL 32.00 31.00 40.00 
No. 2 common AL 20.81 20.58 20.53 
No. 3 common AL 13.85 15.18 13.96 
SuHop, 5/4 AND 6/4, S2S— 
No. 1...$24.53; No. 2...$14.52; No. 3...$9.45 


SELECTS S2S, 5/4 AND 6/4, 4” AND WIDER— 


1 
5 


bo 
ao! 


7 
5 


C select RL...$46.10 D select RL...$39.90 
ee, Be, OP OG vec cc ence pacessvus 25.00 
No. 4 Common, S2S RW RL... 2.2 cccces 12.00 

Idaho White Pine 
INCH SELECTS AND CoMMON, S2S— 
6” R” 10” 13° 
© setectsa BRi....., $61.83 ye saa a PR gen 
D selects RL..... 39.47 $41.23 $51.28 $84.00 


No. 1 common AL .... 42.00 48.66 71.00 
No. 2 common AL 30.41 30.69 30.45 38.71 
No. 3 common AL 19.68 22.25 23.88 25.48 


SeLects S2S, 5/4 AND 6/4, 4” AND WIDER— 


Th mbt Tb. ob de vs sss vere + He $70.00 
No. 4 Common, S2S RW RL............- 13.50 
Larch and Fir 
Me. Gimameoe Bae" 10. nc cece sceeces $15.03 
No. 1 dimension, 2x10” 16’.........cceees 16.00 
Vert. gr. flooring C&btr. 4” RL........ 35.25 


Drop siding or rustic, C&better, 6” RL.. 26.25 — 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended Sept. 27: 


Flooring 
1x3” 1x4” 
Edge tee en Ne cue $60.00 
eee 25.00 
Flat cabal SF aspeaeciiiiel- ee - - $36.00 35.75 
__ 3h See 32.25 
| ee tehed 22.00 

Partition and siding 

Drop Siding, B&better, 1x6”............ $35.25 


Finish and Moldings 


Discount on moldings, 1%” and under... 45% 
1%” and over... 40% 


Boards and Shiplap 


Boards, No. 2, 1x12”, Oe. SR sect cwkws $22.00 
Shiplap, No. 3, TE Civecke Ov OS es8encnd 16.00 
Dimension 
me. 3 ORR, Dac OG. U0 sc iieancicevacku’ $17.75 

Pe. Bee Me BE wis ae cbse + Gemied . 21.00 

oS yi oe 2 Ferree eee 31.00 

Me, 2,.2e- So", G+ BO We 64 tsi canes cusses 16.75 
Lath 

Dia Bi Ss OF vis Mec ra oe oi cae saws $2.55 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 

Inch— 4” 6” 8” 10” 12” 
ey ee oer. $51.00 $51.00 $67.00 $82.00 


btr.,* 6-16’. 46.00 50.00 50.00 62.00 77.00 
No. 1, 6-16’.. 45.00 49.00 48.00 § 
No, 2, 8-16’.. 40.50 38.50- 38.50 38.50 46.00 
No. 3, 8 20’.. 31.50 33.00 34.00 34.00 35.00 
No. 4, 4-20’.. 30.00 32.00 32.50 32.50 32.50 
5&6/4— 4”"&wadr. 4, 6&8” 10” 12” 
D&btr., 6-16’ ...$66.00 $68. 00 $71.00 $81.00 
No. 1&btr., 6-16’. 60.00 62.00 65.00 75.00 
a ae 58.00 60.00 63.00 73.00 

For 5/&6/4 in No, 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, $4. 

§Furnished when available. 

*Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20- foot, $2. In No 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20 

foot, but not over 20 percent shorter than 

10- foot: 
D&btr., 4-inch..$28.00 E, 4-inch...... ¥38.98 

6-inch.. 31.00 6-inch 

i and pine, 4-foot; No, 1, $7.45; - No. 








| 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN} 


Portland, Ore., Oct. 7.—F. o. b. mill prices 
on actual sales of fir, Oct. 3, 4 and 6, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Flooring 





B B&btr Cc D 
Ser vikwdeus $35.00 ere wane awe 
1x3” alfa os cess 
SPO”) §cseevses 37 00 
Flat Grain Flooring 
Pe awkhseens ere 19.25 16.50 
Pe sone eas hued 24.75 22.50 
Mixed Grain Flooring 
ee cckenanan oa os $13.50 
Ce 
e's cevewe oe 18.75 14.50 ‘ome 
tak ah icmrecidl 19.50 15.00 cone 
amp aatee, 2 
a, thane nees 550 _ 50 iowe 
i avtvebece 3125 20.50 mee 
CS ere 14.25 
Pinish, Kiln Dried ‘and Surfaced 
x6” 1x8” 1x12” 
OENey pp cavaetecsaet $30.75 $38.00 $49.50 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
re 2 uebewes $12.50 $13.00 $13.50 $16.00 
iy Bppeetee: 9.75 9.25 10.25 9.75 
a. . hganene 5.50 5.25 5.25 sate 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4” .$12.50 $12.50 $14.00 $14.50 $14.50 ... 
6”. 12.256 12.26 13.60 13.50 13.75 $17. 00 $18. 25 
8”. 12.00 12.25 13.50 13.50 13.50 17.00 19.50 
10”. 13.00 13.00 13.75 14.25 14.50 18.00 19.25 
12”. 13.50 13.50 14.25 14.75 14.75 16.75 21.50 
2x4”, 8’, $12.25; 10’, $13.25; 2x6”, 10’, $12.00 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
ae 2 avevaeee gt $8.00 $9.50 se 50 wn 50 
ee wdadackeo’ 5. 5.50 e 
No. 1 diieaiee Timbers 
3x3 to 4x12” to 20’, surfaced.......... $16.50 
Bas to 22012" toe 407, SOMO ccccwccecses 14.00 
6x6 to 13x12” to 40, surfaced.....scece 16.00 
Pir Lath 
a. ie eee $2.75 
Bu better, Plat Grain Car Siding, 9 oF OT 15 
BY uo caceabs bac ceugdce iedeunteecce ae 





RED CEDAR SHINGLES 


Seattle, Wash., Oct. 4.—Pastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. o. b. mills are_ as follows: 


Pirst ‘Grades, Standard Stock, | Straight Cars 
ee Ce ce ewe ee ee alee en $1.40@ 2.35 
ee wae 1.50@ 2.20 
i Mo wavh do de bed weaned 2.30@ 3.25 
Eurekas, slash grain..........-+.. 2.60@ 2.95 
ek ca wna eee mele one elena 3.40@ 4.25 
er. A PO.» eke ke bein 7.25@ 8.00 
rn fe BO” os éeedabeaveena 2.15@ 2.50 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2..... $1.50@2.35 $1.75@2.35 
BEECE GIGBTD cccccccccs 1.60 @ 2.20 1.95 @ 2.30 
Ch bed sande 2.40@3.25 2.60 @ 3.25 
Pe casendyeece aoe 2.75 @ 3.00 

DC vcccapesaes 3.50 @4.25 4.10@4.25 
Royals, 24”, A grade.. 7.75 

Dimensions, 5/2, 16”... 2.40@2.60 


First Grades, Rite-Grade Inspected Stock 


Ps PO UG tcendeetaeeewouese $1.55 @1.60 
Extra clears: 


756% premium clears...........- 2.40@3.00 

50% premium clears............. 2.00@ 2.25 
SE, COLE DOUEOSEED oo ccccvecvee 2.55 @ 3.25 
Burekas (75% vertical grain)..... 3.50 
DD. 6564 b00taWeunnneeeeeent 3.75 @ 4.256 
tn! vette oe bad wees bab doa ema 0 
Second Grades, Standard Stock, Straight Cars 
en Ce Bie. ceecsvescoenade $1.05 @1.25 
SS ee 1.00@1.50 
i iE soa wc wetwh sine eet ees 1.40@2.00 
Dy a EE Océ be cccaecconiosscaess 5.50 
Dy ee ED wecdvivodceceev ees 2.25 @2.50 


Second Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Common stars, 6/2 ...$1.00@1.25 $0.90@1.25 
Common stars, 5/2 - 1.10@1.50 1.50 
Common clears ....... 1.45 @2.00 a 41502. 00 
ar te OED dée cp eeeete 5.00 

No. 2 perfections ..... 2.25 @2.50 2.50 


British Columbia Stock, Seattle Market 


British Columbia stock, with or without 
‘Edgwood” mark, is being sold “to meet com- 
petition.” 





APPALACHIAN HARDWOODS 


Cincinnati, Ohio, Oct. 6—Average whole- 
sale prices, carloadg, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods: 


PLAIN WHITE OAK— 


4/4 5x6/4 8/4 
ee ps 95 110@115 139935 
No. 1 comésel. 53 63 68 74 80 
No. 2 com.. 33 36 
No. 3 com, 24 26 26 28 26 28 
Sd. wormy ... 43 


PLAIN RED OaK— 


De estdeceeu 80@ 85 90@ 95 190@ 198 
No. 1 comé&sel. 45 48 52 55 ss 62 
No. 2 com, ... 34 36 36 38 +4 
No. 3 com, 24 26 27 30 38 
CHESTNUT— 

[eae 75@ 80 90@ 95 100@105 
No. 1 com, ... 45@ 50 54@ 59 60@ 65 
No. 3 com. ... 22@ 23 22@ 23 22@ 23 
Sd. wormy & 

No. 2 com... 30@ 33 34@ 37 38@ 40 
No. 1 & btr. sd. 

wormy ..... 33@ 37 35@ 38 40@ 42 

POPLAR— 
Panel & No. 1, 

18” & wdr..140 0 160 
Wee seovees ---100@105 115@120 125@130 
anon & sel.... 75@ 80 85@ 100@105 

- anackoanve 50@ 55 65@ 60 60@ 65 

No OS” ees 387@ 40 42@ 45 45@ 48 

Se Beare 26@ 29 29@ 32 30@ 34 
MAPLE— 

Pat), sknaneeen 78@ 82 85@ 90 93@ 95 

No. 1 com.&sel. 50@ 55 65@ 70 %73@ 75 

No. 2 com. ... 40@ 43 43@ 46 45@ 47 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 4.— Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f.o.b. mill, are: 


Bevel Siding, %2-inch 


Clear 4% ‘"B” 
SECC $30.00 $27.00 $20.00 
| Se oe” 31.00 28.00 23.00 
rae 33.00 29.00 24.00 

Clear Bungalow Siding 
%-inch 14-inch 
DG. Ha vueewekhdcadanene aden $47.00 $33.00 
SEG. 8 ccanvwmiacvenseoeens 56.00 43.00 
pS ee ee eee 65.00 eau 
Finish, B&better 

$28, S48 

or Rough 
Ser” Je cedetkese ahead a esenbodee ene eau $ 60.00 
BT £tCo oer Cae OR sad tks ese eS eb Rees 65.00 
TS ha icatia ot kaa ne Cake aaa ee eae ae 75.00 
ES. wees ee aaah ack eRe gh an ee eee we oo eee 85.00 
DE dare ctnadeekweds cede o¥euncaeenea 90.00 
aa hia a ia ial od ite GR wd ila DRC 95.00 
RS ES NE SE SES SEE IEE A a SO oP ae ere 100.00 
Se ME od cS cabhvendeoecasaneeends 105.00 

Clear Ceiling or Flooring, One Side V or B 
i ee Leip obce tbe seieweds bande cnet $45.00 
OS gt Fe ee ee ee 50.00 
Discounts on Mouldings 
Made from 1x3” and under...........ceee« 50% 
Made from GUReP GIMOB. 2... ccccccccccccss 40% 
For 50,000 feet or more, additional dis- 
RE iis ach alats ods bbe ee tea ee bin % 
Clear Lattice, S48, 4 to 16’ 

100 lin. = 
eT, © Gi. o.6e-aed atin alien a ae ene ee ne aaa ee $0. 
i cipcgeudwe pie ekadek &¢nes oanweek whee tO 
SOU ia doi Ups hsaireal gi halla atta alah a ta Gcla Biel we sac akan ager ina we a -50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., Oct. 7.—The following are 
prices for mixed carlots prevailing today: 


— $55063 Factory stock— 

See . asceee 4/4 ...$26.00@27.00 
1x4—10” ... 45@50 5/4 ... 30.00@35.00 

Bevel | gaine— 6/4 ... 34.00@38.00 
ox oiebued $24.00 8/4 ... 34.00@38.00 
%x6”, Plater. 26.00 h 


Lath ... 3.00 
Green box 16.00@18.00 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to the 
Maple Flooring Manufacturers’ Association, 
averaged as follows f. o. b. cars Soering mill 


"Cae gr. 28.50 





basis during the week ended Oct. 


First Kanal Third 
PE” ‘ince ehanewin $77.85 $68.27 cone 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. } Soe 





BIE coccccccccsvsececcees $115.00 90.00 
OSE ccccsevscecceesenscos 20.00 95.00 
C/8 ccccccccccccccccccces 125.00 100.00 
B/E ccccccccccccccccccccs 130.00 105.00 
VO/4E cocccccccccescccccces 150.00 125.00 
18/4 wccvecccccvcveseceees 160,00 135.00 





NORTHERN HARDWOODs 


Following are prices of northern hard 


f. o. b. Wausau, Wis.: woods, 
AsH— 

FAS Sel. No.1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 48.00 $ 37.00 § 29.95 
5/4 ... 75.00 65.00 60.00 41.00 29 99 
6/4 90.00 75.00 60.00 41.00 29.99 
8/4 ... 100.00 85.00 70.00 45.00 29.94 
BircH— 
4/4 87.00 67.00 42.00 28.00 21.99 
5/4 90.00 70.00 48.00 35.00 2199 
6/4 ... *93.00 *73.00 56.00 37.00 2199 
8/4 ... 97.00 77.00 68.00 44.00 23.99 
10/4 ... 107.00 97.00 88.00 59.00 |- 
12/4 ... 112.00 102.00 93.00 59.00 °"" 
16/4 ... 157.00 142.00 128.00 ..... 
5/8 73.00 658.00 32.00 23.00 
3/4 76.00 61.00 36.00 23.00 


*Straight cars of 6/4: FAS, $93; aclecta, om. 
For 5 inch & wadr., 8-foot & lgr., add $2, 


Price of No. 2 and better, > 


lengths, $32. 


For select red, add $15. 
Rough birch, 6- to 16-foot, 1x4 inch, two face 
clear, $80; one and two face clear, 365; 1x5- 
inch, two face clear, $90; one and two face 
clear, $70; run of pile, $68. 


Sorr MaPLE— 


4/4... 65.00 55.00 42.00 

5/4 70.00 60.00 48.00 

6/4 82.00 72.00 60.00 
8/4 87.00 77.00 67.00 
Sort ELm— 

FAS No. 1&Sel. 

4/4 60.00 40.00 

GS ... Fees 50.00 

6/4 ... 75.00 55.00 

8/4 ... 80.00 60.00 
10/4 ... 90.00 70.00 
12/4 - 100.00 80.00 
Rock EtmM— 

FAS Sel. No.1 

4/4 80.00 en 55.00 

5/4 85.00 60.00 

6/4 90.00 65.00 

8/4 - 95.00 75.00 
10/4 - 105.00 85.00 
12/4 ... 115.00 aati 95.00 

*Bridge plank, add $4 to No. 

Basswoop— 

4/4 70.00 60.00 46.00 

5/4 72.00 62.00 652.00 
-6/4 75.00 65.00 54.00 

8/4 83.00 73.00 58.00 
10/4 ... 90.00 80.00 65.00 
12/4 ... 100.00 90.00 75.00 


and 


26.00 
33.00 
35.00 
39.00 


No. 2 
25.00 
28.00 
28.00 
36.00 
40.00 
45.00 


No. 2 
27.00 
30.00 
30.00 
38.00 
52.0¢ 
57.00 

3 price. 


26.00 
28.00 
32.00 
34.00 
45.00 
55.00 


6-foot 


20.00 
21.00 
21.00 
21.00 


No. 3 
22.00 
24.00 
23.00 
23.00 


No. 3 
19.00 
20.00 

*20.00 

*25.00 


30.00 


20.00 
23.00 
23.00 
24.00 


eeree 


Keystock, 4/4, $72; or on grades, FAS, $82; 
No. 1, $62; 5/4, $78; or on grades, FAS, $83; 


No. 1, $68. 


One and two face clear, 6- to 16-foot, 1x4- 


inch, $65; 1x5-inch, $70. 
Rep OakK— 
4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 
Harp MaPLte— 
4/4 70.00 60.00 47.00 36.00 15.00 
5/4 ... 85.00 65.00 60.00 38.00 19.00 
6/4 ... 90.00 70.00 55.00 36.00 19.00 
8/4 ... 95.00 75.00 65.00 37.00 21.00 
10/4 ... 115.00 95.00 80.00 50.00 .... 
12/4 ... 130.00 110.00 95.00 52.00 ose 
16/4 ... 175.00 155.00 135.00 came 
Harp Mapie RovGH F.oorine STock— 
No.1 No.2 No. 3A 
com. com. com. 
OPA ee $45.00 $35.00 $25.00 
 taekes ebitenk sees x 48.00 38.00 28.00 
Me: esekaeveadsanOden be% std o 38.00 28.00 
No. 2 and 
better 
Kiduvhnnsebks dese ti geKcega eae $38.00 
De tuted h hdd sGateee tidne tebe endtaneet 47.00 
FAS Sel. No.1 No.2 No.3 
6/4 ..$70.00 $60.00 $50.00 $35.00 $22.00 


Regular stock contains 50 percent or more 
14- and 16-foot, and the following pereeneee 
of 10-inch and wider: 4/4, 10 percent; 5/, 6 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $39; 
12-inch and wider, $35. 








> he a Acs 


BLAC! 
Qt 


Pin 
Mote 
¢ 

D 

Pir 


WHI 
Qt 


Ph 


$2 


$1 


nedawseods a 








DS 


rOods, 


No. 3 
22.00 
22.00 
22.00 
22.00 


21.00 
21.00 
21.00 
23.00 


, $73. 
2. 
5-foot 


0 face 
1x5- 
face 


20.00 
21.00 
21.00 
21.00 


No. 3 
22.00 
24.00 
23.00 
23.00 


No. 3 
19.00 
20.00 

20.00 

*25.00 


30.00 


20.00 
23.00 
23.00 
24.00 


$82; 
$88; 


1x4- 


16.00 
20.00 
20.00 
21.00 


15.00 
19.00 
19.00 
21.00 


lo. 3A 
com. 
25.00 
28.00 
28.00 


2 and 
tter 
8.00 
7.00 


No. 3 
22.00 


more 
tages 
/, 6/ 
cent. 
and 
are: 
$30; 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern hardwoods received during the week ended Sept. 30, Chicago basis: 








pm 4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FIGURED RED G RED Oak— 
td. FAS.. 110. Oe err eee ERE * GU: is) SRAOIIOGIES Meeies 8 ds5 oc ocdnc decade acct. 
Pin. FAS.. See” AOS OB ese tees) Desc eu pea aes co ka 7 mn wae ose ones iiswitee hia schn CCRE 2 
* n, FAS... 62. t 73.50@110.25 80.75@ 82.75 ...c.ccceee. 
a PAS... 81.25@ 99.75 86.00@103.50 93.25@103.75 80.50@ 96.50 a i, rr Sy ae. 44% cP wed ple a\0'00b s 60 40'ee 59.00@ 66.00 
No. 1&sel. 4 45.50 aa ti‘(t‘“‘ CC 57.00 oe “Ss "| ae ES Oe roe a Senor tts 0 
re... SOME, ce cli cens ciate bell bakwndeeeune No. 2 com. 34.75@ 38.50 40.00 rete e tee eeee tee eeees . 
No; 1&sel. 44.50@ 54.75 53.25 52.50@ 59.00 ......cceeee MIXED OAK— 
Se... SET NE nut deviiducn’d” 961. cic de  heceaasanelt Peer erne-- SSHO@ 41.00 £7.09 51.00 56.75 
OPLAR— 
sap GUM—. on Pin, FAS 86.00@ 90.75 
Qtd. FAS... 56.75@ 61.75 56.75@ 64.00 ............ 56.25@ 80.00 Sape .... ah.38@ 6646. 62.760 05.00 Ghee RCT eeesee: 
No sel 37.60 iiiietssstt GIUGIIIIE Steresees Ss See: Cee saga (tities datgaeneeees 
pin. FAS, o. lcom -50¢ .f 4. 40.00 44.00 
> oe on ante 0: ene No. 2-A... 29.00@ 39.25 ........ Laces seceeepseces ooctWUnaiee 
ae . 14 wa 54.00 48. 13@ 40.00 sitea Siaa °°" ssw 2-B... 25.50@ 27.25 27.00@ 29.00 29.00 ~~  ....2iiitit! 
No, 1&sel. 33.00@ 44.00 38. 40.50@ 47.00 43.00@ rae » 
No. 2 i 22.59@ 26.50 26. 50@ 28.75 29.00 29.00@ 31.75 ee a ve oem ee ee 88.25@ 90.50 91.25@ 93.75 
> s #9 elas teakee te 53.50@ 58.25 59.00@ 61.25 
ae 20.00@ 22.50 .eeseeeeesee seeseeeecee seeeeeeeeees ooo ase RSD sc ccccane “Gtncctaeaek coal ras 
"9 OFT APLE— 
Qtd. FAS... OS eee ree 49.75 50.75 No. 1&btr 41.50 46.50 
i i ag ee eer a - ‘  . J. 1G > SAaSe heh” 2° Ree 
Pin. SR a gam ORS eS ae OSS eae Cree 02 SE tea: a hee as err l 43.75 
Se Sd. SE ce cas chunc.. vonesendenee tain Saimin aa 6 eeeeeyeette seg tt tks +o see? 
a 2. c7 ME EEO vcdulvcacadee) hoccueadhauer cca: comme ana eee Pe iy, °*ees 
LO— P 
"Qtd PAS... 51.000 seseveesesee teeeeesssees seseeeeeeens et Se eee ee 
oO. sel. ae. . .. _, Shee ReEeteOe DODO CO TRESS “Reeeeeeneet ° No. 30. ev ccgnsccewta. savescaetaul . «nal 
ens Se OA ee cca’ wsbseneeuente 46.00 No. penne 38.280 30 mm wag Sere. coe 
No. 1&sel. 31.25@ 41.00 35.75 ............ 36.00 RR Pe 18.25 ; igicheak, stthccenzen ana: 
ae. 2 1 oc0 SO eM... ++ -caiparcueeeee abatie ceteane eee SRR OTEITERT Ss PATS PARSE OO ee 
WHITE OAK Pin. No. 1 
Qtd. PAS...110.75@130.75 130.75@133.25 ............ 153.75 ES RB ll an PS Se 
No. 1&sel. 74.50 °° :*:*«Cearem en eoeaene oui : iced sishev xe ube See Wit wheels ba 
a . SR ne ee re ee et ae WILLOW— fa 
a. 2 ae See... ti" igs eweicnea ciwuwueweeee cea cigee tee ae ee i ye a aT see ° 
Pin. FAS... 18.50@ 89.75 93.00@ 101 15 100.25 @ 106 15 99.25 @125 50 MAGNOLIA— 
o. 1&sel. 49. 55. 2. 59. 9.25 ge CB. OB.I6.  ndkne ve'ceden 54.00 52.75 
“Ne oS eee 56.00 59.00 66.50 No. 1&sel | iP § 38S ere ot hed — 
BO Doves SAN GEIB occ cccsesess 55.50 55.50  aeageal 26.25@ 27.75 28. 00@ 28.75 29.75 34.00 
No. 3. a oe ae) — aid enseceash) eeuakeunah . cAN— 
ho i, Ce MY cht klik CL a eemnabel. aneaaunomen Te te. CO OSE ere aoehs ee 
OAK FLOORING ° 9 
isc tein seaiek aaa: sibel is VWVeek S arket Keports 
basis, on oak flooring: 


BS titet x14" sti %o S¥seb0 


lst qtd. wht. 109.00 $99 
lst qtd. red..... 79.00 77:00 71.00 
2nd qtd. wh 78.00 67.00 655.00 $500 
2nd qtd. red 68.00 61.00 55.00 53.00 
ist pln. wht. 86.00 66.00 63.00 51.00 
lst pln. red... 74.00 66.00 61.00 55.00 
2nd pln. wht. 60.00 56.00 45.00 44.00 
2nd pln. red.. 59.00 56.00 45.00 44.00 
ae 42.00 41.00 31.00 30.00 
ae 42.00 41.00 31.00 30.00 
Pe «tenes 24.00 25.00 15.00 15.00 
%x2” bay 
i Ce io. nes edema gana $96.50 $96.50 
i Ces tose nerebeteeeen Ss 94.50 94.50 
NE ree & 75.50 72.50 
Se ves cccceevesbeseses 75.50 72.50 
8 Se ee errs 71.50 71.50 
SS ee Pe ee 66.50 66.50 
Dr ,. Cs crack nconcemeneeks 62.50 62.50 
SS SA rare er 60.50 60.50 
i, Lesuhd adie voreseabesete 40.50 38.50 
SND Graig gisb se ele eee ees oueae ee 40.50 38.50 
a ae ere 20.50 20.50 


New York delivered prices may be obtained 
by adding to the above: For Air ne stock, $3; 
for %-inch, $1.50; for %-inch 





BLACK WALNUT 


Cincinnati, Ohio, Oct. 6.—Prices on Ameri- 
ean black walnut, f. o. b. Cincinnati: 

FAS: 6-9%” wide; 4/4, $235; 5/4, $245; 6/4, 
$255; 8/4, $265. 

Select: 4/4, $150; 5/4, $155; 6/4, $160; 8/4, 
$165. 

No. 1: 4/4, $80; 5/4, $95; 6/4, $110; 8/4, $125. 

Vo. 2: 4/4, $35: 5/4, $40; 6/4, $45; 8/4, $50. 





Trouble and Litigation 


SEATTLE, WASH., Oct. 4.—According to 
word received here two receivers have been 
named at Mt. Vernon, Wash., for the Mont- 
borne Lumber Co., a logging concern ten 
miles east of the city, which lost timber and 
equipment in a disastrous forest fire two 
weeks ago. The receivers are Frank Day, 
Manager, and Joseph Kowal, of Sedro- 
Woolley. Company officials admitted the 
company was insolvent and did not contest 
the action. The receivership action was 
brought by Roy Van Maron, an employee, 
Who claimed $125 ‘back wages and charged 
the company was indebted to others to the 
extent of $100,000. 





For Editorial Review of Current Market Conditions See Page 31 


NORTHERN PINE 


BUFFALO, N. Y., Oct. 7.—Trade in north- 
ern pine is not at all active. Canadian ship- 
ments have been considerably below those of 
a year ago, and it is predicted that the winter 
cut will again be reduced. The lack of indus- 
trial activity is cutting down sales of low 
grades, which usually move in good volume 
about this time of year. 


EASTERN SPRUCE 


BOSTON, MASS., Oct. 7.—There has not yet 
been any increase in demand for eastern 
spruce, and prices are barely steady. Frames 
are $38@39 base. Scantling continues to be 
offered at $29, and sometimes less. Boards 
are hard to sell at any prices within reason, 
because of competition of cheap stock from 
the West. Lath are very dull and narrow 
stock is rather cheaper; 15-inch, $3.90@4; 
1%-inch, $3,60@3.75. 


HARDWOODS 


CHICAGO, Oct. 8.—Though several hard- 
wood distributers say they notice no change, 
others tell of increased sales to sash and 
door factories and to furniture makers. The 
recently reported improvement seems to be 
holding its own, concerning the general out- 
look of the market and the attitude of lum- 
bermen. Retailers are figuring on jobs, but 
the business is slow in materializing. Prices 
are unchanged. 


BUFFALO, N. Y., Oct. 7.—Hardwood de- 
mand has been on about the same basis as 
for some time, and prices have shown little 
change. There is not much lumber in the 
hands of consumers, and orders are almost 
invariably for quick shipment. Better buying 
from the furniture trade is expected soon. 


NEW ORLBANS, LA., Oct. 6.—The hard- 
wood market is showing a slight improve- 
ment. A few more cars have been sold, and 
there is an increased inquiry. The feeling 
in the trade is better. It is hoped that pro- 
duction will not exceed its present level. 





CINCINNATI, OHIO, Oct. 6. — Southern 
hardwoods continue quiet, with prices weak 
but unchanged. Wholesalers still regard it as 
a buyer’s market, especially on red oak and 
certain items of ash, for which there is prac- 


tically no demand. Almost all orders are for 
oak, gum and poplar in mixed carlots, furni- 
ture and cabinet factories being a little more 
active than others. 


DOUGLAS FIR 


CHICAGO, Oct. 8.—There is practically no 
change in the volume of Douglas fir being 
sold, and there has not been reported any 
“falling by the wayside” on the part of those 
who agreed to maintain their price lists firm, 


KANSAS CITY, MO., Oct. 7.—The Douglas 
fir market is steadier, and there has been a 
slightly better demand from country yards in 
the North and West. City demand continues 
slow. There has been a little more industrial 
inquiry of late. 


BALTIMORE, MD., Oct. 6.—Douglas fir de- 
mand continues indifferent and halting. Ac- 
tivities calling for the use of fir proceed 
upon a materially reduced scale. Naturally 
competition is very active and holds down 
the level of quotations. 


NEW YORK, Oct. 6.—The first week of 
October there has been a somewhat better 
demand for Douglas fir than had been ex- 
pected. Arrivals from the West Coast are 
considerably less in volume than at this time 
last year. Prices are fairly firm. 


CYPRESS 


CHICAGO, Oct. 8.—The cypress market 
here has been very quiet for weeks, and is 
reported no better, with both retailers and 
industrial users slow to take on any amount 
of stock. 


CINCINNATI, OHIO, Oct. 6.—Little change 
is reported in cypress trade. Some mixed car- 
lot orders for finish are being received, and 
an occasional one for industrial purposes. 
Some factory lumber is moving in mixed car- 
lots. Prices are weak, 


HEMLOCK 


BOSTON, MASS., Oct. 7. — Eastern and 
northern hemlock are very dull. Clipped 
boards are $29, and random $28. Western 
hemlock is offered c. i. f. for November ship- 
ment at $9.50@10.25 less than quotations on 
page 11% of Atlantic coast differentials, 
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But sharp 
teeth will 


and saw teeth 
can be madesharp 
with a Nicholson 
or Black Diamond 
File. 


These files are made in 
special shapes and sizes 


quirements. 


Cut Saw Files. 


cnols, 
(a) 
set 
U.S.A. 
(TRADE MARK) 
Providence Factory 
NICHOLSON FILE COMPANY 





Qd 
ye WON'T CUT 


HARD WOOD 


to meet the saw filer’s re- 


Ask your hardware or mill 
supply dealer for Nicholson and 
Black Diamond Special Cross 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 







A 
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Philadelphia Factory 
G. & H. BARNETT COMPANY 













Here’s the Place to Get 
Any Quantity of Finest Quality 


Northern Hardwoods 


Our large tracts of virgin growth 
timber and modern manufacturing 
facilities insure you a dependable 
source of supply Let us prove it. 


MANISTIQUE, MICHIGAN. 





Scarcity of cargo space and firmer rates add 
to the uncertainties and difficulties of whole- 
salers. 


NDW YORK, Oct. 6.—There is a good de- 
mand for timbers, say some of the whole- 
sale offices, but other items are moving 
slowly. Dealers carry small stocks. 


WESTERN PINES 


CHICAGO, Oct. 8.—A slight improvement in 
the volume of sales of western pines is re- 
ported by prominent distributers, although 
the betterment is admitted to be very slight. 
It is reported as affecting practically all fields, 
but mostly trade outside the city of Chicago. 


BUFFALO, N. Y., Oct. 7.—Trade in western 
pines is fair, though few large orders are 
being received. The tendency of the mills is 
to hold prices firmer, though not enough busi- 
ness is being placed to strengthen them, 


Wholesalers expect hand-to-mouth buying to 
continue. 


KANSAS CITY, MO., Oct. 7.— There has 
been some slackening in demand for shop, but 
a slightly better demand from retailers for 
California pine. Inland Empire stock is a 
little slow. Prices continue weak. 


NEW YORK, Oct. 6.—Idaho and Pondosa 
pine prices are fairly firm, and there is a fair 
demand, with local stocks of the leading 
grades still somewhat broken. Early Octo- 
ber business is said to be showing a slight 
improvement over late September. 


SOUTHERN PINE 


CHICAGO, Oct. 8.—Few distributers, whole- 
sale or retail, could see any change in the 
southern pine situation this week,-nor for 
weeks past. There is interest in whether 
the firm price policy will “stick,” and there 
seems now less doubt expressed as to its 
feasibility and its necessity. ‘The market 


as 
prices show little or no change, although 
these are spotty indeed, depending on the 
items, their availability, and the quantity 
found in the small stocks every yard and in. 
dustrial plant nowadays maintains. 


KANSAS CITY, MO., Oct. 7.—Retail yarq 
demand for southern pine has been well main- 
tained in the last week, and there has been 
a little increase in demand for industria] 
items. Well mixed cars continue to make up 
the bulk of retail demand. Prices are steady, 


CINCINNATI, OHIO, Oct. 6.—A slight im- 
provement is reported in southern pine trade, 
Prices are unchanged, but yards, both up. 
State and local, are placing orders for fill-ins, 
Building here continues dull, 


BOSTON, MASS., Oct. 7.—Trade in south- 
ern pine is unsatisfactory. Some wholesalers 
believe there has been a shade more inquiry, 
Few sellers of roofers will now shade $24.59 
for really desirable 8-inch air dried. The ful] 
range for B&better partition is $40@46.50. 
C rift 1x4-inch shortleaf flooring can be had 
at $54, and nice longleaf at $58. 


NEW YORK, Oct. 6.—The early October de- 
mand for southern pine has not been heavy, 
but prices are a little firmer than they were 
a few weeks ago. Wholesale stocks are not 
heavy, and retail yards carry only what lum- 
ber they need for immediate orders. 


SHINGLES AND. LATH 

KANSAS CITY, MO., Oct. 7.—Shingle de- 
mand is not large enough to put any strength 
in prices. Clears have been selling around 
$1.40, and in some cases 5 cents higher. The 
demand for cedar siding is slow, and inquiry 
comes mostly from country yards. The de- 
mand for lath is reported a little slower, and 
prices are weak. 


NEW YORK, Oct. 6.—There have been fair 
receipts of eastern spruce lath of late, but 
they have hardly been equal to sales, so 
the result is that local stocks are lower than 
they have been for more than a year, and 
prices are stiffening. There are still good 
supplies of all leading brands of West Coast 
shingles; early October demand has shown a 
slight improvement over September. 


CLAPBOARDS 


BOSTON, MASS., Oct. 7.—Sales of clap- 
boards are few and unimportant. Sellers con- 
tinue to offer bargains in clapboards from the 
West Coast, and especially red cedar. Most 
retail yards are carrying light stocks. 


BOXBOARDS 


BOSTON, MASS., Oct. 7.—Boxboard mills 
are booking a modest business, and shipments 
on old orders are not in very satisfac- 
tory volume. Box and shook manufacturers 
have very lately experienced a moderate ex- 
pansion in demand.’ Round edge white pine 
inch boxboards are $25@27 for really desir- 
able stock, log run. 








Hymeneal 


GOSCH-BENTLEY. Donald H. Gosch, son 
of Harry E. Gosch, president of the Creo- 
Dipt Co., North Tonawanda, N. Y., was mar- 
ried on Sept. 27 to Miss Margaret E. Bentley, 
daughter of Dr. and Mrs. Frederick W. Bent- 
ley, of that city. The ceremony took place 
in the First Methodist Episcopal Church, 
Rev. Willis A. Stackhouse officiating. The 
wedding march was played by Mrs. Carrie E. 
Robinson, aunt of the bride, accompanied _ by 
Mrs. Arnold J. Milliman, violinist. Miss Vir- 
ginia Gillespie was maid of honor and_the 
bridesmaids were Mrs. Colvin Gosch, Miss 
Laura Cramer and Miss Dorothy de Noyelles. 
Kendall Gosch attended his brother and the 
ushers were Colvin Gosch, Warren Bentley 
and Lawrence Gosch. A reception attended 
by about 100 guests followed at the home 
of the bride. Mr. and Mrs. Gosch will be at 
home after Oct. 15 at Calhoun Beach apart- 
ments, 2905 Deam Boulevard, Minneapolis. 


CHRISTIAN - GRAMELSPACHER. Miss 
Elsie Gramelspacher, daughter of George 
Gramelspacher, president of the Jasper 
Veneer Co., Jasper, Ind., and Charles F. 
Christian, of Princeton, Ind., were united in 
marriage on Wednesday, Oct. 1, at St. 
Joseph’s catholic church at Jasper, the cere- 
mony having been performed by Rev. Father 
Basil Heulsler. Mr. and Mrs. Christian are 
on a bridal tour of the east and upon their 
return will reside with the bride’s parents at 
Jasper. 
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(Continued from Page 66) 


new large buildings are under way, both 
nearly completed, and no others are con- 
templated. There is little activity in the 
puilding of the smaller apartments. The 
Federal Government is planning two large 
projects, the new Federal Building and the 
Post Office addition. Condemnation suits for 
the Federal Building site are progressing, 
put no action on the Post Office addition has 
been taken in months. Privately financed 
construction is dull and the outlook poor, 
many of the larger architectural and con- 
tracting offices being virtually closed down. 
School construction also has been active, but 
is falling off rapidly. 

The Frost Lumber Industries report that 
pusiness for both August and September 
showed improvement. While this improve- 
ment was not large, it was quite encourag- 
ing, and created a very hopeful feeling. 


Baltimore, Md. 


Oct. 6.—John Taylor, representative of J. 
R. Thames & Co., Birmingham, Ala., and of 
some big West Coast mills, has so far re- 
covered from double pneumonia as to be able 
to give attention to business again. J. R. 
Thames, of the Birmingham firm, made a 
special trip here last week to call on Mr. 
Taylor, and invited him to visit the Gulf 
with a view to completing his convalescence. 

Mr. Tipton, of the Tennessee River Lumber 
Co. called on some members of the hard- 
wood trade in Baltimore last week. He 
stated that his company had been doing 
fairly well, and that indications were on the 
whole encouraging. 


Bogalusa, La. 


Oct. 6.—The drive for the $25,000 fund with 
which to erect a memorial to the late Col. 
W. H. Sullivan was completed recently when 
tay Mills, manager of the Coca-Cola Bottling 
Co., presented his check for $100, bringing 
the total contributions up to $25,050. A 
manual training school, the Sullivan Memor- 
ial Trades School, was built as the memorial 
and, although not yet dedicated, it has a 
waiting list of thirty-eight applicants. 

Col. A. C. Goodyear, president, and C. W. 
Goodyear, treasurer, of the Great Southern 
Lumber Co., are spending a few days here, 
looking after business interests. Both gen- 
tlemen are pleased with the progress Boga- 
lusa has made during the present year. 


Birmingham, Ala. 


Oct. 6.—Most of the lumber being sold in 
this market is for repairing and remodeling 
work. In preparation for moving day, many 
owners, especially of apartments, had im- 
provements made to secure tenants, and a 
good deal of work is being done to make 
negro quarters more attractive. The con- 
struction of public works is quiet, as most 
programs seem to be finished for the time 
being, and there is a limited volume of new 
residential construction. 

Prices of lumber have declined consider- 
ably of late, for price cutting is in full 
swing. There is hope for market stabiliza- 
tion in the announcement by West Coast 
manufacturers of a firm price policy, for the 
oak flooring people had already adopted that 
plan, and several large manufacturers in the 
South have begun to issue lists from which 
they will not depart. If they were assured 
of a stable market, the yards in this section 
would not object to paying a little more for 
their supplies. At present, the range of 
Prices is the widest ever known heré. 
Wholesalers here have quoted f. o. b. Bir- 
mingham prices that larger mills will not 
consider, but on the other hand some of the 
larger manufacturers are making low offers. 
Examples of the spreads in current prices 
are: No. 3 common flooring, 1x4-inch, $8.25 
to $14; No. 3 boards, $10.75 to $19; No. 2 com- 
mon flat grain flooring, $12.75. to $22; No. 2 
common shiplap, 1x8- and 10-inch, $11 to $18; 
No. 3 drop siding, $9 to $13; No 3 dimension, 
2x4-inch, $8 to $13; small timbers, $12.50 to 
$22; car decking, f. o. b. mill, $17 to $28. 
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| Jimmie Wealherbest says :— 


“We figure the 
profit for a dealer 


results from what 
hes SELLS, not. 
what he carries in 
stocr.”’ 


HIS year has seen a great improvement in WEATH- 

ERBEST warehouse service at strategic points for the 
benefit of the dealer. This year has also seen increased 
WEATHERBEST service to help him make sales not only 
for new work but for modernizing. 


If you want us to send our proposal of selling and 
sketch service, write us for details. 


WEATHERBEST STAINED SHINGLE CO., Inc. 
North Tonawanda, N. Y. 


Plants: North Tonawanda—Cleveland—St. Paul 
“Distributing Warehouses in Leading Centers 


WEATHERBEST . 
Stained Shingles Sold 
Only Thru Retail 
Lumber Dealers 














Wealtierbesi 


TA\WED SHINGLES 


For Roots and Siwe-Waur 












Has Reasons for Optimism 


PHILADELPHIA, Pa., Oct. 6.—Referring to re- 
cent articles in the AMERICAN LUMBERMAN con- 
cerning the rapid increase in the number of 
miniature golf courses throughout the country 
and the possible markets thus being opened up 
for lumber, J. A. Gillespie, of the J. A. Gil- 
lespie Lumber Co., this city, said the other day: 

“Why are they called miniature courses?” 
He then said that his company now is handling 
an inquiry for 50-foot longleaf yellow pine 
timbers to be used as chords in a truss roof for 
an indoor golf course which will be one of the 
finest in the land. This course will be an 
L-shaped affair covering quite a large area, 
and the plans contemplate a practice layout of 
nine holes, as well as one of eighteen holes 
for regular play. The material to be used 
ranges from 2x4s to 12x12s, and trade-marked 


longleaf yellow pine will be used throughout, 
as the owners are building with a view to per- 
manence. ‘ 

That business conditions in ‘this territory are 
not altogether discouraging is indicated in the 
statement of Mr. Gillespie that “for the first: 
nine months of 1930 we already are over the 
mark of our total feetage sold during 1929 by 
about five cars. With three months yet to go, 
we feel hopeful of equaling our 1928 sales.” 

Mr. Gillespie reports that sales in August 
were large, while September sales were even 
better. He believes general conditions are more 
favorable than they have been, especially in 
view of the large construction work that is 
being continued in Philadelphia and vicinity. ~ 

One of the big jobs completed in July, for 
which his concern, through its southern mill 
connections, supplied the / material; was the 
big Schuylkill River bulkheading job on which 
longleaf yellow. pine timbers were used. 
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Business Changes 


CALIFORNIA. Los Banos—The Los Banos Lum- 
ber & Supply Co. has changed its name to the 
Reeves Lake Land Co. (Ltd.). 

FLORIDA. Jacksonville—Reid Lumber Co. suc- 
ceeded by Reid Lumber & Export Co. 

ILLINOIS. Chicago—C. D. Johnson Lumber Co. 
moving local office to Rockford. 

Franklin Park—Franklin Park Lumber Co. sold 
business to Simonson Lumber Co. of Chicago, which 
is moving to this place. 

INDIANA. Alexandria—The Robinson Lumber 
Co. (Inc.), organized a few weeks ago and incor- 
porated. under the State law, becomes the suc- 
cessor of the Brannum Lumber Co. and the David- 
son Lumber Co., with offices at the yard of the 
latter concern at Washington and Black streets. 

MINNBSOTA. Minnesota Transfer — Brooks 
Bros. (Inc.) sold retail business to Weyerhaeuser 
Timber Co. 

Pierz—Pierz Lumber Co. sold to Morrison County 
Lumber Co. 

Sebeka—L. P. Doliff Lumber Co. sold to Lampert 
Lumber Co. 

NEBRASKA. Omaha—H, T. Black succeeded by 
Black-Spellman Lumber Co. 

NORTH CAROLINA. Lexington—Dixie Furni- 
ture Co. merged into Elk Furniture Co. and chang- 
ing name to Elk-Dixie Furniture Corporation. 

OHIO. Coalton—Enoch Wood has admitted his 
sons to partnership in his lumber and hardware 
business and the name is now Enoch Wood & Sons. 

OREGON. North Bend—North Bend White 
Cedar Co. sold to B K V Battery Separator Co. 


TENNESSEE. Alamo—Evans-Pinkston Lumber 
Co. purchased by E. C. Pittman, who will con- 
tinue the business. A. T. Evans, one of the former 
owners, continues in the contracting business with 
headquarters in the lumber company’s office, buy- 
ing his supplies through that yard. 

TEXAS. Amarillo—Pickering Lumber Co. sold 
local yard to Reppert Lumber Co. 

Aransas Pass—Cage-Sparks Lumber Co. suc- 
ceeded Aransas Lumber Co, 

Benavides and Hebronville—Edds & Acklen Lum- 
ber Co. changing name to Edds Lumber Co. 

Crystal City—F. W. Pulliam has bought an in- 
terest in the Mayhew Lumber Co. and will be in 
charge of credits and collections. 

Seminole — Shepperson-Dyers Lumber Co. suc- 
ceeded by Seminole Lumber Co. 


UTAH. Lehi—Peoples Co-operative Lumber Co. 
succeeded by Lehi Lumber Co., Byron Whipple, 
Prop. 


Incorporations 


CALIFORNIA. San Diego—The Border Lumber 
& Commercial Co., incorporated; capital, $100,000. 
Wilmington—Rossman Mill & Lumber Co. (Ltd.), 
incorporated; capital, $100,000. 
ILLINOIS. Chicago—Bell 

porated; capital, $50,000. 
INDIANA. Lawrence—Acorn ‘Lumber Co., in- 
corporated; capital, 500 shares pref. $100 par, and 
500 shares common, no par. To buy, sell and deal 
in lumber, hardware, brick, iime, plaster and all 
kinds of building materials. F. W. Young. " 
LOUISIANA. New Orleans—The American 
Woodworking Corporation, incorporated; capital, 
$15,000; Claude D. Miller, 4210 Bienville St. 


Lumber Co., incor- 
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MINNESOTA. Rochester—Kruse Lamella Lym 
ber Co., incorporated; capital, $100,000. . 

NEW YORK. New York—Wex Lumber Cor- 
poration, incorporated; capital, $10,000; Jean Fre 
51 Chambers St. 

NORTH CAROLINA. Statesville—Morrison Fur. 
niture & Fixture Co., incorporated; capital, $100,- 
000; acquired plant of Morrison Mfg. Co. ‘ 

OKLAHOMA. Bartlesville—Williams Lumber Co 
incorporated; capital, $10,000; M. E. Duncan and 
others. 

OREGON. Klamath Falls—Merrill Lumber ¢o 
incorporated; capital, $20,000. be 

Portland—Bronson Lumber Co. increasing Capi- 
tal to $20,000. 

SOUTH DAKOTA. McLaughlin—Sioux Lumber 
Co., incorporated; capital, $50,000. 

WASHINGTON. Clear Lake—Clear Lake Shin- 
gle Co., incorporated; capital, $30,000; saw and 
shingle mills. 

Raymond—Raymond Shingle Warehouse Co 
corporated; capital, $12,200; G. A. Gerhman. 


Casualties 


CALIFORNIA. Sanger—The warehouse of the 
Prescott Brick & Lumber Co. was destroyed by fire 
with a loss of about $10,000. 


» in- 


IDAHO. Lewiston—Home Lumber Co. damaged 
by fire. 
ILLINOIS. Jerseyville—Charles Ringhausen, or- 


chardist, lost his big cooperage plant here by fire 
on Sept. 20. The loss is estimated at $12,000. 

INDIANA, New Albany—Wood Mosaic Co., loss 
by fire, $200,000; warehouse and lumber piles de- 
stroyed, mostly finished hardwood flooring stock, 
and imported tropical woods. A second fire four 
days later in the stocks of imported woods de- 
stroyed about $150,000 worth. There is little doubt 
that both fires were incendiary. 

IOWA. Keokuk—Keokuk Box Co., loss by fire, 
$45,000; plant burned to the ground. Plans under 
way for immediate rebuilding; kilns and sawmill, 
office and dryer shed near by were not damaged, 

KANSAS. Medicine Lodge—Medicine Lodge Mill- 
ing Co., loss by fire in lumber yard and elevator, 
$70,000. Lumber valued at $25,000 included in the 
loss. 

MINNESOTA. Bemidji—The lumber yard of 
John Goodman damaged by fire, loss, $5,000. 

MISSOURI. Sikeston—Weltecke Lumber Co., 
loss by fire, $7,500; planing mill damaged. 

NEW JERSEY. Paterson—Hamilton Lumber Co., 
loss by fire. 

NORTH CAROLINA. Albemarle—Plant of Al- 
bemarle Cabinet Co. destroyed by fire. 


New Ventures 


ALABAMA. Montgomery—W. H. Guyer, for 
many years associated with the Anderson Lumber 
Co. and later with the Marshall Mill Co., has gone 
into the commission lumber business on his own 
account, 


CALIFORNIA. Torrence—Torrence Sash & Door 


Co. has engaged in business at 1641 Border Ave., 
under management of Daniel F.. Naulty. 





IOWA. Ely—Edwin Vavra opening retail lum- 
ber business. 
MISSOURI. Stockton—C. C. Meek, of Lockwood, 


has leased a site and will erect a lumber yard and 
office building in Stockton; business will be con- 
ducted under name of Sac River Lumber Co., with 
Arthur J. Coy as manager. 

NEW MEXICO. Portales—Walling Lumber & 
Construction Co. have established a lumber yard 
under management of Arland Skidmore, formerly 
at the Grapeland, Tex., yard. 

TEXAS. Edcouch—Spencer-Sherrill Lumber Co. 
opening retail yard. 

Houston—Citizens Lumber & Building Co., re- 
cently organized, opening retail lumber and build- 
ing material business at 1719 N. Main St. 

WASHINGTON. Seattle—Hedlund-Western Lum- 
ber Co. has organized; will manufacture lumber. 

Vancouver—Evergreen Lumber Co. opening re- 
tail yard at 5th and West Reserve streets. Storage 
shed under erection. Company, which has been 
incorporated with capital of $2,000, will carry @ 
full line of lumber, shingles, roofing, doors etc. 


New Mills and Equipment 


ALABAMA. Hybart—Kling Lumber Co., of Lin- 
den, Ala., with sales office at Thomaston, has re- 
cently completed the construction of another plant 
at Hybart. 

ARKANSAS. Newport—J. O. Goff and B. W. 
Jones are planning the immediate rebuilding of 
their recently burned sawmill. 

GEORGIA. Nashville—New and improved ma- 
chinery is being added to the planing mill equip- 
ment of L. W. Lowe. 

Pelham—Parham Lumber Co. erecting new plan- 
ing mill. The company recently bought the stock 
of rough and dressed lumber carried by A. Whaley. 

SOUTH CAROLINA. Allendale—Santee Head- 
ing Corporation rebuilding plant recently destroyed 
by fire; capacity 30,000 headings per day. 

VIRGINIA. Suffolk—Pine Products Co., of which 
J. Eugene McKelvey is resident manager, will 
erect a sawmill, dry kiln etc. 

WASHINGTON. Seattle—The Hedlund-Western 
Lumber Co. will erect a sawmill to cost $200,000 
on the Duwamish Waterway. 

Sedro-Woolley—Goodyear & Nelson will erect an 
addition to their sawmill to cost about $10,000. 
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| TRANSPORTATION 


Week’s Revenue Freight Loadings 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
Sept. 27, 1930, amounted to 950,381 cars, as 
follows: Forest products, 42,159 cars (a de- 
cline of 663 cars below the week immediately 
before); grain, 43,119 cars; livestock, 28,976 
cars; coal, 153,183 cars; coke, 7,951 cars; ore, 
48,095 cars; merchandise, 244,733 cars, and 
miscellaneous, 382,165 cars. 











Rates Held Not Unreasonable 


WASHINGTON, D. C., Oct. 6.—Division 5 of 
the Interstate Commerce Commission has 
dismissed Docket No. 23039—John Schroeder 
Lumber Co. vs. Akron, Canton & Youngs- 
town Railway Co. et al.—holding that rates 
on lumber from Ashland, Wis., to Akron, 
Ohio, and certain destinations in Michigan 
are not unreasonable or otherwise unlawful. 





Statement of the ownership, management, 
circulation, etc., required by the Act of Con- 
gress of August 24, 1912, of AMERICAN 
LUMBERMAN, published weekly at Chicago, 
Ill., for Oct. 1, 1930. 


STATE OF ILLINOIS, - 
County oF COOK, ° 

Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared ELMEB 
C. Hon, who, having been duly sworn according to 
law, deposes and says that he is the business 
manager of the AMERICAN LUMBERMAN, and that 
the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circula- 
tion) ete., of the aforesaid publication for the 
date shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher, The AMERICAN LUMBERMAN (a corpo- 
ration), 431 S. Dearborn St., Chicago, Il. 

Editor, ELMer C. Hote, 6704 Stewart Ave., Chi- 
cago, Ill. 

Managing Editor, A. L. Forp, 6104 Woodlawn 
Ave., Chicago, Ill. 

Business Manager, ELMer C. Hous, 6704 Stewart 
Ave., Chicago, II. 

2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the indi- 
vidual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its 
name and address, as well as those of each indi- 
vidual member, must be given.) . 

The AMERICAN LUMBERMAN (a corporation), 
431 S. Dearborn St. Chicago, Ill. 

— W. Defebaugh, 1120 B. 50th St., Chicago, 


Annie, C. Defebaugh, 1130 EB. 60th St., Chi- 
cago, 4 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per- 
cent or more of total amount of bonds, mortgages 
or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company, but also, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is given ; 
also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not ap- 
Pear upon the books of the company as trustees, 
hold stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has no 
Treason to believe that any other person, association, 
or corporation, has any interest direct or indirect 
in the said stock, bonds, or other securities than 
as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown 
above is .......... (This information is required 
from daily publications only.) 

Eimer C. Hors, 
Business Manager. 

Sworn to and subscribed before me this 24th 
day of September, 1930. WILLIAM MATHIESEN, 

(Seal.) Notary Public. 

(My commission expires Jan. 20, 1932.) 








Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 
75 cents a line for three consecutive : weeks. 
90 cents a line for four consecutive weeks. 


Eight words 


of ordinary length make one 

. Count in signature. 

Heading counts as two lines. 

oe See sage Ge lathe on Se od 
mitt 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be yaaa 
under heading Too Late to Classify. 

















Special 


THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 
Send your advertisement to the 
AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois. 


Too Late To Classify 









































Want —Employment | 


EXECUTIVE AVAILABLE 
CEDAR AND LOGGING INDUSTRY 


Formerly contracting and later connected with a 
large company whose timber resources are de- 
pleted. I have thorough experience in estimating, 
logging and organizing woods work. Have han- 
dled all classes of timber and well versed in mar- 
kets:and the cost of production. Was born and 
educated in Sweden. Ready for difficult problems, 
with rugged health, and a clean accomplished 
record, Location immaterial. 
Address “‘W. 9,”’ care American Lumberman. 


ESTIMATOR-SALESMAN 
Retail, wholesale and mail order experience. Can 
take off lumber and millwork for any size job. 
Draw small house plans. Manage Millwork or 
complete homes department of retail lumber yard. 
Age 32, married. 
Address “R. 32," care American Lumberman. 














BUYER AND INSPECTOR 


Position as buyer and inspector of Southern hard- 
woods on a commission or salary. Twenty years’ 
experience as buyer and inspector. A 1 references. 
J. H. DANIEL, Whitley Hotel, Montgomery, Ala. 


SECRETARY-STENOGRAPHER ALSO 


Bookkeeper. Seven years’ lumber experience. 
Address “P. 7,” care American Lumberman. 


ACCOUNTANT AND AUDITOR 
who has specialized in lumber accounting and in- 
come tax work desires position. Al references. 
Address “L. 23,’ care American Lumberman. 


BOOKKEEPER-STENOGRAPHER 
Full charge. Experienced in lumber, sash, door 
and millwork. Good recommendations, 
Address “A. 58,’’ care American Lumberman, 














POSITION WANTED 


Lumber yard foreman or second man, Have 15 
years in lumber, interior finish, builders supplies, 
hardware and paint. Milwaukee or southern part 
of Wis., or northern part of Ill. preferred. 

Address ‘A. 56," care American Lumberman. 





WANTED 


Connection with lumber manufacturer as mana- 
ger. Experience in building, remodeling and oper- 
ating large plants. Good organizer; familiar with 
sales promotion, association work, retailing and 
other phases of the industry; know softwoods of 
North, South and West; age 56; strong, active, 
ready now. Best references. 
Address ‘8S. 12," care American Lumberman. 


BAND SAW FILER WANTS JOB 
Will: take job in mill or factory, had 25 years’ 
experience. 
B. F. WHITE, 417 N. 5th St., Cambrdge, O. 








WANTED POSITION YARD MANAGER 
Fifteen years’ experience, good collector and. sales- 


man, 
H. 8., 502 Finney St., Chillicothe, Il, 
RESULTS COUNT 


I can manage your retail yard, large or small: 
make the sales; get the money; show a profit; and 
give satisfaction. Thoroughly experienced in retail 
lumber. Address “R, 12,” care American Lum- 
berman. 














SHAVINGS BALER WANTED 


Quote price, giving full description. 
W. T. BAILEY LUMBER CO., 
Virginia, Minn. 





DO YOU KNOW 


The Classified Ads in 
the AMERICAN LUMBERMAN 


are the best for selling 
second-hand Machinery? 
Our readers are buyers who 
watch for the ads in the 
Wanted and For Sale depart- 
ment, 


YOU WILL FIND 
BARGAINS ADVERTISED 


HERE 
EVERY WEEK. 


Wanted —Employees 


MILLWORK ESTIMATOR AND SALESMAN 


Plant located in Southwest. Have opening for man 
capable of estimating all classes of millwork, 
familiar with Cost Book ‘‘A’’ methods, and compe- 
tent to successfully sell product to General Con- 
tractors, address, stating experience and salary 
desired. “Ww. 19,” care American Lumberman. 























WANTED BAND SAW FILER 
For eight foot Allis-Chalmers mill cutting walnut. 





Address “A. 50," care American Lumberman. 





COMPETENT BAND SAW FILER 


Wants position at once. 15 years experience. Ref. 
Address O. E. RYAN, Laurel, Delaware. 


ESTIMATOR 


46 yrs. old—good health. 10 yrs’. exp. listing, 
pricing and selling highest class millwork. Gradu- 
ate C. B. A. Capable taking charge Dept. or as- 
sisting management. Now employed but desire 
change, preferably Pacific Northwest. Wish per- 
manent connection with live organization. 
Address “‘A. 54,” care American Lumberman. 








BOOKKEEPER-ACCOUNTANT 


General office man is open for employment. Ex- 
perienced in both wholesaling and manufacturing 
Southern pine and hardwoods. Assists with sales 
and traffic management. Specializes in cost ac- 
counting, profit and loss analyses, the preparation 
of financial statements. Income tax Returns. 
Employed. Present employers have cut out and 
are retiring. References AAA-1. Address 

oO. BOX No. 381, Augusta, Ga. 


GOOD SALESMAN 


Wants to sell for manufacturer full time commis- 
sion, no drawing account, industrial trade pre- 
ferred. 

Address ‘“‘A. 60," care American Lumberman. 


AT YOUR SERVICE 


The want and For Sale department will help you 
to get what you want. 

Have you something to sell? Tell us what you 
want to sell or send your advertisement; we will 
carry the message to the people who are buyers. 
Everybody wants something or would like to sell. 

Send your advertisement to the AMERICAN 
LUMBERMAN, 431 So. Dearborn St., Chicago, IIl. 














74 


AMERICAN LUMBERMAN 





October 11, 1939 











Wanted-Timber and Timber Lands 




















For Sale—Retail Lumber Yards 























WANTED—GRAZING LAND 


Well located cut over land, suitable for grazing, in 
exchange for improved city property. 


Address “S. 6," care American Lumberman, 





WANTS SUPPLIED 
Large number of wants supplied each week through 


the classified section. We do it for others, why 
net for you? AMERICAN ItA°'MBERMAN, 431 §, 
Dearborn Street, Chicago, III. 














Wanted-Business Opportunities 


? 2? WHAT HAVE YOU ? ? 


On which we can quote you in wood parts? We 
are well equipped to furnish large or small wood 
parts worked to your details. INTERSTATE MILL 
& LUMBER, INC., P. O. Box 680, Battle Creek, 
Mich. 

















WANT TO BUY 


A good lumber yard in the middle west, or would 
consider half interest and assume management. 
References exchanged. 

Address ‘‘S. 16." care American Lumberman. 





TURN UNUSED MATERIAL INTO CASH 
BY ADVERTISING 





WANTED CONNECTIONS TO MANUFACTURE 
Sash, door and trim for us for the trade, from 
our beautiful Ambarwood lumber. 
AMBARWOOD MFG. CO., Helena, Ark. 





WANTED 


Good retail lumber yard 
income property 
W. M. 


in exchange for splendid 
in Charleston, Ill. 
VOYLES, Shawneetown, IIl. 


WILL SELL OUTRIGHT 
OR SELL HALF INTEREST 


To a good reliable working partner able to handle 
the sales of a well located yard in a large eastern 
city handling lumber and stock millwork. Com- 
pany owns valuable ground, private railroad siding, 
buildings, machinery, etc. For details address 
“A. 59,” care American Lumberman, 


RETIRING 


coal and building material busi- 
ness in heart best agricultural district in the 
U. 8S. A. Established more than 30 years cities 
65,000 and over 200,000 population. Never offered 
before. 
Address 





Leading lumber, 


“W. 2,” care American Lumberman., 





FOR SALE RETAIL LUMBER YARD 


Near Milwaukee, Wis., in excellent farming and 


resort section. Good annual sales. Has always 
made fine return on investment. 
Address “W. 8,” care American Lumberman. 





FOR SALE RETAIL LUMBER & COAL YARD 


One of the best in Northern Indiana; best of 
reasons for sale. 
Address ‘*W. 20,” 


care American Lumberman. 





FOR SALE THREE LUMBER YARDS 


Owner’s health. In Central Illinois. 
Address “P. 28,’’ care American Lumberman. 


FOR SALE RETAIL LUMBER YARD 


At good price, attractive terms. Well located yard 

in Buffalo, N. Y. Will require about $25,000.00 

cash to handle. 
Address “D, 201,” 





care American Lumberman. 


FOUND 
MANY OF OUR ADVERTISERS 
Write in telling us of find- 


ing a good job which they se- 
cured by advertising in the 


WANTED EMPLOYMENT 
COLUMNS of the AMERI- 
CAN LUMBERMAN. 


LOST 
OPPORTUNITIES are 


what you lose when you do 
not advertise. 


NOW IS THE TIME 
ADVERTISE 














Wanted—Lumber and Shingles 


WANTED 

















White oak logs, 16” upw. diam., 10 ft. upw. long. 
White and brown ash logs, 15” diam. upw., 10 ft. 
upw. long. Straight and, if possible, without 
knots. State prices, quality and quantity, etc. 


Address ‘“‘A. 57," care American Lumberman. 





WANTED TO BUY MIXED OAK PILING 


60’ and 65’ long, 8” tops. CARL GEWALT, 
South Loomis St., Chicago, Il. 


Wanted—Miscellaneous 


WANTED CAR LOTS 


Baled Hemlock Shavings for Chicago delivery. 
BOX 175, Birnamwood, Wis. 


For Sale-Retail Lumber Yards | 


LUMBER YARD AND STOCK 


In the wheat and corn section of Illinois. Stock 
is low. Buildings and Equipment in first class 
condition. Yard priced low. No trades. Will be 
willing to carry one-third of purchase price. If 
interested, write. One other yard in town of 3,200. 
Address “R. E. V. S.,"" care American Lumberman, 


2464 


















































GROUP OF IOWA YARDS FOR SALE 


Will sell small group of retail lumber yards located 
in northwestern Iowa; have been under one owner- 
ship for many years; plant investments are reason- 
able. Average sales in 1929 were $30,000 per yard. 
Prefer to sell as a group, but might consider rear- 
ranging to fit purchaser’s requirements. 

Address “S. 2," care American Lumberman. 


FOR SALE 


On account of the death of owner retail lumber 
yard and planing mill—Tymon Lumber Company 
at Sault Ste. Marie, Mich. Business established 
many years. Has been good money maker. JOHN 
. OLD, Administrator, Sault Ste. Marie, Mich. 


FOR SALE—TWO GOOD LUMBER YARDS 
Both in good towns, central Illinois. Reason for 
selling, want to retire. 

Address “L. 18,” care American Lumberman. 











CITY YARD FOR SALE 
We are retiring from business on account of ad- 
vanced age and will sell a well established lumber 
and fuel business in one of Iowa’s largest and fast- 
est growing cities; the oldest and largest yard in 
the city; down-town location, and priced right. 
Address ‘“‘S. 3," care American Lumberman. 


SMALL LUMBER YARD FOR SALE 
Good location. G. F. SCHEIDECKER, Somonauk, 
Il. 








RETAIL LUMBER AND COAL YARD FOR SALE 


Near fifty thousand population city in northern 
Illinois. Present owners wish to retire. Wonderful 
opportunity for live wire lumberman. Will require 
$30,000.00 cash to handle. 


Address “A. 55,’”" care American Lumberman., 


| For Sale—Lumber dln 


FOR SALE 


75,000 ft. 2” Plain Mixed Oak, 


1 year dry, 8” and 
up wide, 8 ft. long, No. 1 Common and Better 
20,000 ft. 2” Basswood, 1 year dry, good width 
and lengths, No. 1 Common and Better, ‘ 
100,000 ft. 2” Elm. ; 
20,000 ft. 3” Elm. 
100,000 ft. 2” Soft Maple. 


All the above stock six months 
No. 1 Common and Better, 
good width and lengths. 


THE OHIO HARDWOOD CO.,, 
Cuyahoga Falls, Ohio. 


and better dry 
well manufactured. 





WALNUT DIMENSIONS 

2x2x8” to 19”, 1%x1%x12” to 19”, 1x1x19” yp 

4/4x2” up x 10”. : 

Clear, steamed, dry, paraffined, bundled. Other 

dimensions. CHAS, F. SHACKLETT, Coal (Henry 
Co.), Mo. , 





FOR SALE 
150,000’ 4/4 oak tie edging. 
80,000’ 8/4 Soft Maple. 
30,000’ 4/4 Sap Gum. 
Make us offer on above. 
BAILEY LBR. CO., Parkersburg, III. 


FOR SALE 
8/4, 10/4, 12/4, 16/4 W. Va. oak and poplar in all 
grades. MARIETTA CHAIR CO., Retail Lumber 
Department, Marietta, Ohio. 


HARDWOOD PILING FOR SALE 


Fresh cut mixed hardwood for prompt shipment; 
easy rate into Chicago. Also Basswood Veneer 
Logs taking a Watersmeet, Mich., rate. 

BOX 75, Birnamwood, Wis. 











4,000 FT. 3” AND 98,000 FT. 4” 


Hard maple planks now in good shipping condition. 





THE BRADLEY COMPANY, Hamilton, Ont. 
BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 
By using the classified section of the 


American Lumberman. The classified ads 
are read every week by both the buyers 
and sellers, A quick way to dispose of 
anything you want to sell. 

Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 

Send your advertisement to the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





FOR SALE 800 WALNUT LOGS 


These logs are of good quality and now at railroad. 
Cc. W. WILLIAMS, Malta, Ohio. 





GOOD MONEY MAKING YARD IN THE SOUTH 
Fine climate year round, on a large body of water. 


Small investment and overhead. Low price if 
taken soon. 
Address “A. 53,” care American Lumberman. 





LUMBER YARD FOR SALE OR LEASE 


Location is Central Illinois in the heart of the corn 

belt. Yard is located on a cement hard road. 

This yard has never been advertised before. 
Address “R. 35,"" care American Lumberman, 


For Sale-Business Opportunities 


FOR SALE 
Lumber Yard and Planing Mill in a central western 
city of 58,000 population. Good buildings and 
plenty of ground. A first class proposition. Only 























5 yards in the city. Will need $80,000 to $100,000 
to handle. 
Address “S. 9," care American Lumberman. 





FOR SALE 


One half interest in small well established lumber 
company in Denver, Colorado. 
Reply to POST OFFICE BOX 1332, Denver, Colo. 


OWNER WANTS TO BORROW $10,000.00 


On 54 forties of Bayfield County, Wis., timber land 
at 5% interest, amortize $1,000 per year with priv- 
ilege after 5 years Only interested investors ad- 
dress H. J. KRUSE, Rochester, Minn. 


READY TO GO BEST OREGON BUY 
New Band and Resaw Mill. Logging R. R. com- 
plete. Has U. S. Forest Eighty Million Key that 
controls 390 million, pay as cut. Cheap Pine. 
Address “A. 61,” care American Lumberman, 











A 


For Sale-Timber and Timber Lands 


LARGE LIMIT WHITE POPLAR 


Will sell on contract in the rough, or peeled pulp- 
wood, or will sell standing. For particulars write 
FRANK HOGAN, Lumberman, Port Arthur, Ont. 
Canada. 























NATIONAL FOREST TIMBER FOR SALE 
See advertisement on page 565. 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get 
it at small cost by advertising in the “Want 
Columns” of the AMERICAN LUMBERMAN, Man- 
hattan Building, Chicago, IIl. 


For Sale-Pac.Coast Timber Lands 


FOR PINE AND FIR TIMBER LANDS 


Write FAVELL-UTLEY, REALTY CO., Lakeview, 
e. 





























WANT TO SELL YOUR TIMBER OR 
Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers © 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMBR- 
ICAN LUMBERMAN, 431 8S. Dearborn 8t., Chicag®, 


roresttY 





PUBL 
WHO! 








